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WHAT MAKES 
THE GERMAN 
EXECUTIVE 
TICK ? 


How to heal a company split 
Is the High Street doomed ? 


Stringer—young man of decisions 


Sales Pep Talks for Breakfast page 72 








he surgeons Kn 


is perhaps as clean an object as one could ever find. That it should be so 
is a matter of life and death. But cleanliness always matters wherever 
people work. If you have offices or business premises it is important to 
keep them bright and hygienic at all times. And it's quite easy to do 
Cleaners Limited provide a complete and thorough office cleaning service 
at surprisingly little cost. If you would like to know more, fill out the coupon 


below and we will send you illustrated brochures describing our services 


(‘leaners Ltd 


CLEANING FOR INDUSTRY (S OUR BUSINESS 


Service House, 25 Villiers Street, London, W.C.2. Telephone: TRAfalgar 7175 (10 lines) 


Please send me free of charge and without obligation brochures about your complete service 


NAME 


COMPANY 


i 
ADDRESS | 


Cleaners Ltd., Service House, 25 Villiers Street, London, W.C.2 
TRAfaigar 7175 (10 lines) 
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Saas 


Also operating from 
principal towns 


throughout the country 





The German Executive 


He is one of the main forces behind 
his country’s resurgence. He is 
efficient an‘ hard-working. But 
what makes him tick? Tony 
Burgess went to Germany to find 
out. His report is on page 68 


When should you report a colleague ? 
Counsel on a problem of ‘ This Executive Life’ George Copeman 


Pep talks in the morning mail 
Three firms bring the sales war to the home front Alan Bartleman 
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Salesmanship through American eyes 

It’s a mixture of cunning, cajolery and sentiment Robert McMurry 


Mr. Riddoch heals a company split 
Small firm solves big ‘admin’ problem Gwilym Jones 
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Men of distinction need not apply 
‘Organization men’ could threaten industry here, too 


Christopher Bridgland 


Cables : Sysmage, i 
Seuphone, Lender Young man of decisions 


At 35 John Stringer is a veteran of a young science 


Francis Odle 


Editor Has the High Street had its day? 


Clifford O. Rhodes 


Executive Editor 
William Guthrie 


Economics Editor 
Tony Burgess 


Art Editor 
Douglas Long 


Editoria! Director 
George Copeman, Ph.D. 


Advertisement Director 
Owen F. Porter 


Sales Director 
J. Hincheliff 


Change of subscriber's address 
Please notify Publishers six 
weeks before change of address 
is to take effect, giving present 
address in full and new address. 


BUSINESS Vol. 91, No 4 
Copyright 1961 by Business Pub- 
lications Limited 


Post free subscription rate for 
12 copies: United Kingdom and 
Eire, 508.; U.S.A., $7.50; 
Canada, $7.00. All other coun- 
tries 50s. of local currency 
equivalest. 


If American trends come here shopkeepers will have to think again 
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For industrial and 
commercial expansion 


bowmaker — 


provide | 
credit 
finance 


The Bowmaker Group offe1 

a comprehensive service specializing 
in finance for industry, commerce, 
agriculture and the consumer. 
Facilities are also available for the 


importer and exporter. 


BANK ON BOWMAKER 


and get credit for it 


COWAKER LTD THE BOWMAKER GROUP 


BOWMAKER (COMMERCIAL) LIMITED Capital and Reserves exceed £11,000,000 - Assets exceed £80,000,000 
BOWMAKER (IRELAND) LIMITED 


-PIOE >. q - ) . 
eoumensn Gust) aren 4 HEAD OFFICE Bowmaker House Lansdowne Bournemouth 


MIDLAND counties LONDON OFFICE: Bowmaker House - 55 St. James’s Street - London - S.W.1. 
MOTOR FINANCE COMPANY LIMITED 


YEOMAN CREDIT LIMITED BRANCHES THROUGHOUT THE BRITISH ISLES 





Members of the Finance Houses Association. 





won’t cut any 
ice... 


.. unless it’s in the hand of someone who really knows how to use it. 
This is true of all tools—especially true of the complex tools and systems 
now available to big business, amongst them the electronic computer. 

C-E-I-R (U.K.) Ltd. know more than most about the practical use of 
computers and, indeed, all the other tools and techniques of modern 
commerce and industry. 

As the largest independent computer and research services organization 
in the world, with a long list of clients which includes not only 
internationally famous commercial corporations but also both national and local governments, 
C-E-I-R now operates in America some of the most advanced computing equipment in commercial 
use today. Two London offices are already handling commercial, industrial, and scientific problems 
in this country, and another C-E-I-R Centre, in London, with IBM 7090 and IBM 1401 facilities, 
will provide computer time and services. 

Thus equipped, and with a staff of over 300 mathematicians, statisticians, economists, 
scientists, programmers, and other specialists (many of them famous in their fields), C-E-I-R are 
ready to handle on your behalf any assignment, large or small, in part or as a whole, working alone 
or with your own technical staff. Ask your secretary to write or telephone for a copy of ‘A NEW 
DIMENSION IN MANAGEMENT TECHNIQUE’. 

You will find it very interesting indeed. 


INDUSTRIAL, ECONOMIC AND SCIENTIFIC RESEARCH .- 
LINEAR PROGRAMMING - MANAGEMENT ENGINEERING - 
TREND FORECASTING - FEASIBILITY SURVEYS - 

MARKET SURVEY ANALYSIS - INTEGRATED 

DATA PROCESSING - COMPUTER TIME 


Main Office: 84 Kingsway - London WC2 - Tel: CHAncery 1551 
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ARE THERE 
COSTLY MISTAKES 
HIDDEN IN 

YOUR BOOKS? 


Mistakes in arithmetic cost 
money and lose customers. If 
yours is a non-adding-machine 
business, put an end to the 
embarrassment and loss with 
an Olivetti adding machine 

The Olivetti adding machines 
provide a simple, inexpensive 
method of ensuring accurate 
and speedy figuring—and the 
peace of mind that goes with 
it. Your present staff, without 
special training, will be assis- 
ted with: wages, sales and 
purchases, H.P._ transac- 
tions, paying-in slips, in- 
voicing, cash books, and 
many other jobs where 
speed and accuracy matter. 


olivetti 


Hand-operated. Capacity 1d. un 
der # 100,000,000.0.0d. Addi- 
tion, subtraction, credit-balance. 
Sub-tota! and full total. 

Price . « « £ 49.15.00 


All-electric. Capacity '/4d under 
¢ 1,000,000,000.0.0d. Addition, 
subtraction, credit balance. Sub- 
total and full total. 

Price # 79.15.0d. 
































British Olivetti Ltd. 30 Berkeley Square, London, W. 1 
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ECONOMIC PROSPECT 


STATE OF THE NATION | 


All set for greater 
prosperity 


Business optimism is on the upgrade again. A rise in industrial production during 
1961 of at least four to five per cent can now be confidently predicted. The main factors 
behind the recovery are the positive, if slow, response to the export drive, and the 
undiminished desire of the public to buy consumer goods. Most remarkable is the 
recent recovery in car sales, which has gone further and more quickly than even the most 
optimistic manufacturers expected. The destocking movement in industry is now 
likely to be a much milder affair than seemed probable even a month ago. 


Overseas trade 
in balance 


More capital 
investment 


More money 


More sales 


1961 


p> Our external trading position is now almost in balance. 
p> The import boom may well be over at last. 


} Shortage of labour is once more becoming a serious 
problem. 


» Gold reserves are falling slightly, but the drain is not 
yet serious. 


> Building contractors’ output is now at record levels. 
» Machine tool order books are still lengthening. 
> House prices are rising steeply. 


> The upward pressure of wages is in imminent danger 
of causing an over-all increase in prices. 


>» The H.P. debt is beginning to rise once more. 
» And so are bank advances. 
> Retail sales are on the increase again. 


> Retail prices are still stable, but only greater volume 
has averted a general rise in recent weeks. 


> Now that our external trade account is more or less 
in balance, the need is to create a margin for capital exports. 
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“Record them permanently, so 
that I can play them back on my 
Dictaphone Time-Master at any 
time.” 

‘Ves, sir.” 

“I'd like to be able to find my 
place at once, and if I should be 
interrupted, I'd like to be re- 
minded of the last fifteen or so 
words I said.” 

“Of course, sir.”” 

“Would you add on any after- 
thoughts or corrections—oh, and 
I'd like to be able to see how 


much I've said.”’ 


TAKE 15 
LETTERS 


MISS DICTABELT 


“Your corrections will be added 
on, sir, and the recording will be 
visible.”’ 

“Of course, I shall want the 
whole dictation read over to me 
when I press a button—I don’t 
want to wait while the machine 
warms up.” 

“The Time-Master is fully 
transistorised, so no warming-up 1s 
Your dictation will be 
read back instantly, sir.” 


mecessary. 


“You mean to say you can do 
all that?’’ 
“* And a lot more, sir.” 


DICTAPHONE 


REGO. TRADE MARE 








Dictaphone TIME-MASTER has been accepted for the Design 
index of the Council of industrial Design. 


For details of just how much more Miss 

Dictabelt and Dictaphone Time- Master 

can do for you and your company, ask: 

Dictaphone Company Ltd., 17-19 Stratford Place, 
London W.1. Phone: HYDe Park 9461 
Branches throughout the British Isles 

The words DICTAPHONE, TIME-MASTER and 

DICTABELT are registered trade marks. 
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The 
most 


happy 
medium! 


People who have struck book match 
advertising have struck it rich. Have you, yet ? 
Find out about it from the match people. 
BRYANT & MAY LTD., 

Book Match Department, 


Fairfield Road, Bow, London, E.3. 
Telephone : Advance 4321. 
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his gadget 


saved a whole factory 


This A.F.A. automatic fire detector, fitted years ago in an industrial client’s 


storeroom and almost forgotten, dramatically came to life one night last month. 
It detected a small fire, called the Brigade automatically and probably saved the 
entire factory! A.F.A. protects hundreds of buildings and stops over fifty such 
fires every year. Please post the coupon below, or ring us at Larkswood 8373 

or at our branch at Bristol (47898), Birmingham (Midland 5269), Edinburgh 
(Caledonian 5800), Glasgow (Douglas 1690), Harrogate (5262), Leicester (66990), 
Liverpool (Central 9653), or Manchester (Moss Side 4647). 


AUTOMATIC FIRE DETECTION 


To: ASSOCIATED FIRE ALARMS LTD., 
CLAREMONT ROAD, LONDON, E.17 
Please send me full details of the A.F.A. 


Name 
Address 


automatic fire detector system. 


n TAS/AF.161 
BUSINESS 





OUTLOOK FOR INDUSTRY 


Car Industry Changes 


With an unusually early seasonal rise in home demand, and the 
relaxation of hire-purchase restrictions, the motor industry is showing 


signs of a recovery. 


The prospects are much brighter and a number 


of manufacturers expect to operate near full capacity by summer. 


During February the hire-pur- 
chase sales of new cars were only 
3 per cent below the level for the 
same period of last year. Used car 
h.p. sales were almost 8 per cent 
higher. 

Component makers have begun 
to look healthier as a result of the 
recovery in demand and _ several 
of the larger companies have 
returned to a full working week 
When the recession was at its worst 


the components industry was 


BUSINESS SHORT-TERM 
PRODUCTION FORECASTS 


Consumer 
Goods 
of consumer 


sp 
uring at a slig ig 
rate than previously. Further 
outlook indicates continued 
improvement. 


Producers’ 
Goods 


wal caren of producers’ 
will continue to rise 
in April at a considerably higher 


rate than in recent months. 
Further outlook is good. 


Pegging ore based upon 
BUSINESS of orders ous 
in contract engineering and con- 


summary of 
analysis is made will be supplied 
to readers on request. 
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working at 60 per cent of capacity; 
now it is at approximately 80 per 
cent. 
5 per cent in January and 6 per cent 
in February. Prospects of further 
improvement are very good. Much 
is dependent on export. 

Plastics Although the industry is 
now operating slightly below the 
level for the corresponding period 
of last year the outlook is bright. 
The industry expects that a recovery 
will set in by the middle of the year 
and that this year’s increase will 
again be in the region of 10 per 
cent. 

Imports rose by 90 per cent last 

year to 93,300 tons, but it is 
unlikely that this high volume will 
occur in 1961. Last year exports 
rose by |1 per cent to 162,500 tons 
compared with an increase of 28 
per cent between 1958 and 1959. 
Current expansion plans are based 
on the thought that home and 
overseas sales will continue to rise 
and, in spite of growing compe- 
tition, the industry appears confi- 
dent that the increases will be 
realised. 
Contractors During the last quarter 
of 1960 building contractors and 
civil engineers set a new post-war 
record by carrying out work valued 
at £558m. This is about £7m. more 
than in the third quarter of last 
year and £49m. more than the same 
period of 1959. The total value of 
the work carried out during last 
year was £2,145m.; this is £169m. 
up on 1959—trepresenting an 8 per 
cent increase in output. 

It has been forecast that building 
activity is likely to increase by 2 to 
3 per cent this year. Both building 
and civil engineering anticipate in- 
creased demands upon them during 


Production rose by almost « 


STATE OF THE NATION 2 


Up 


the coming months. The only 
adverse factors which could com- 
bine to restrain output down to the 
1960 level are the shortage of 
labour and the doubtful supply of 
materials. 

Aviation Exports have got off to a 
good start. During January the 
industry exported nearly £12.9m. 
worth of products, £1m. more than 
the monthly average during 1960. 
Aero-engine exports reached a 
record £7.5m. during the same 
month. 

Office machinery January exports 
totalled more than £3.4m., 64 per 
cent higher than in the same month 
for 1960. The greatest increase was 
in portable typewriters, which 
almost doubled. 

Paint Over £15.43m. worth was 
exported during 1960—a record. 
Iron castings Output reached a 
record level last year. By the end 
of December it totalled 3,967,600 
tons—an increase of 134 per cent 
on 1959. 


Commodities 


Copper The Northern Rhodesia 
mining industry created a new high 
record of production during 1960. 
Output was valued at £128.7m., 
about £9m. higher than in 1959. 
U.K. consumption of all forms of 
copper rose 5 per cent in January 
to 59.155 tons. 


Consumer Goods 


Footwear Production in the fourth 
quarter of 1960 was 6 per cent 
more than in the corresponding 
quarter of 1959. The year showed 
a 7 per cent increase over 1959. 
Clothing Sales of made-up clothing 
during 1960 were 8 per cent up. 
Drugs Exports of British drugs and 
medicines reached a record figure 
of nearly £44.4m. during last year, 
an increase of £3.4m. 





Heavy gauge 
steel channel suspen. 
sion arm, zinc coated 
to resist corrosion. 


Steel rollers 
running on ball bear. 
ings ensure smooth 
operation. 








If the moving parts of a 

filing cabinet are to continue 

their job satisfactorily they must—like 

machinery—be designed on engineering principles. 
Being backed by Harveys wide and long experience 
as engineers, it is hardly surprising that Harvey 

Filing Cabinets have set the standard for performance 
and durability. The ball-bearing roller suspension arm 
is but one of several important features. Another is 
the welded inner front framework, which combines with 
the rear supporting channels to transmit the load 
direct to the floor and ensure maximum rigidity. 

For smooth, effortless action, adequate load-bearing 
capacity and long life, standardise on— 


HARVEY 


Steel Filing Cabinets 


Available in quarto and foolscap sizes, one to five 
drawers, alternative sizes: 24” and 28” front to back 
Stove enamelled finish or wood grained finish to 
specification. 


The range of HARVEY Steel Office Equipment includes 
DOUBLE AND SINGLE PEDESTAL DESKS * SECRETARIAL 
DESKS * TYPIST’S DESKS * TABLES * BOOKCASES * CABINETS 
CUPBOARDS * LOCKERS * PARTITIONING * SHELVING 
STORAGE UNITS * ETC. 


G. A. HARVEY & CO. (LONDON) LTD. 
Woolwich Rd., London, S.E.7. GREenwich 3232 (22 lines) 
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Merchant and Investment 
Bankers 
———— 


We have a century-and-a-half of experience behind us in the City of London, 
and amongst our clients are some of the largest and most progressive companies in 
the country. Besides providing acceptance credit and other specialised banking 

facilities, we can also offer our services in the following fields 


Company Finance 
Loan and Share Capital Issues, mergers, acquisitions, capital reorganisations, 
the conversion of private into public companies—these are some of the operations 
we undertake. In all such matters an important factor for success can be the 
skill and standing of the “‘House’’ behind you 
International Banking 
Successive generations of our partners and principals have built up close 
personal friendships with bankers and industrialists in many countries abroad. 
In New York we have unique advantages through our affiliation with the 
J. Henry Schroder Banking Corporation, and we have too our own offices in 
Europe and in Rio de Janeiro and Buenos Aires 


Investment Management 
We are well placed to assess developing trends in industry and commerce 
We also keep in daily contact with the main 
Stock Exchanges and with leading institutional investors 
Our organisation is thus a clearing house of information and opinion on 
which we can draw to aid us in the management of our many investment portfolios, 
which include Investment Trusts, Pension and Endowment Funds. 


These can be managed either under a specific arrangement or at our discretion, 
E2NS3 
tay 


J. HENRY SCHRODER & CO. LTD. 


145 Leadenhall Street, London E.C.3 





lelephone AVEnue 4600 


and 


HELBERT, WAGG & CO. LTD. 
41 Threadneedle Street, London E.C.2 


Telephone LONdon Wall 1722 








A complete financial, banking and investment service 


both at home and abroad. 




















TE KEY INDICATORS 


FIVE - YEAR TREND MONTHLY TREND 


[ Average 1954-100 (Al: industries i 


@ INDUSTRIAL PRODUCTION 


industrial output is definitely on the upgrade again. 
Increasing optimism in industry generally makes it now 
almost certain that production will rise by at least four 
to five points over the year. The two main factors in this 
recovery have been the recent encouraging improvement 
in exports, and the maintained strength of retail sales 
during the doldrums of the last few months. 





Vacancies aed Unenptojed| es EMPLOYMENT POSITION 
Reosree Labour shortages are beginning to be a serious 
problem again in many areas and industries. Un- 
employment fell by some 30,000 in the first two months 
| of the year, and the number of registered vacancies 
increased by nearly 10,000. Percentage unemployment 
yt I fell to 1.7 in February, compared with 1.9 in January. 
Both the decrease in unemployment and the increase 
in vacancies are greater than the seasonal average. 


Unemployed exceed Vacancies | 





TRADE GAP 


The import boom appears to be over. in February 
both exports and imports were down, but while the 
former fell by only £9m. (to £318m.), the latter were 
£15m. lower at £383m. The main reason for the decline 
in imports is thought to be that the long awaited 
destocking by industry has at last begun. The fall in 
exports is not viewed seriously as performance in this 
direction is still healthily above the very poor results of 
last autumn 








GOLD AND CONVERTIBLE RESERVES 


Gold and convertible currency reserves have begun 
to fall for the first time in just over a year. In 
February they stood at £1,14im., £18m. down on the 
month. The main reason for the decline has been the 
withdrawal of some of the recent influx of short-term 
funds in favour of the dollar. The loss is not regarded as 
serious, and there is no threat to the over-all strength of 
sterling in the present situation 


sv sew 
Engineering orders were 3 per cent up in the fourth quarter of 1960. 


The car component industry is now working at 80 per cent capacity, compared 
with 60 per cent at the depth of the recession. 


Exports in the first two months of 196! were some 5 per cent up on the last quarter of 1960. 


Baylis” 3 eae GOVERNMENT SPENDING 


Cumulative Payments| | | | ’ @ NET EXPENDITURE ‘BELOW THE LINE’ 
from Ist April 1960 Actual expenditure ‘ below the line’ for 1960-61 is 
likely to be within the official estimate of £1,054m. 
for the year. By early March, with only one more month 
° of the financial year to go, total expenditure in this 
' category had reached £885m. No extraordinary dis- 
ia bursements are expected in the next few weeks. Govern- 

F) 


ment spending ‘ below the line’ for 1961-62 will be at 
about the same level as this year. 


19@0 


GUIDE TO THE CHARTS The charts showing Five Year Trends use mostly monthly or quarterly averages so that they 
are comparable with the charts alongside them showing the more recent trends. Details of the statistics used in the charts, and other related 
statistics, may be had on application. 
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CAPITAL SPENDING AERO 
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™ FIVE-YEAR TREND QUARTERLY TREND 
" - = . T 5 | 


FACTORY BUILDING APPROVALS > Sq fe 

Contractors’ output is now at record levels. in 
the last quarter of 1960, the latest period for which 
complete figures are available, work carried out by 
contractors reached the post-war high of £588m., and 
new orders to the value of £473m. were obtained. 
During 1960 output in the industry increased by 8 per 
cent. Forecasts for this year indicate that a further rise 
of at least 3 per cent is to be expected. 


“Ms 


MACHINE TOOL ORDERS > 
Order books continue to lengthen in the machine 
tool industry, although the rate at which new orders 
are now being received is believed to be falling slightly. 
In November last, the latest month for which returns are 
currently available, total orders stood at £103.7m., £1.4m. 
up on the month. Orders are thought to have risen 
further since, but less rapidly than during the past 


autumn. Significantly, orders from the motor industry ‘ 
continue unabated. Js AS ON DO 


ART 
HOME BUILDING STARTS > = = —- 


House prices are still rising steeply. During 1960 
the average selling prices of new houses rose by almost 
7 percent. Since building costs are thought to have risen 
by only some 3 per cent during the period—mainly 
attributable to higher wages—the balance of the increase 
must be put down to the pressure of unsatisfied demand. 
It seems inevitable that this trend will continue in 1961. 


Ss 8 S57 se Oe tor ane Sra om 


Machine tool orders are now nearly 90 per cent higher than they were a year ago. 
House orders by private developers were £40m, up in 1960. 
Non-housing orders increased by £212m. in the period. 


CONSUMER SPENDING 


FIVE - YEAR TREND 


RETAIL SALES » | aD . 
Retail sales are renewing their advance. in 
February the Board of Trade Index stood at 113, com- 
pared with 112 in the previous month. This represented 
a rise of 3 per cent over the year, against a | per cent rise 

















in January. Although prices are a little higher, most of 
the expansion is accounted for by greater volume. The 
recovery in durable goods is being well maintained, and 
clothing and footwear sales, which have been slipping 
in recent months, are also rising again. 7 ss 58 60 MAM 





WAGE RATES > 


The expected 196! surge in wage levels is now well 
under way. in January the index of average weekly 
wage rates moved up sharply to 123.4—representing an 
increase of 2.4 per cent over the previous two months. 
The trend is almost certain to be continued well into the 
spring months, and present indications are that later 
results, when they become known, will show equally 
severe increases 


Jist' Jan 1956 - 100 
| 


“sv sw 


Clothing and footwear sales improved by 8 per cent during 1960. 
Third quarter (1960) returns show that wages and salaries were 8 per cent up on the year. 


CREDIT AND PRICES, PAGE 17 
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The Managing Director was casting about to 
improve his business organisation so that he 
could spend more time on the bank and less 
time writing to it. Late one evening in the office 
he decided to contact Pitney-Bowes and in so 
doing he really hooked a winner. By installing 
their small Postage Meter machine his staff 
have much more time for more important work 
and there is no cash handling, no stamps to buy, 
check, or lose, no post book (and what a relief 
that is!) and he knows the system is much 
quicker and foolproof. 

Until he saw their free brochure he had no 
idea that Pitney-Bowes made folding machines, 


counting and coding machines, etc., but now, 
after getting a line on Pitney-Bowes equipment, 
his office has a new look, especially at five- 
fifteen. He has reduced overheads, eliminated 
delays and bottlenecks—and has more time to 
go fishing. To obtain a brochure detailing all 
their new models, just write to Mr. J. Bull. 


Pitney -Bowes LTD. 


INCORPORATING UNIVERSAL POSTAL FRANKERS LTD 


letter openers, inserters, cheque signers, 175-176 TOTTENHAM COURT ROAD LONDON W! TELEPHONE LANGHAM 0331 
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coing 
somewhere 
sergeant? 


“Yes sir. Top floor to drawing office 
with specification, urgent. Down 

to the labs with this lot. Drop two 
folders into Mr. Jackson's office. Pick 
up something from Mr. White in Sales 
for B. block. Into Accounts on the way 
with some stuff from the Post Room 

—- after that call at 


“Looks as though you'll be away from 
reception for some time, sergeant. The 
M.D. won't like that.” 


“Best part of an hour, sir, that’s the way it is when you haven't got 
Lamson Tubes.” 


“Should | have Lamson Tubes?” 


“I mean the office should have them, sir. All the best offices have Lamson 
Tubes for /nstant dispatch of documents to every department.” 


“Good idea sergeant. I'll see the M.D. about it.” 


Each carrier takes This 13° x 5S” Carrier traveis 
up to 10 Ib. of at 30 ft. per second 
unfoided fool- in Lamson Tubes 
scap files. 


LAMSOM 


Tubes 


Lamson Engineering Company Limited 
Hythe Road - London - N.W.10 
Telephone: Ladbroke 2424 


A MEMBER OF THE LAMSON INDUSTRIES GROUP 
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AUTOMATIC 


Everywhere, in business and industry, Creed Teleprinters 
and Punched Tape Equipment are playing expanding roles 
in communications, data processing and automation. 
Today, as never before, Creed equipment is helping 
organisations large and small to realise major savings of 
time, money and effort in countless operations. 

Delivering printed messages instantly—over any distance— 
between any number of points... . editing, 

programming and recording computer data at new 

high speeds.... controlling the automatic operation of 
machine tools and factory processes ....these are just 
some of the many ways in which this versatile 

equipment is being used. 

Whether your needs involve a single standard machine 

or a complete ‘tailor-made’ system, you'll find Creed 
uniquely qualified to advise and assist 

you. Comprehensive descriptive literature 

is yours for the asking. 


TELEPRINTERS 
and punched tape equipment 


TIPLE MALE (e-EGRAPH HOUSE » CROYDON - ENGLAND 
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CREDIT 


BANK ADVANCES p> 


Bank advances have begun to rise again, and at a 
total of £3,423m. in mid-February for the |! London 
clearing banks they reached an all-time high. This was 
£46m. above the previous month. Latest figures show 
that over the last few months the biggest increases have 
been in loans to the capital goods industries 





HIRE PURCHASE DEBT 


There are signs that the present decline in the 

total hire purchase debt is coming to an end. 

Following the steady lowering of the debt which has con- 

tinued since last August, a further small decline took 

place in January. But in that month the fall was a very 

modest one of £7m. to £928m. Provisional returns for 

February indicate that the debt owed directly to finance : vie 
houses is up, mainly as a result of the relaxation in : bee SS 
controls which has stimulated H.P. car sales. Sales of & 
household goods are also said to be higher 























Bank advances to the engineering industry rose by £56m. between November and February last 
H.P. vehicle sales in February were about 25 per cent up on the month 
H.P. debt owed to household goods shops fel! by only £4m. in January 


PRICES 





RETAIL PRICES > Jan 1956-100 


There are no indications so far that the expected 
Spring rise in retail prices has in fact taken place. 
The retail sales index is up slightly, but this is almost 
entirely accounted for by an increase in sales volume, 
and not by any general rise in prices. In January, the 
latest month for which figures are available at time of 
going to press, the retail price index stood at 112, the same 
as for the previous two months. 












































RAW MATERIAL PRICES 


Prices of basic materials and fuel are continuing 
to ease slightly, although wholesale prices generally 
are rising. In January the index for basic materials and 
fuel fell by 0.4 per cent to 100.6, while the over-all index 
for wholesale prices rose by 0.2 per cent. The main 
increases were in bricks, cement, paper products, china 
and glass. Fuel prices are stable for the moment 












































TERMS OF TRADE 


U.K. external trade is now almost in balance. 
The ‘ visible’ trade gap of £65m. recorded in January 
must be seen against ‘ invisible’ earnings of some £60m. 
amonth. But there is still no margin for capital exports, 
and the position cannot be regarded as sound until this 
becomes possible. Nevertheless, the export drive is 
beginning to bear fruit, and with imports almost certain 
to decline still further, the outlook is more promising 
than it has been for a considerable time 


The Financial Times Index of Commodity Prices stands at 78.23, 4.3! points down on the year. 

The indices for trarnp shipping freights and time charter rates have been delayed while a new base for calculation 

is being prepared. This will be used for the indices from January, 1961. 

END 
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THINGS 


ARE BETTER 


PUT ON 
EVERTAUT 


This new Catalogue gives you fact- 
packed information on Evertaut 
Shelving and Works Equipment... 
a range that meets your every re- 
quirement, saves space, time and 
money. Write today for a copy to 
keep in your files. 


POST COUPON FOR CATALOGUE 


To: EVERTAUT LTD., WALSALL ROAD 
PERRY BARR, BIRMINGHAM, 22b 


Please send me the new Evertaut Steel Shelving and Works Equipment Catalogue. 
Name 


Address 





SALESMAN! 


What are the qualities that make a first 
class, professional salesman? You can see 
many excellent answers to this question 
demonstrated in the Salesman-training films, 
now available from the G.B. Film Library. 

More and more companies are proving 
that film is the most practical and 
convincing way of demonstrating the do’s 
and don’ ts of selling. And these films, while 
exploring every aspect of salesmanship, 
offer the kind of expert instruction that 
pays off in positive, sales-building results. 

Real, true-to-life situations—the kind 
your salesmen face daily—are examined 
in detail, clearly and concisely. Well- 
established, professional selling techniques 
are carefully analysed in a way that 
shows how your own sales force can put 
them into effective, practical use. It would 
be well worth your while to find out 
exactly how these excellent films can 
help you. 


7 CGR Gs Pe ne ee eee 
THIS BOOKLET WILL BRING YOU THE FACTS! 


Salesman training films are only one 
aspect of the services available from 
the G.B. Film Library. Catalogues 
of other industrial training films, 
entertainment films and sponsored 


films (on free hire) will be sent on 


subjec ts that interest you, to: 


7S G. B. FILM LIBRARY 
M4 


J Props: Rank Precision Industries 


request. Just write, mentioning the | 


Limited, 1 Aintree Road, Perivale, 
Middlesex. Tel: PERivale 6666 


FILMS 
FOR TR 
SALE 


| 


Here are just a few of the Sales Training 
Films available for hire or purchase. 


OVERCOMING OBJECTIONS 
HOW TO SELL QUALITY 

THE THINGS PEOPLE WANT 
CLOSING THE SALE 

THE POWER OF ENTHUSIASM 
PROFESSIONAL SELLING 


DEVELOPING YOUR SALES 
PERSONALITY 


HOW TO UP SALES BY BETTER 
SALES SUPERVISION 





IF YOU HAVE NO PROJECTOR the G.B. 
Film Library can arrange a service which 
will provide you with a 16 mm. sound 
projector and operator anywhere in the 
United Kingdom 


TO: G.B. FILM LIBRARY 


1 Aintree Road, Perivale, Greenford, Middx. 
Booklet “Films For Training Salesmen”, please to: 


ADDRESS 


AINING 


SMEN 
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(FACIT office furniture by courtesy of Block & Anderson Limited) 


colour 
_.. for a colour conscious world 


Matching a room or a particular taste is very much a question of 
individual preference when it comes to colour. That's why 

Ford make their Gold Medal Blottings available in 24 tasteful colours 
from which you may choose. Whatever your colour 

preference, you will appreciate the soft, velvety feel and 

superb quality v nich makes these blotting papers 

the first choice for discriminating buyers in all walks of life. 


Samples and colour charts available 


FORD'S GOLD MEDAL BLOTTINGS 


T. B. FORO LTO 30 NEW BRIDGE STREET~ LONOON - €E.C.4 


Prone: CiTy 2272 *Cabies: FORDFILT LONDON: Grams: FORDFILT CENT LONDON 
Regd. Trade Mark 
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The perfect secretary 


has a diploma 


As Lecturer to the Private Secre- 
tary’s Course at a commercial college, 
i was amazed to read your article 
‘ Choosing the Ideal Secretary,” and 
to find no mention of the Private 
Secretary's Diploma 

The Private Secretary's Diploma 
tests not only skill in high-speed 
shorthand and typing, but also 
knowledge of secretarial practice, 
general knowledge, English, and 
reporting at meetings. In addition, 
there is an interview by directors of 
some leading business concerns. 

This, surely is worth mentioning 
in connection with the choosing of 
the Ideal Secretary, that is, one with 
the Private Secretary's Diploma. 

J. C. DENYER, 


A.C.1.8., A.H.A., A.C.C.S. 


West Croydon, Surrey. 


Clean coal 

Your correspondent, Mr. Marshall 
(January issue), doubts if packaged 
fuel can ever be more than an 
emergency system 

In reply may I quote two examples 
from this side of the Equator? In 
New Zealand, the State Coal Mines 
Department began experimenting 
with packaged coal in 28lb. paper 
bags in 1959. The immediate res- 
ponse to experimental supplies was 
so enthusiastic that supplies had to 
be increased, and by the end of that 
season 250 retail outlets were hand- 
ling the packaged coal and 40,000 
bags had been sold. 

The packs were popular with flat 
dwellers in particular, because of the 
storage problem with bulk coal. 
Other advantages claimed were the 
convenience of ordering the packs 
(and having them delivered) with the 
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normal weekly household supplies, 
and elimination of the chores of 
bringing in the coal. 

In Australia, the State Electricity 
Commission of Victoria, which 
makes briquettes from the brown 
coal of the Latrobe Valley, has 
introduced a 29lb. pack of 36 


briquettes for sale from a variety of 


retail outlets, including supermarkets 
and garages. In this case the fuel is 


wrapped in kraft paper, and one of 
the selling points is the cleanliness of 


handling. The wrap itself can be 
burned, so the whole pack can be 
placed in a furnace without direct 
handling of the coal. The kraft 
paper can be attractively printed 
for sales appeal 

Cost of the wrapping is less than 
9d. per pack, or less than a farthing 
per briquette 

ALAN E. CARTER 

Victoria, Australia 


Safe security 

Your article on * Crime’ in your 
January issue was, I found, extremely 
interesting, but it might well be 
thought by your readers that the 
system of using nylon bristles on a 
key stem originated from me. | 
would, however, like to dissociate 
myself from this part of the article 
Obviously when dealing with any 
form of security work it is always as 
well to keep some tricks of the trade 
up your sleeve, and to publicize new 
methods of burglarious attack, 
although perhaps not proving dis- 
astrous, may well put ideas into the 
mind of the criminal class. 

The importance of security is not 
wholly regulated by the Insurance 
Company. In other words, there 
are many valuable records which, 


although of no interest to the burglar, 
are nevertheless destroyed by him 
out of spite, and can of course cause 
business collapse in some cases when 
burned beyond recognition. 

I am particularly concerned with 
the bad security so often published 
by the Press, tending to inculcate in 
the minds of the public that there is 
no such thing as good security; in 
fact modern safes have a very, very 
high rate of success when attacked 
by the burglar, providing they are of 
burglar resisting quality. 

W.R. C. Rarciirr, 
Managing Director 
Ratner Safe Company, Limited, 


Exhibition sites 

In your plea for a new exhibition 
centre at the Crystal Palace, you 
mention accessibility to Gatwick 
and to the projected London 
Brighton highway as being desirable 
features. 

Would it not be more logical to 
build a new centre, on a multi-acre 
site close to Gatwick airport? If 
a hotel and restaurants were incor 
porated they would serve the airport 
as well but, apart from. this, 
exhibition delegates would be 
within easy reach of the numerous 
Brighton and Eastbourne, as well as 
London, hotels. 

Gatwick ts within half-an-hour 
by rail from all these centres. Is 
Crystal Palace effectively any nearer 
and, if not, what real advantages 
are there in this site 


C. A. H. OWEN 
W oodbridege, Suffolk. 


Graduates in business 
Managers growl about 
“coming up the hard way” have 
usually paid taxes while doing so, 
consequently they have helped to 
subsidise the education of the 
graduates. They cannot be ex 
pected always to greet with open 
arms those who have gained their 
degrees at their expense and hope 
eventually to land the plum jobs. 


who 


Couin Hewitt. 
Wembley Park, Middlesex. 





MECHANISED 
POSTING 
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POSTING EQUIPMENT 


Mechanised posting is now in almost 
universal use in Banking and Industry. 
We specialise in the manufacture of 
ancillary equipment for all modern 
systems, i.e. trays, trollies, stands and 
guide cards to suit your individual needs. 

The *‘ALPA 8° posting tray is part of 
the Alpa standard range. Of solid but 
lightweight construction, it is of a space- 
saving design, has a wide posting * V ° and 
is manufactured in five standard sizes for 
cards 8” to 16” wide. In two capacities 
of 4” and 7” holding approximately 
350-650 cards. 


ALPA PLASTICS LIMITED 


240-2444 MAYBANK ROAD, LONDON, E.i8 
Tel: BUCkhurst 9211 * Grams: DONDAY, LONDON, E.18 


Please send me a folder of data sheets for 
the full range of ALPA office equipment. 


ALPA also manufacture plastic binders 
and folders, put a cross here if you 
require information. a 


Name/Title 
Firm 


Address 
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Electrical Aids in Industry 


Speed control of Electric Motors 


‘Variable’ speed may involve two or three 
(or more) speed steps or infinitely variable 
(stepless) speed control. It is this latter type 
which is considered below. Of the many 
advantages of electric drives, the oppor- 
tunity offered for infinitely variable speed 
control is outstanding. Unfortunately, this 
advantage is not used as much as it might be. 


Principal Factors Affecting Choice of Drive 
(a) First cust, (b) Efficiency, (e) Speed 
range, (d) Regulation, (e) Power-to-weight 
ratio, (f) Availability of supply, (g) Main- 
tenance and reliability, (h) Change in power 
and torque over the speed range, (i) Sim- 
plicity of control gear, (j) Effect of variation 
in supply, (k) Power factor, (1) Character- 
istics of the load, (m) Operational environ- 
ment, (n) Braking requirements. 


The following are some methods of obtaining 
infinitely variable speeds: 


Alternating Current Motors 

The vast majority of electric drives employ 
A.C. motors. Although not quite as flexible 
as D.C. motors, there are available many 
types which give a large measure of speed 
variation. 

INDUCTION MOTORS. Although the squirrel- 
cage motor is essentially a constant-speed 
machine, it is much used for stepless variable- 
speed drives with one of the following types : 

(a) Eddy-current coupling, 

(b) Ferro-magnetic particle coupling, 

(c) Mechanical drives, e.g., belt drives 

and friction drives, 

(d) Hydraulic variable-speed drives 
SLIP-RING MOTORS. The slip-ring motor, 
which costs more than the squirrel-cage 
motor, can be varied in speed by means of 
the resistors in the rotor circuit used for 

Slip Rings 
¥ 


starting. The amount of resistance in circuit 
can be varied by hand, push-button or 
automatically controlled contactors. 

A.C. COMMUTATOR MOTORS. These are three- 
phase induction motors provided with 
additional windings which, through a com- 
mutator and brushes, permit speed adjust- 
ment in either direction below and above 


synchronous speed. The brush gear can be 


Data Sheet No. 16 


automatically controlled so as to vary the 
speed in accordance with a known pro- 
gramme or cycle of operation. 


Ward-Leonard System 

In this system the armature of a D.C. motor 
is supplied at variable voltage from a 
separate generator. The generator may be 
driven by an A.C. or D.C. motor directly 
coupled to it and to an exciter which sup- 
plies the field windings of the generator and 
main motor. By means of a potentiometer 
resistance, the generator voltage may be 
varied from maximum to zero. 


Electronic Motor Control 

The speed of motors can be controlled 
accurately by electronic methods. Such drives 
can respond in any desired manner to varia- 
tions, and several drives can be interlocked 
so that their speeds are always in the same 
ratio. The system can be speeded up or 
slowed down from a ‘master’ controller, but 


for ‘running in’ purposes the speed of each 
drive can be individually regulated. Elec- 
tronic speed control has been successfully 
applied where human control is not possible, 
e.g., in register control. In this example print 
must always be placed at exact positions on 
packaging material. 


Direct Current Motors 

The striking advantages of D.C. motors 
sometimes make it worth while installing a 
motor-generator set, a mercury-arc or semi- 
conductor rectifier. The speed of D.C. 
motors is easily controlled by inserting a 
resistance in series with the motor. Although 
this can result in a certain amount of wasted 
electricity, the benefits derived will often 
heavily outweigh such losses. 


For further information get in touch 
with your Electricity Board or write 
direct to the Electrical Development 
Association, 2 Savoy Hill, London, 
W.C.2. Telephone : TEMple Bar 9434. 


Excellent reference books on electricity 
and productivity (8/6 each, or 9/- post 
free) are available—‘Electric Motors and 
Controls’ is an example. 


E.D.A. also have available on free loan 
in the United Kingdom a series of films 
yatipgeinn noe mama Ask 
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Roving executives 


located in seconds! 


by 
DICTOGRAPH Pocket Paging 


it’s a problem in many organisations 
to locate key members of the staff — the moment 
they're wanted — without disturbing everyone else. 
A Director is needed for a conference or an 
executive is wanted for a trunk call and, very soon, 
the whole staff knows about it. 


Today, Dictograph Pocket Paging provides 
the complete answer. 
++» Each person carries a small receiver in his 
pocket. When a man is wanted he is alerted by 
an audible signal — directed to him alone. 
Contact is immediate and nobody else is disturbed. 


DICTOGRAPH TELEPHONES LIMITED 


ABBEY HOUSE, WESTMINSTER, LONDON, S.W.1 
Service from 26 Dictograph Offices throughout the British ts 
INTERNAL TELEPHONES « STAFF LOCATION e INDUSTRIAL MUSIC 
AUDIBLE TIME SIGNALS « OFFICE CLOCK SYSTEMS 
MASTER CLOCK CONTROLLED TIME AND RECORD SYSTEMS 
WATCHMAN PATROL EQUIPMENT e FIRE ALARM « POCKET PAGING 


Outright Purchase or Moderate Rental Terms 
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Widest-read Management Column in Britain MARCH OF BUSINESS, 


“Where are the Merchant Adventurers 


of Space?” —asks wireless expert 


“ There is more money to be made in space than any man has yet dreamed of. It is the El Dorado 
of the future.” So says Sir Robert Renwick, wartime controller of communications at the Air Ministry, 
and head of the recently formed U.K. Industrial Space Research Group. 

No wholly uncharted territories 
remain on this earth, but adventure 

including commercial adventure 


é . 
still beckons from the skies Education must 
Is Great Britain to stay out of 
the space race? Our Government, not kow-tow 10 
hoping for help from across the - 
Channel, or content with the . ” 

’ J > var ut oJ ) J 
occasional free ride for British business Sa) S 
instruments in American rockets, 
evades the question. British William Whyte 
industry, by forming the UKISRG, ' 
has taken a more positive line, and 
aims to support projects using 
space vehicles to improve inter- 





=] 


It was entirely a coincidence that editor of Fortune, whose now famous 
Christopher Bridgland happened book was the first analytical exposé 
national communications to be writing his article for BUSINESS of the organization man. During his 

: ; on the appearance of the ‘ organiz- speech he quoted—but did not 

But time is running out. The ation man ’ in this country (see page acknowledge—a recent BUSINESS 
82 of this issue) at the same time that article when he said he had read that 
the realization of such a scheme, Eric Moonman, head of the British in this country “if education and 
and message-bouncing satellites will Institute of Management's advisory industry serve each other’s ends it is 
soon enable them to offer global and information service, was pre- quite by accident. in the States, 

paring a conference address on the the situation was dangerous for the 
same subject. But the fact that two opposite reason. Education was 
It is not just a matter of Britain keen observers were simultaneously bending over backwards to serve the 
securing a share of what promises thinking along the same alarming needs of business, and young men 
lines is certainly significant. were introduced far too young to 

At the conference in London, management training, when they still 
organized by the B.1.M. Mr. lacked the character-forming back- 
by Paul Mackenzie Moonman commented on “the ground of an education in the liberal 
type of management selection and humanities. 
training that produces the ‘safe A glimmer of hope came, however, 
bet ’.”’ when Mr. Whyte said that Eisenhower 

“ Personnel managers,”’ he added, was the representative type of the 
“recruit men with suitable back- organization man, and that the 
wireless services play a _ very grounds and education. The unortho- worship of the ‘ organization ' might 
important part in our invisible dox have little chance of ever being well have passed its zenith with the 
export balance, and a loss of earn- accepted by the organization. If advent of Kennedy. 

Samuel Smiles were with us today he The real issue at stake was 
would be regarded as a heretic."’ In whether an executive surrendered 
another nail in the coffin of our other words, ‘men of distinction, his conscience lock, stock and barrel 
export trade. originality, or independence of to the organization he served, or 
thought need not apply.’ whether he retained his basic human 
: Principal speaker at the conference freedom to make his own moral 
Aviation, has offered £23 million was William H. Whyte, a former judgments. 

for a British-Commonwealth-Euro- 


Americans are already approaching 


communications at bargain prices 








to be an extremely profitable line 
of business, however. Cable and 


ings from this field would be 


Peter Thorneycroft, Minister of 
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What you see is a cluster of screens. But behind the 
shop window is a thriving business, with the accounting 
of eleven branches looked after by Burroughs. 


BS ON THE TELLIES 


VERNON COOPER LTD., radio and TV dealer, 


has eleven shops in and around Nantwich. 





PROBLEM—how to keep tabs on all the sets 
being bought on HP (something like 60% of 
all TV sets!) 


SOLVED—with 11 Burroughs Cash Registers and 
a Burroughs Sensimatic accounting machine. 


METHOD — copies of receipts for HP and 
Rental payments are sent every day from branch- 
es to main office, where details are posted 
on the Sensimatic. An accurate record of HP 
accounts is immediately available and letters are 
forwarded regularly to customers in arrear. 


RESULT—wmr. Cooper bought more Burroughs 
machines for other operations — rental ac- 
counts, stock control etc. — and now has com- 
plete up-to-the-minute information on every 
branch of a highly efficient business. 








SIMILAR PROBLEMS 
ARE BEING SOLVED EVERY DAY 
SEE WITH BURROUGHS MACHINES 


ALSO =) Burroughs 


PAG —E ] 4 | Burroughs Adding Machine Ltd., 356-366 Oxford Street, 
London W.1. Telephone: HYDe Park 9861 
Accounting Sales and Service facilities from 56 centres 
in Great Britain and Eire. Manufacturing in Scotland. 
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MARCH OF BUSINESS continvto 


pean satellite project. Sir Robert's 
new team starts with an initial 
capital of £20,000. What about a 
coalition of business enterprise and 
Government money? 


Sweated labour 
—by the unions 

If there existed a union for full- 
time union officials, its members 
would probably be out on strike 
at this very moment. For it seems 
that they are being forced to break 
the very principles they insist the 
man on the factory floor observes. 

Hugh Clegg, a _ Fellow of 
Nuffield College, Oxford, has con- 
ducted a survey into the lives, 
habits, and ways of union officers. 
And he has discovered that they 
are not their own best advertise- 
ment for the way of life they lay 
down for others. 

Many work between 55 and 60 
hours a week. Two or three 
evenings a week and about one 
weekend a month are devoted to 
union matters. 

But not only are they over- 
worked. They are also underpaid 
Their salaries have roughly kept 





pace with general salaries over the 
past 20 years and have, therefore, 
risen less quickly than the earnings 
of manual workers. 

The conclusion is obvious. It is 
high time the union officials got 
together and formed their own 
union. They should insist on more 
officers to share the work. This 
would mean more salaries, which 
would have to be met by higher 
union dues. 

Thus the rank and file would 
come to appreciate the problem of 
rising costs that has beset other 
employers for years 


“... nothing to lose 
but your chains” 
‘Taxpayers of Britain unite, 
you've nothing to lose but your 
chains,” is the message of a new 
Aims of Industry publication, 
‘Portrait of the British Taxpayer.’ 
To avoid paying tax at all, 
according to the booklet, a single 
person would have to earn less than 
69s. 3d. a week, be a vegetarian, 
live in a subsidized council house, 
and avoid almost all forms of 
transport. entertainment, or buying 


ACME 


USED 
CARS 

















“ Think it over friend . . 


. would you want to be the 


one to trigger another recession ?* 


1961 


almost anything from razor blades 
to television sets. 

Sample budgets show that a 
£1,000 a year single man hands 
over 35 per cent of his income to 
the tax authorities. Just over a 
quarter of the family man’s income 
is taken. At £2,000 a year, when 
surtax begins, the position is too 
horrifying to describe. 

Final advice of the booklet: 
‘Instead of bickering about how 
to share the tax load, taxpayers 
should unite to reduce its total 
burden.’ Better look out, Mr. 
Lloyd. 


Mend that machine— 
before it breaks down 


In the days before automation 
and continuous production, a 
mechanical break-down in the 
factory was a relatively minor 
affair. If a batch machine gave 
trouble, there was a hold-up in that 
section, but the output of the 
factory as a whole was hardly 
affected. 

On the modern production line, 
however, even the most trivial 
failure may cause a stoppage that 
will cost thousands of pounds. For 
this reason, scheduled maintenance 

which means mending a machine 
before it breaks down—is being 
adopted by more and more com- 
panies in all fields of industry. 

So important have maintenance 
problems become, that a special 
conference and _ exhibition for 
maintenance engineers is to be held 
in London next November. Full 
details are contained in the bro- 
chure and registration form which 
will be found in this issue of 
BUSINESS. 


Tailpiece 


Jet air-travel is the modern 
miracle: breakfast at home, lunch 
in New York, supper in Los 
Angeles. luggage in London. ewp 
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Portrart of a businessman laying up for his old age . . 


GOOD TO BE ALIVE! 


What time is it ? Jim Rodney doesn’t know. He’s 
not even very sure what day it is. And does he care ? 
Not a bit. Funny .. . he used to live by the clock. 
He had to. Conference at ten . . . lunch at one with 
a tricky customer plane to Beirut at three 
fifteen. Every day his life seemed to be fuller. 
Busier. And not just tiring. Exhausting. 

But like all successful businessmen, he’s always 
made a point of looking ahead. And he knew that 
if he once started playing tricks with his health, 
sooner or later his career was bound to suffer. 


SEE YOUR TRAVEL AGENT OR 


So next time that Sydney trip came round he made 
himself take it easy. Oh, he flew out, as usual; 
didn’t keep anybody waiting. In fact, it was the 
best trip ever from that point of view. But he sailed 
back. The long way round... by P & O—Orient 
Lines .. . calling at Colombo, Bombay, Naples, 
Gibraltar and a lot of other ports he used to think 
he’d never have time to see. He’s never enjoyed 
anything so much. Why? Because he knows he’s 
given himself a new lease of life. And that’s a deal 
to be proud of ! 


P:O-ORIENT LINES 


. the P & O—Onient way 


16, COCESPUR STRESBT, S.W.t. 130 LEADENHALL STREET, £.C.3 


The World's Largest Passenger Line 








BUSINESS 





MANAGEMENT AT WORK 





Two lessons in making these 


exports take off 


There is news this month of at least two export successes that point 
the way for others. The first is an example of a firm getting the scent 
of an order and chasing it to earth; the second shows how a policy of 
casting bread upon the waters can pay off. 


When Britax Ltd., safety equip 
ment makers, Byfleet, heard that 
there was a big order in the offing 
for safety belts in New South 
Wales, they quickly—so 
quickly that they got the order 

The Snowy Mountains Develop 
Authority of Cooma, New 
South Wales, ordered 1,600 beiis 
from Britax. Believed to be 
largest export order of its kind yet 
placed in Britain, the belts will be 
of the diagonal type already in 
wide use in this country. 

The Snowy Mountains scheme 
involves the construction of eight 
large and several smaller dams, !0 
stations and hundreds of 
miles of tunnels, shafts and aqua- 
ducts. 


moved 


ment 


the 


power 


Because of these conditions, the 
authority studied different types of 
safety belts made in all parts of 
the world, including America. But 
Britax rushed their samples out by 
air, and it was soon confirmed that 
only their belt met all the require- 
ments. All the smaller vehicles 
operated by the authority, includ- 
ing cars and lorries, will be equip- 
ped with belts. 

A somewhat unexpected factor 
behind the striking export perfor- 
mance of Dunlop's aviation divi 
sion is the Aviation Servicing 
School at Fort Dunlop, Birming- 
ham (for tyres) and at Foleshill, 
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Coventry (for wheels, brakes, etc.), 
where since 1945, 11,642 * pupils © 
from 67 countries have been given 
free training to assist in obtaining 
the from Dunlop 
equipment with maximum safety. 


maximum use 

The school is open to any num- 
ber of the N.A.T.O 
any employee of organizations deal 


air torces or 


ing with the construction, mainte- 
nance, operation or inspection of 
Students of aviation 


schools and colleges also attend. 


aircraft 


Aviation 
aircratt 


Dunlop Division's 


exports of equipment, 
together with disc brakes and lite 
1960 to £1,900,000, 


an increase of 21 per cent 


rafts, rose in 


To the Continent 
on rails 


The oftener goods are handled, 
the more 
damage and 
of the reasons for the increasing 
use of the drive-on / drive-off 
Channel ferries and British Rail- 
ways roll-on/ roll-off 
the Continent. 

Recently a special train with 50 
hay left the Kilmarnock, 
Ayrshire, factory of Massey-Fergu- 
son on the start of the 900-mile 
journey to Eschwege, W. Germany. 

The route embraced the crossing 


there is ofl 
Which is 


chance 


loss one 


services to 


balers 


of the North Sea to Belgium from 
Harwich to Zeebrugge by train 
ferry; along the banks of the Rhine, 
through Westphalia, then on to 
Eschwege. 

Harvey Copeman, Massey-Fer- 
guson’s Scottish shipping manager, 
explained why. “We were ship 
ping equipment in bits and pieces 
to the Continent in cases and crates, 
to be assembled there. But by 
sending the complete baler by rail 
handling time can be cut down very 
considerably. These balers will 
only be handled twice, as against 
a minimum of four times if sent 
in cases and crates.”” The company 
hoped to use intercontinental rail 
links much more. 


Itinerant factory 
maintains output 

One of the biggest factory 
removals ever undertaken by British 
Railways has provided unusual 
business for Beverley goods station, 
Yorkshire. Almost the complcte 
contents of a 44 acre factory were 
moved to Beverley by rail from 
North London. 

The Willesden firm of Light- 
alloys transferred to a new 80,000 
sq.ft. factory. Since last October 
wagon loads of machinery and 
equipment, sent from London by 
express goods service, have been 
arriving at Beverley in a steady 
stream. 

The move was programmed to 
take place over a period of months 








MANAGEMENT AT WORK 
64 so that continuous production can be maintained 
while the new factory gradually takes over from 


8 i M P L E a | G a the old. At the outset a schedule was drawn up 


plotting the whole removal in weekly stages. In 
Ss Pp E iz D London, weekly progress meetings were held 
between the firm and British Railways. Each 


item of machinery had a code number which 

R E F E R E N Cc E was ‘telexed’ to Beverley at the time that it left 
Willesden. 

Recently BR moved the entire contents of two 

Jacqmar warehouses from London to Burnley. 

The visible edge rotary-card A special train, including sleeping cars for 

executives, enabled the move to be carried out 


unk ltprantion on he tap in a single weekend without loss of production. 


edge of the cards is clearly 
read—cards lift out and drop Punched card system 


mt glune. without a library 


When systems ‘ just grow ’ through expansion 
of work, those who operate and manage them 
are inclined to lose sight of fundamentals. That 
was what was happening at the Waverley Works, 
Birmingham, of B.S.A., where the service depart- 
ment offices are, until the general manager, John 
Balder, did some re-thinking from first principles. 
As a result, a punched card file was first reduced 


fo r : W O -WAY from 18,000 pockets to a mere 98—and then 


banished completely. 


EFFICIENCY The service department carries very large 


co+> We told you so... ---; 


The man with an eye to the future 
keeps an eye on BUSINESS. This is 
proved by the fact that since the 
possibility of a recession was first 
whispered late last summer, our State 
of the Nation pages have consistently 
maintained a more optimistic outlook 
than the economic commentators of 
most other publications. 


Amid the _ increasingly a | 
prophecies in the last months of 1960, 
BUSINESS was one of the few voices 
to maintain that the country was 
° merely passing through a period of 

oO t a e xX = | e economic stagnation, and that a further 
advance, not a slump, was just round 


Opens sideways like a book—endways like a Rotadex. the corner. 


Takes all standard Rotadex 8” x 5” rulings. ee page ons: 
continued prosperity for the capital 
goods industries—and in fact these 
have never looked back. For consumer 
oods, our most pessimistic forecast, 
ast winter was a period of marking 
time—which full analysis of published 
figures now proves to have been the 
worst that occurred. 


So if you are interested—as we all 
ROTARY RECORDING ero--in the way the economy is going, 
keep an eye on BUSINESS. 
ROTADEX SYSTEMS LTD. — 7 WINDSOR HOUSE 
656 CHESTER ROAD, ERDINGTON, BIRMINGHAM, 23 














here s new 
efficiency 


for your business 


Smoother... faster... these 
AEI ‘efficiency aids’ 
really streamline your business 
activities. You can rent 
them or buy them 
outright. Send now 
for the handy comprehensive 
booklet. 


right: 


Push-button Telephones 
Public Address Loudspeakers 
Intermatic’ Systems 


N Callover Telephones 


The Herald-a-phone 


is the simplest and most 
immediate way of getting in 
touch with staff. Just lift 

the handset, press the 
button, and ask 

for the person 

required. It will be 
broadcast through 

all Herald-a-phones, 

and the reply will 

come back to you 
—privately. 


Telecommunications Division 


Private Telephone Department 

8B Avon Trading Estate, Avonmore Road, 
West Kensington, London, W.14 
FULham 9471 
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Compan entra, 
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eyes to see... 


. in fact open and ready to see your 
point of view convincingly and 
accurately portrayed on film 


Public misconception can be dispelled, 
truth relayed and facts presented with 
greater clarity on film than by any other 
means; film taken and compiled by Turners 
Photographers whose long experience 
in this field has given them a practical 
appreciation of industrial problems. 
Promote successful 
publicity, selling, training, 


recruitment and public 
relations, with 


TURNERS 


FILM PRODUCTIONS 


Camera House, Pink Lane, Newcastle upon Tyne, 1 
Telephone: Newcastle 2-5391 
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stocks of spare parts for B.S.A. metor cycles, 
B.S.A. and Triumph scooters, and B.S.A. 
stationary engines. Every day more than 1,000 
orders are received and more than 50,000 parts 
are dispatched all over the world. 

A Hollerith system was installed in 1952 to 
mechanize the invoicing and stock control of 
these parts. The tabulators are fed with inform- 
ation by pre-punched cards, and it was these 
which filled the original file. It had a pocket for 
each of the 18,000 spares carried by the depart- 
ment, and each pocket contained several cards. 

The file covered a large floor area, and 
operators spent a good deal of time walking from 
one end to another ‘ pulling’ the cards. As 
time went on, and the shortage of clerical staff 
in Birmingham added to the problem, it became 
obvious that something better must be found. 

continued 








That's a library, that was. John Balder, of BS.A.. 
has a lot to smile about. His punched-card room 
got rid of 18,000 cards—and works more 
efficiently. Before (below) and after (above) 
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you know 
where you 
are with... 


* you know it’s always top quality 


The Ivorex range offers you all you could ask of a board. The well-known 
Tullis Russell quality is there: your guarantee of perfect results whatever 
printing process you employ. Then there’s the complete wniformity of 
quality, thickness, colour and finish which the new twin-wire machine at 
our Auchmuty mill gives you. Finally, you know where you are on price, Hf sse// 
too, for there are agreed prices throughout the range. No wonder printers ‘ 
@ CO LTD 


everywhere regard IVOREX 102 as the most reliable board of them all! 


150 YEARS OF FINE PAPERMAKING 


SCOTLAND Auchmuty & Rothes Paper Mills, Markinch, Fife 
LONDON Ivorex House, Upper Thames Street, E.C.4 


BIRMINGHAM Griffin House, 18-19 Ludgate Hill 


THE BOARD WITH 102 ITEMS COVERING EVERY FINE PRINTING NEED MANCHESTER 372Corn Exchange Buildings, Corporation Street 
VVPS-130 





dictation 


dictation 
dictation 


Dictation is one of the basic features 
of office routine. Dictating to another 
person is wasteful of time and money 
Agavox mechanised dictation offers 
enormous scope for economy through 
out an organisation. Mechanised 
dictation means either Agavox dictating 
machines or the centralised Teledictation 
System 

Agavox is compact, robust and uses a 
tough magnetic plastic disc. (Disc life 
is at least 20,000 recordings). It 

costs practically nothing to run, is 
ridiculously simple to operate 
Teledictation is dictation by telephone 
to a remote-controlled Agavox. You 
can have a separately wired network of 
telephone dictation points or utilise an 
existing private automatic exchange 
Simple to use, very flexible, very 
economic—gives everyone dictating 
facilities 

Transcription is equally effortless 
excellent reproduction, easy controls 
Audio-typists like Agavox. 

The ideal office needs Agavox 
mechanised dictation for convenience 
and economy. Write, phone or call for 
further details, demonstration or trial 


Centralised Perfect 
Teledictation Reproduction 
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So Mr. Balder asked himself what was the 
essential information which each card must 
carry. Part number, of course, and price—but 
what price? 

It was a question no one had asked before 
Prices had always been calculated for each 
individual part, based on the cost of materials 
and production. For 18,000 different spares, 
in fact, there could be 18,000 different prices 
But why should there be? 

By simplifying prices, Mr. Balder decided, the 
information on the punched cards could be 
drastically reduced. Again it was a case of 
approaching the problem from first principles to 
discover what prices were really needed. 

Most of the spares cost between Id. and £25. 
So a new price structure was devised, rising in 
multiples of a penny to 9d., in threepences to 
2s. 6d., in sixpences to 10s., in shillings to £1, 
in half-crowns to £5, in ten-shillings to £10, and 
in pounds to £25. 

This range of prices, totalling 98, was applied 
to the spares. Some prices were increased, 
others were reduced. Over the whole range the 
changes were balanced out 


Code for prices 

Each price was then given a code number, 
starting at 01 and going up to 98, and this was 
added to the existing part number. This set of 
figures, plus the retail price, was now the only 
information needed in the form of holes in the 
punched cards. 

At this stage it was thought that 98 prices 
would need a 98-pocket file, which would be very 
easy tO manage in comparison with its prede- 
cessor. But then a new possibility emerged. 
The calculators into which the cards were fed can, 
by a simple adjustment, store a certain amount 
of information as ‘memory.’ Perhaps they 
could remember the 98 prices. 

The manufacturers were consulted, and 
eventually a method was found to incorporate 
the new idea. 

So the punched card file was doomed to 
disappearance. Instead, a fresh card is now 
punched for each order. It was estimated that 
the additional time taken to do this would partly 
offset the saving of * pulling’ from the file, but 
in practice a slight saving has become apparent 
even on this operation. 

It had been formerly necessary for the punch 


dictating machine company 


operator to replace an occasional incorrect card, 
146 New Cavendish St., London WI and as the time taken on this had not been 
Tel ; Langham 4173-6 allowed for in _the calculations it became a 

Brenches surprise * bonus ’ when the need ceased. 

Birmingham Leeds Liverpool Manchester Edinburgh Glasgow END 
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TAN-SAD 


POSTURE SEATING 
OF ADVANCED DESIGN 


for the modern office 


ae 
“i. 


For full details of the Tan-Sad range please write to 
THE TAN-SAD CHAIR CO., (1931) LTD 
Lincoln House, 296/302 High Holborn, 
London W.C.1. + Telephone: CHAncery 9231/7 





this is INFINILITE... 


the world’s first non-modular suspended ceiling 


lightweight sections interlock without visible joints 


Consider the architectural possibilities of a luminous ceiling material 
that cuts to any size and shape, that is dimensionally stable, yet so 
light that it is suspended only by slender wires. This is Infinilite. 
Its light transmission value is one of the highest of any luminous 
ceiling material, yet brightness control rings ensure remarkably low 
surface brightness. 

Infinilite comes in standard 24” x 25” interlocking panels that clip 
together to form ceiling areas of any size. 

Investigate Infinilite —luminous ceiling — room divider— decorative 
material—and in imaginative hands much more besides. 
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INFINILITE 


the revolutionary new suspended cefling 


LIGHTING DIVISION 


THE GENERAL ELECTRIC CO. LTD., 
MAGNET HOUSE, KINGSWAY, LONDON, W.C.2 





Wastefulness 


as a policy 


po! ATO peelers painted potato-coloured so 

that they can get thrown into the dustbin 
with the peelings and the housewife has to buy 
a new one? Children’s shoes made with 
paper fibre that looks like leather and reveals 
itself only when the shoes get wet? Washing 
machines with parts that break down before 
the guarantee period is expired? Cars which 
have to be replaced after six months’ service? 

Fantastic? Not at all. The first three are 
actually the case in America, and the ‘ new-car- 
every-six-months’ is not a new idea to the 
American car industry. And if the British 
businessman thinks it can’t happen here, let 
him consider this: 

“It should be noted that Europeans had Icss 
and less basis for feeling smug about the way 
Americans were being enticed by ‘dynamic 
obsolescence’ in the automative field. Until 
1960, most European makers took pride in 
their refusal to make changes just for the sake 
of change. But as Europeans built up their 
auto-making capacity at a furious rate to cash 
in on the opening in the United States and 
around the world created by Detroit's com- 
mitment to gargantuan vehicles, these Euro- 
peans found themselves—with the introduction 
of American compacts—hustling to build new 
markets. 

“ This led them to begin making more fre- 
quent visible changes in style, in the Detroit 
manner. Their problem in thus creating obso- 
lescence of desirability in their home market 
was, however, complicated. Most European 
car buyers still had the idea that a motor car 
should last a good long time.” 


continued on page 39 
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Today's familiar domestic 
safety pin is only about 
60 years old. in 1960 
Britain made 25 million 


such pins weekly 


Kalamazoo also 


have brigh ideas! 


See what others do from our library 
of 300,000 form designs. Replace 
conjecture with facts. 


6 Overdue Accounts 
Pitti @taatll am @tiiiaat)| 


Cut outstanding accounts most 
strikingly. Stop lending money! 
Those who ask first get paid first. 


am Audit Index 


\ list of audits with clients’ year 
ends and audit completion dates. 
Never needs re-writing. Expands 
indefinitely. 


23 Investments Record 


For individuals or companies. Com- 
plete history of holdings, dividends, 
purchases and sales. Income Tax 
details, profits or losses, 


i To: KALAMAZOO Ltp., NORTHFIELD, 
BIRMINGHAM 31 


without obligation. 


never [8] CO] [2a] [2a] 


Vame 





Name of Company 


iddress 





Please let me have details of the items ticked 


{cal SCWUS TENS Up 


FOR SINGER 


EMANCIPATION—for women—began just over 100 years ayo, 

when Isaac Merritt Singer invented the first practical sewing machine 

and released women from one of the oldest domestic chores in 

history—stitching and sewing by hand. With the turn of a wheel, 

busy mechanical fingers worked faster, better—and tirelessiy. 

Today, every Singer sewing machine is a compact miracle of sewing / ote 

skills—but its basic duty remains essentially the same, to the | \ AS 

delight of millions of women in every land. ah i 
At the vast Singer factory at Clydebank in Scotland, chain grate . . 

stokers feed a moving belt of heat under the 4 giant boilers 

in the impressive powerhouse. The fuel is coal—chosen by the 

directors for reasons of convenience, economy and reliability. 

The choice is a wise one, for coal, mechanically stoked, is smokeless, 

and produces more heat for the money than any other fuel. 

Furthermore, the coalfields of Britain can supply all the fuel our 

industries will need for scores of years to come. 
Whether your own industry is big or small—remember Singer. 

Coal sewed up their fuel problems: the pattern is one 

you could copy with profit. 


Here are some key facts and figures about the consumption of coal at Singer: 
Member of boilers: . . . 4 water tube 
Method of fring: . . . Chain grate stokers 
Steam pressure: . . . 360 Ibs. per square inch 
Geatinuous maximum rating: . . 60,000 Ibs. of stearn per hour each 
e « gage. 
185°F. 
48,000 tons of coal 


Progressive industry 
is going forward on 


COAL 





ISSUED BY THE NATIONAL COAL BOARD 
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Product obsolescence and all its methods 
and consequences (among which is an appall- 
ing waste of irreplaceable raw materials) is 
the over-all theme of the book. While Vance 
Packard's earlier books dealt with particular 
manifestations of modern America’s materialis- 
tic way of life (‘The Hidden Persuaders ’ and 
‘The Status Seekers’) his latest work is a 
study of the kind of life the * marketers,’ as 
he calls them, are building for the public at 
large. It’s a frightening picture of an economy 
dependent on an ever-expanding market, on 
more and more spending by more and more 
people, on the all-important marketer-consumer 
relationship which keeps the marketer on top. 

Can British businessmen build mass markets 
for consumer goods without resorting to 
‘dynamic obsolescence"? Can our manufac- 
turers compete successfully for the consumer's 
pay cheque without engineering a ‘ product 
death rate’ into their blueprints? Can a smail 
island sustain a ‘ population explosion’ that is 
one of the most vitally necessary adjuncts of 
an expanding economy? 

Packard's book does not answer these ques- 
tions for the British businessman. But the 
important thing is that his book poses the 
questions for forward-thinking British mar- 
keters. His answers for the purely American 
problems do not here apply. But it is none 
too soon for our private and public planners 
to start worrying and foreseeing. 

For Britain, the one saving grace is the 
British tradition for quality. When you come 
right down to cases, the British housewife is 
brought up to be more quality-conscious than 
the American housewife. So that quality of 
workmanship and durability, so infuriating to 
speed-minded merchants, may yet save the day 
for British business. 


Pep-talk for rebels 


Out of Apathy. Edited by E. P. Thompson 
(New Left Books), 15s. net, 16s. post paid. 

A book in three parts starting ‘ At the Point 
of Decay” moving to ‘ Bastard Capitalism’ 
through ‘Imperial Retreat’ with an ending 
solution of ‘ Revolution ’ and out into the sun 
shine where as the author states “the socialist 
community must be built.” 

The first of the New Left Books, this is 
described by its publishers as a product of 
“three years’ intensive study, discussion and 
controversy.” Today's industry is portrayed 

continued on page 4! 
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‘Look 


outwards 
to the 
markets 


of the 


world’ 


THE PRIME MINISTER 
July 18, 1960 


‘THe Westminster Bank can at least ensure 
that ventures into export markets do not 
fail for want of accurate planning 
information. The Overseas Branch of the 
Bank, centre of a world-wide network of 
agents and correspondents, possesses an 
unrivalled knowledge of international 
trading conditions. This information, 
together with a comprehensive overseas 
banking service, is at your disposal. You 
can make contact through any of our 1200 
offices in England and Wales; and, as a 
first step, we suggest you ask—or write— 
for copies of the booklets ‘Foreign 

Business Services’ and ‘A Hand- 


book for Exporters’. 


WESTMINSTER BANK LIMITED 


41, Lothbury, London, E.C.2 





149 PARK LANE, LONDON, Wl 
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WAY where the old tunes still work with 
the snakes, the old methods have lost their charm for business. 
I-C’T data processing has taken over. 


Overseas, I-C-T operate in 5l 
countries. At home they can offer you 
two priceless advantages. First: I-C-T 
make the widest range of data proces- 
sing equipment in Britain— punched 
cards and computers. Second: I-C-T 
have over fifty years’ experience of 
putting in data processing machines 
for customers as small as a 12-man 


firm or as large as the G.P.O. They can 
plan a system to suit your special 
requirements and offer a unique service 
to back the system up. 


For constructive advice about data 
processing that dances to your tune, 
please phone your local I-C-T office or 
write to us now. 


I-C-T DATA PROCESSING 
International Computers and Tabulators Limited 


OFFICES THROUGHOUT THE U.K. AND IN 61 COUNTRIES THE WORLD OVER 
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as a society over-ripe for socialism and under 
going a general internal decay. To adjust our 
society to normal the author suggests immediate 
attacks on capitalist finance, mass media, and 
any other form of annoying obstructions. He 
advocates research, discussion, journals, books, 
Left clubs, and organization for education and 
propaganda. 


Calculated planning 


The Quality and Significance of Anticipation 
Data. (Princeton University Press and Oxford) 
72s. net, 73s. 6d. post paid. 

As the conditions of enterprise in these days 
necessitate planning at longer and longer range 
so economic forecasting becomes more and 
more vital to industry. Until recently fore 
casting was largely speculative, but during the 
past 10 or 15 years, progress has been made 
in reducing it to a branch of statistics. 

In 1957, at a conference held at Princeton 
University, of the American Universities’ 
National Bureau Committee for Economic 
Research, the speakers surveyed this progress 
and made contributions to it. These papers, 
together with comments upon them, are now 
published. ‘The book should be valuable to 
specialists on the subject. 


Aided economy 


Israel—A Blessing and a Curse, by Hedley | 
Cooke (Stevens & Sons), 25s. net, 26s. post paid 

This is an objective presentation of Israel, 
which is “neither a miracie worker nor a 
destroyer, but an eccentric and paradoxical 
nation.” The author records some surprising 
facts about Israel’s economy. For example 
foreign aid has accounted for nearly one-third 
of the entire national income—$250,000,000 
annually 


Maths for fun 


The World of Mathematics, edited by James 
R. Newman. Four volumes (Allen and Unwin) 
£7 7s. net, £7 10s. post paid. 

Mathematics is fascinating—to mathemati 
cians. This collection of essays by the great 
masters, some 2,500 pages of them, is claimed 
by the editor, in his introduction, to present 
mathematics “as a tool, a language and a map; 
as a work of art and an end in itself; as a 
fulfilment of the passion for perfection. It is 
seen as an object of satire, a subject for humour 
and a source of controversy ; as a spur to wit 

continued on page 43 
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When you 

think seriously about 
photocopying... 
you'll remember that 
(Copycat. are the 
people who think most 
seriously about it 








Photocopying Techniques in the Office’ is an objective 


guide to principles, processes and possibilities. 


To get your copy, simply pin this coupon to 
your letterheading and post to: 
COPYCAT LIMITED, 40 VICTORIA ST., LONDON S.W.1 


POSITION. .....cccoccscscscscsccvorssessessrsencees 








utting your House Style in order? 


This Spicers book deals with the first steps to- 

wards creating a House Style of your own—good S P | s E R S 
design applied to everything, from business 

stationery to delivery vans and factory signs . 
that can help to give a consistent quality repre- 

sentation of a at oted to its bene si Plus Fabric 
The book shows, too, with actual printed exam- 


ples, how much is gained in quality, how much PAPER AND 


saved in cost when a single range of good papers 


Spicers Plus Fabric—is chosen for every ENVELOPES 


stationery item. 





of this most helpful Spicers book—on 
vour business letterheading, please, to 
Spicers Limited, 19 New Bridge Street, 
London, EC4. 


Write for a copy 


BRANCHES THROUGHOUT BRITAIN - ASSOCIATED AND SUBSIDIARY COMPANIES ALL OVER THE WORLD 
Trewin 7o 
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and a leaven to the story-teller’s imagination ; 
as an activity which has driven men to frenzy 
and provided them with delight.” 

Even those who experienced more frenzy 
than delight in struggling with their quadratic 
equations may find interest in browsing through 
essays which show how pervasive mathematics 
has become. Since the Egyptian priest Ahmes. 
living about 1700 B.c., the first known mathe- 
matician, devised methods of surveying the 
land inundated annually by the Nile so as to 
mark the boundaries of property, his science 
has been basic to civilisation. 

Chapters on such subjects as insurance, 
statistics, economics, sociology and research 
show what it means in modern industrial com 
munities. 


Books received 


Terrell and Shelley on Patents by K. E. Shelley, 
Q.C., 10th edition (Sweet and Maxwell) £6 6s 
net, £6 8s. post paid. 

Personnel Management by Walter Dill Scott, 
Robert C. Clothier, William R. Spriegel, 6th 
edition (McGraw-Hill) 60s. net, 61s. 6d. post paid 
The Principles of Agency by Harold G. Hanbury, 
Q.C., D.C.L., 2nd edition (Stevens) 35s. net, 
36s. post paid. 

Management Practices by Richard C. Anderson 
(McGraw-Hill) 54s. 6d. net, 56s. post paid. 

The Sun Insurance Office, 1710-1960, The History 
»f Two and a half Centuries of British Insurance by 
P. G. M. Dickson (Oxford) 45s. net, 46s. 6d. 
post paid. 

David Brown’s, The Story of a Family Business, 
1860-1960, by Desmond Donnelly (Collins) 21s 
net, 22s. post paid. 

The Pennsylvania Manufacturers’ Association by 
J. Roffke Wike (Oxford) 64s. net, 65s. 6d. post 
paid. 

4 Modern Outline of Library Classification 5) 
J. Mills, F.C.A., (Chapman and Hall) 36s. net, 
37s. post paid. 

How to Take Minutes by Ernest Martin and 
G. K. Bucknall (Pitman) 10s. 6d. net, 11s. post 
paid. 

Be Sure You Agree by R. W. Bell (George Allen 
and Unwin, Limited) 13s. 6d. net, 14s. 6d. post 
paid. 

The Directory of Opportunities for School 
Leavers, 1961 (Cornmarket) 8s. 6d. net, 9s. post 
paid. 

Accountancy, by William Pickles, 3rd edition 
reprinted, revised and brought up to date 
Pitman), 37s. 6d. net, 38s. 6d. post paid. 
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FACTS 
AT YOUR 


FINGER 


WITH 


LDE€ 


VISIBLE RECORDING EQUIPMENT 


Seldex Cabinets are made 
from high quality steel, 
fire resistant and with 
frontal locking door. 

it is impossible for any 
record to become hidden 
and new records can be 
added with ease without 
removing the holder 


Seldex Unit Containers 
are designed for the 
small business and make 
provision for expansion 
as the need arises. All 
are interchangeable with 
the cabinet. 


The Single Line Strip 
Equipment is a simple 
method of recording 
individual items on a 
single strip which is 
easily adaptable to a 
variety of uses. 


The Seldex Control Master 
allows a mass of details 

to be charted so that the 
answer to any question can 
be obtained at a glance. It 
can be applied to almost 
any form of visual 

planning and control. 


CONSTRUCTORS LIMITED DEPT. B.3. 


Tyburn Road, Erdington, Birmingham 24 
Telephone: ERDington 1616 
London Office: 98 Park Lane, W.1. Telephone: MAYfair 3074 
Leeds Office: 25 Merrion Street. Telephone: Leeds 28017 








yo 
Be 
document 
storage 
problems... 


and we'll reduce them onto 16mm 
microfilm! With your documents 
on microfilm you'll save over 90% 
of valuable filing space. Instead 
of ploughing through thousands 
of dusty files you'll be able to con- 
sult yourrecords quickly and easily 
on a ‘Recordak’ microfilm Reader. 
And, of course, microfilm does 
not deteriorate — your records are 
safe and accessible. 

If necessary we will microfilm on 
your own premises. Just drop a 
line to 


SRECORDFAK COPY SERVICES 


1-4 Beech Street, London, E.C.4 Tel: Met 0316 
11 Peter Street, Manchester 2. Tel: Bla 6384 


Recordak’ is 4 regisiered trade-mark 


Vari 


THE MACHINE WITH 000 FACES 


Composes type & rules lines 
in one operation 


From a rough pencilled leyout your Vari-Typist® 
can produce a finished form, ready for reproduction, 
complete with both vertical and horizontal rules in 
one operation. And with Vari-Typer you can select 
any of a 1000 different type styles to suit the job 
in hand...Business Forms, Price Lists, Bulletins, 
Catalogues etc. 
The type segments can be quickly interchanged 
and any combination of typestyles can be used on 
one job. All expensive charges for typesetting, 
form ruling etc. are avoided. 
*Your typist can quickly learn to operate «a 
Vari-Typer. 

Thie advertisement was set on the 


Vari-Typer and the Headlines photo- 
composed on the Headliner. 


Please eend full detaile 


VARI- TYPER LIMITED , g 
City Wall House, Chiswell Street, London, E.C.2 
ME Tropolitan 984! 
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CONTINUOUS 
STATIONERY 


for typewriters Making Continuous Stationery work 
and tabulating with the maximum efficiency isa 
Cope-Chat speciality. Experienced staff 

machines ; 
are available to study your problems. Our 
advisory service is at your disposal free 
and without obligation — irrespective of 
the size of your organisation. 


The Cope-Chat 
Carbon Gate 
obviates the 
use of Contin- 
uous Carbons. 


THE 


COPELAND-CHATTERSON 
co LTD 


London Office & Showrooms: GATEWAY HOUSE, 1 WATLING STREET, E.C.4. 
Telephone: CITy 2284. 
Registered Office & Works: STROUD, GLOS. 


Branches at: Birmingham, Bristol, Cardiff, Glasgow, Leeds, Leicester, 
Liverpool, Manchester, Newcastle upon Tyne and Sheffield. 


Agent in Ireland: 8 Crowe Street, Dundalk. Agents throughout the World. 
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. ++ you can see what you’ve got in 
the transparent PVC ‘VISUFOLDER’ 


This superior quality foolscap folder of welded 
PVC, calf finish, is available in black, blue. 
maroon, red, green or natural leather colour. 
Front and back covers are fitted with inside 
pockets and the folder holds from 


2 to 12 clear inserts. 


We manufacture all kinds of wallets, 


folders, etc., to your requirements 


full details from 


2 This NEW * VISUFILE' 

N / is made of clear PVC 

(LONDON) LTD. with strongly welded 
seams. Gives clear view 

of contents and will out- 


last its ordinary manilla 
FOR ALL TYPES OF OFFICE REQUISITES counterpart. 


157 St. Thomas’s Road, London, N.4. CANonbury 881! 


... or candlestick maker ? 


Whatever the nature or size of your 


business RUF book-keeping methods 
and machines will help you. 


RUF Posting Boards 

An inexpensive system whereby book-keeping operations of 
Daybook, Ledger and Statement are performed simulta- 
neously. Remember, statements can be sent out at any 
time. Equally suitable for PAYE, Stock Records, Cash Book, 
Costings, Hire Purchase, etc. 





tt RUF Intromat 

i inl An automatic book-keeping typewriter, on which can be 
CH N titaettinn TY carried out, all the above book-keeping operations— 
iin : Wie . | automatically. Can also be used as an electric carriage-return 
Hh Ae typewriter, Provides automatic 3 in | posting. 3 copies 
| ell | i" | without carbon paper. Can be operated by untrained staff. 
oP : Contact RUF without obligation for literature and demon- 
stration in’ your own office. 


THE RUF ORGANISATION LTD. 


Imperial Buildings, Horley, Surrey 

Telephone : Horley 935 

London Office and Showroom : 

37 Bedford Row, London, W.C.! Telephone : CHAncery 2647 
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METAL FURNITURE 








XK.11 de luxe 


Individual adjustment for true posture 
and the comfort that is essential for 
efficiency. 

Du-al have an extensive range of 
matching office seating and factory and 
canteen furniture. 








Du-al have the answer to 
all your-seating problems. 


DARE-INGLIS PRODUCTS LIMITED 
Du-al House + Byron Road + Harrow + Middlesex 








Telephone HARrow 5/4/* Telegrams : DU-AL, HARROW 
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The Econojet Attachment in use with 
Econoset Continuous Stationery is 
designed, by streamlining typing operations, 
to eliminate billing problems. 

The Econojet fits any standard 

typewriter, needs no special form of 

carbon paper or punched holes in 

the stationery and is capable of 

handling extra copies if required. 

Output can be increased by 78 per cent. 


A complete service comprising 

business survey, form design and printing 
is at your disposal. 

Equipment is supplied at no capital cost. 


PETTY AND SONS LIMITED . LEEDS 12 
Telephone Leeds 32341 


Compact Efficiency 


RAILEX 


LATERAL FILING 


Use Railex and you get more than lateral filing—you get a system 


which over SO years’ experience has helped to perfect. 


Railex saves you valuable time, because the entire contents of the 


cabinet are visible at a glance, and Railex saves money because its 
lateral construction saves floor space. 
If you're thinking of lateral filing —think of Railex —There’s a 


Railex system for every purpose. 


Write for Illustrated and Descriptive brochure to: 


FRANK WILSON & CO. 


OVER 50 YEARS IN FILING 


HEAD OFFICE: Cross Street, Southport, Lancs. Tel : 57192 
GLASGOW: 141 St. Vincent Street, Glasgow, C.2. Tel: Cen. 1703 
LONDON OFFICE AND SHOWROOMS: 


City Wall House, 84/90 Chiswell Street, London, E.C.1. 
Tel: Monarch 8907 
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, 100 
address cards 


on an ordinary typewriter! 


Elliott address cards can be typed on your own typewriter, so 
there's no delay and a very low cost. They can be supplied in 
various sizes and colours, ruled and printed to your 
requirements. The Elliott address card acts as a recording, 
indexing and tabulating unit as well as being guaranteed 

to print 10,000 addresses, and the range of machines is 
designed so that your installation can grow with you. 

Send for descriptive literature on Elliott systems—or ask for 
one of our representatives to arrange for an appointment. 








] 


Durability— Indexing—They Selectivity— 
Elliott Address provide an es- They can be 
cards aretough. sential indexing selected in an 


function. infinite variety of 


combinations. ADDRESSING MACHINES LTD. 


11-13, SOUTHAMPTON ROW, LONDON, W.C.1. TEL: HOLBORN 1524/8 (5 LINES) 
and at Birmingham, Bristol, Manchester, Edinburgh, Newcastle, Glasgow & Belfast 
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fRe Leabank Posture chairs really do give all-day comfort. 
‘is 
‘s 


Wie 


So simple a child can adjust them—so well designed 
engineers admire them. The vast resources of the 
Rubery Owen Organisation, our Parent Company, 
have been utilised to produce Leabank Steel Office Furniture. The 
high standard set for all their products is consistent throughout. 
t) Executives interested in workers’ welfare and 


Lo output efficiency should send for details of the 
‘ >» ~N 
SJ : 


=> full range of Leabank Steel Office Furniture and Posture Chairs 


LEA BAN EK. 


LEABANK OFFICE EQUIPMENT LTD., 50 Clifton House, Euston Road, London, N.W. |. 
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BEPaAWOEST ir. 


SURPASS HOUSE, 26 HARRISON STREET, LONDON, W.C.! 
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Miss BARCO says. 


Oooo 


FOR EVERY MAKE & TYPE OF OFFICE MACHINE | 








“Just between you and me, of course, when it comes to typewriter 
ribbons BARCO provide the real article. If you'll come a little 

closer I'll tell you about the wonderful variety they manufacture 
from pure silk, nylon, to standard cotton. Ahh! you say your machine 
is a foreign make? Haven't you heard that BARCO ribbons are 
provided for EVERY make of machine?"’ 

Our Miss BARCO would be delighted to advise you on any problem you 
may have. (To do with ribbons, that is) 


Ww. J. RICHARDSON & SONS LIMITED 
BUSH LANE HOUSE, LONDON E.C.4. TELEPHONE: MANSION HOUSE 0826 
and in Manchester, Liverpool, Leeds, Birmingham and Belfast 


THE MANUFACTURE OF INKED RIBBONS & CARBONS SINCE 1889 


WE HAVE BEEN SPECIALISTS IN 





MACHINE 











TYPRO PHOTO COMPOSING 


DOES NOT COST 





Brand now—Dianutactures it our 
o orks 


Shelves adjustabdie every inch 
Heavy gauge shelves vi carry 
400 | 


: FOR 
_— MATION BY RETURN 


Biove enamelled dark green 
6 shelves per bay—Extra 
shelves 6/- each 


IT PAYS!! 


Provides Camera copy or films. Prints single lines 
or captions. Automatic, accurate spacing and align- 
ment of characters. Screens letters or backgrounds. 
Creates shadow outlines etc. .. . 


All this and more from the ‘Versatile Typro 


JJ /RUBEB 


Quantity discounts 


Other sizes available. Also available 
ia white at £5 per bay 


THE OWLY HEAVY 


GAUGE SHELVIN THIS PRICE 


N. C.BROWN iTD 


DEPT. 8B, HEYWOOD, LANCS. TEL. 69018 (6 LINES) 





$2 


imireo 


HUBEX HOUSE, EMERALD STREET, LONDON, W.C.1. 
BIRMINGHAM, BRISTOL, EDINBURGH, LEEDS, MANCHESTER & SNEFFIELD 
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22 es 
STANTEC COMPUTING SYSTEMS 


ARE EXPANDABLE 


The great advantage of the STANTEC compu 





FROM A BASIC ting system is that it is strikingly versatile 


STANTEC and adaptable to changing conditions. The 
system is always completely adequate for the 

COMPUTER ; , 

efficient handling of present requirements, 








vet additional units can provide increased 


capacity and facilities at any time. 


MULTIPLE INPUT CHANNELS 


A. GARD READERS 
B. PAPER TAPE READERS 
C. KEY SETS 








CENTRAL MAGNETIC TAPE 


+f 


CONTROL UNIT = 
Renee cuca <4 


PROCESSOR 








DRUM 
ADDRESSABLE 
FAST ACCESS 


FERRITE STORE 





: 
3 
8 


' 


l 
y 
TELEPRINTER 
10 ch/SEC jaawenmn 


- COMPLETE SYSTEM 


4 BASIC COMPUTER 


TO A COMPLETE ELECTRONIC DATA PROCESSING SYSTEM 


Srandard Telephones and Cables Limited 


Registered Office: Connaught House, Aldwych, London W.C.2 


INFORMATION PROCESSING DIVISION: CORPORATION ROAD NEWPORT * MON 
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9. SELLING IN THE CINEMA 


HERE'S Auiaaall OF YOUNG PEOPLE! 


‘Take a good look at the average cinema audience, and 
you'll discover that the accent is very much on the young 
adult. The mew S.A.A. survey confirms this impression 
Seven out of ten of the average adult cinema audience are 
young adults in the 16-34 age group. 74% of these make, 
on average, 34 Visits a year to the cinema. 

This age group can be divided into two parts. First the 
teenagers’ in the 16-24 section—over five million of them, 
with literally millions to spend on everything from soft 
drinks to scooters. They visit the cinema, on average, 
more than once every ten days, and make up 44°, of the 
average adult audience. The cinema gives you a chance to 
capture the brand loyalties of these free-spending young 
people at an early stage. 

Next come the young marrieds, many with children 
nearly seven million of them in the 16-34 age group. They 
remain frequent cinema-goers and now they have homes 
to furnish and families to feed and clothe. And since more 
than half the women in Britain are cinema-goers, the 
cinema screen is the obvious place to reach the young 
housewives forming their lifetime purchasing habits 


Moreover, the cinema audience covers the important 
mass market. The C2 and DE classes make up 73°, of the 
average adult audience. Board of Trade figures for 1960 
show that 25 million cinema-goers paid £64 million at the 
box-offices of approximately 3,200 cinemas in the U.K. 
Each week there were ten million exposures to advertising 

Cinema advertising enables you to pinpoint your 
market. It gives you real cost per thousand, since you are 
paying for the certainty to view. Different lengths of 
commercials and the variety of booking terms give tre- 
mendous flexibility when planning a campaign. Above all, 
the cinema gives you impact. Your message is driven home 
with colour, music and larger-than-life movement, to an 
audience that is happy, relaxed and eager to buy 

Pearl and Dean have rights in nearly half of the 3,200 
cinemas in the U.K. including exclusive rights in ABC 
cinemas. They can offer first class production facilities, and 
an excellent marketing intelligence service. Pearl & Dean’s 
combination of technical skill and advertising know-how 
can make sure you get your share of the prosperous young 
adult market. Get in touch with Pearl & Dean—soon 


Sell in the cinema through | Pear! |  & | tow 


33 DOVER STREET, LONDON W.I * MAYFAIR 7494 
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The boss 
feels 

the same 
way 

; es.. 


Proud of the letters that 
represent us in the world of 
business and amazed by the 
perfection of the Royal 
Electric which turns them out. 


Yes, perfection... 

In the electric touch control 
that makes typing as gentle as 
the rippling of water in a 
fountain. 

In the Automatic Spacers 
which magically help center 
every letter on its page. 


My boss appreciates its 
rugged construction and quiet 
mechanism. 

I enjoy the Twin-Pak Ribbon 


Changer that makes soiled 
fingers obsolete. 

Everyone likes its uniform 
inking and beautiful type. 
Need I say more? 


If you're the boss, call your 
local Royal representative. 
If you’re a secretary, get the 
boss to call him. You'll both 
feel the same way we do! 
Royal McBee 


36 hip Stree 
ROYAL. ELECTRICS nnaon 262, Monarch 4020 
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READYMASTER—ready to use: a hecto carbon 
and master sheet in one. This ready-to-use sheet makes for 
speed and ease of handling. Readymaster 
can be pre-printed with standard rulings and constant detail! 
leaving only the variable information to be typed. 
Clean edges top and bottom keep hands clean. 


MBIA RIBBON & CARBON MANUFACTURING CO LTD KANGLEY BRIDGE ROAD - LOWER SYDENHAM LONDON SE26 


Pactories in New York, California, Toronto, Buenos Aires, Sydney, N.S.W 
ca.77 
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Challenge Analysis Books 


stand up to the toughest wear 


This is the test of a 
book that’s made to LAST 


4) 


te a all 


This looks a pretty stiff test. It 
is! Few analysis books are sub- 
jected to this strain but most 
have to stand up to treatment 
just as harsh in the long run. 

Challenge Analysis Books 
have a special sewn-through 
reinforcement (illustrated on 
the right), which anchors cover 
to contents, however hard the 
handling. 

Yet despite this time-tested 
feature, and their superfine 
Azure aid paper (specially 





treated to resist erasure), Chal- 
lenge Analysis Books will not 
cost you any more. There's a 
wide range of rulings, too, all 
completely accurate. 

Ask your stationer to show 
you the Challenge range. If you 
experience any difficulty in ob- 
taining supplies, write (giving 
the name and address of your 
usual supplier) to John Dickin- 
son & Co. Ltd., Book & Office 
Equipment Department, Apsley 
Mills, Hemel Hempstead, Herts. 








Analysis Books 


Another quality product of the company which makes the famous Basiidon Bond writing paper 
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How far is 
your wife 
down the 
reading 
list ? 


Would your wife like to receive her favourite magazine aiter half a dozen other people had 
read it? Not for one moment ! 

She orders a personal copy from your newsagent. 

But it seems the husband doesn’t treat himself so well. He doesn’t like being half-way down 
the office circulation list. 

But he doesn’t do anything about it. And when the office copy of Business finally reaches 
him, battered, dog-eared, three weeks out of date, he gives a weak smile and leaves it at that 
Where are the Rights of Man? Would Tom Paine have allowed himself to be half-way 
down the distribution list ? Not for one moment! He would have ordered a personal copy 
So can you. 


ASSERT YOUR RIGHTS AS A MAN— 


Order a personal copy of Business through 

your local newsagent at only 3/6 a month. 

Alternatively, use the reply-paid card in this 

issue to book a year’s subscription 109-119 Waterloo Road, London, S.E.! 
BUSINESS 





How to fill vacancies 


in your D.O. and Stores 


With AZOFLEX papers and a Model 150 
automatic AZOFLEX photoprinting 
machine, engineering and commercial firms 
are able to free as many as three out of 
four operatives and put them on to more 
productive work. Many of these firms are 
distributing up to 10,000 copies of 
assorted parts lists, loose-leaf catalogue 
pages, memoranda, and other documents 
up tg foolscap size. 

Using AZOFLEX papers on tinted bases, 
it is possible to “key” the origin or 
distribution of all documents within an 
organisation, with an immense effect on 
efficiency through immediate recognition 
of what is important as compared with 
“just another piece of paper”’. 
AZOFLEX photoprinting machines 

range in size from desk models up to large 
machines capable of reproducing 
double-elephant copies of drawings and 
plans. The AZOFLEX process is glareless, 
fumeless, and dry. No darkroom or 
ducting is necessary. Copies are usable 

as they emerge from the machine. 


Your company might benefit... 
Many business and industrial concerns find 
that it pays to hire certain AZOFLEX 
machines — rather than buy them outright. 
Enquiries will be treated with the utmost 
discretion, and will not commit 

you in any way. 





Photoprinting Papers 
and Machines 


ILFORD LIMITED - INDUSTRIAL SALES DEPT. AZ23 - ILFORD + ESSEX 
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Live 
with the 
creait 
Squeeze 
—use 


You've no capital outlay with Quicks 
Contract Hire Service — valuable cap- 
ital is freed to be used elsewhere on 
more lucrative activities. Whether 
you're concerned with commercial 
vehicles, representatives’ cars or a 
combination of the two... whether the 
area covered is nation-wide or merely 
local, this is the most economical way. 
the most efficient way to run a trans- 
port fleet. 


There are no maintenance or break 
down bills, no replacement costs, no tax 

all these are covered by our hire 
charge. If you'd like further details 
ring TRA 2201 and ask for Dept. B.T.C 


QUICKS tor FORDS 


H. & J. Quick Ltd. Britain's largest exclusively 
Ford Main Deaier 


CHESTER ROAD - OLD TRAFFORD - MANCHESTER 16 
Telephone: TRAfford Park 2201 (10 lines) 


Also at Altrincham, Ashton. Bury. Cheadle 
and [ agate 





Type TS/HCI Tubular Shelter with Type 4 Odoni Patent Horizontal ‘ All Stee!’ Bicycle Stands at 
Stevenage Divisional Police Headquarters. (Photo by courtesy of G. C. Fardell, MBE, ARIBA, 
County Architect, Hertfordshire County Council). 


ODON! present an entirely new range of Tubular Framed Stee! Shelters in both traditional! 
and contemporary outlines, designed either for use with the well-known ODONI! All-Stee! bicycle 
stands which may be integrally or loosely fitted, or as an open shelter with uninterrupted 

floor spece 

Sheiters may be single sided (6 |"' wide) or double sided (9 10"' or 12' 6" wide) with gable or 
butterfly roofs, and are manufactured in a wide variety of profiles 

Special Shelters with curved or cantilevered roofs are also available. End and rear panels are 
supplied in contemporary design or with full weather screens to match or contrast 

with roof sheeting 

Leaflets and full details from Sole Manufacturers and Patentees 


ALFRED A. ODONI 


TELEPHONE: NATIONAL 8525-6 


& CO.LTD., SALISBURY HOUSE, LONDON 


CABLES: ODON!, LONDON 


Regd. Trade Mark 


TUBULAR 
STEEL SHELTERS 


An entirely NEW range of 
Tubular Framed Steel Shelters 


for 
BICYCLES, MOTOR CYCLES and 
MOTOR VEHICLES 


WALL, E.C.2 
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Make every square foot pay dividends ! 


Photo by courtesy of Appleby-Frodingham Steel Co 
Branch of the United Steel Companies Lid 


Art Metal EL-UNITS are essentially composed of © 

two basic items—work tops and drawer pedestals PO megperend ypnd 4 -- 
in various styles. By simple arrangement for the sills oa OL” aaa 
varying needs of an organization, they provide far Covensiite (its, grneter Qreduaten 
greater working area in much less space, cutting 

out needless motions, thus reducing staff fatigue O 

and increasing efficiency. Ideal for large, open 
working areas, they can also be supplied with glass 
panel units to fit EL-UNIT furniture giving privacy 
when required. Don’t waste floor space, make use 
of every square foot. EL-UNITS are the answer 





Fill in this coupon for all information — now ! 





Ne ee ee et 


ART METAL | 
199/203 Buckingham Palace Rd., London, S.W.L. 


rt AVES.) SLOane 520! Please send me Catalogue No. 604 \ 


—_—$—$—$——————— 


\ Name 
LONDON Swi As Address 


LO 








F.W.S 
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KOLOK MANUFACTURING CO. LTD. 


Of all ribbon tailed birds the Kolokoburra 
is perhaps the most common and 
wellknown, as it frequents the dwellings 
of man and even lives in the heart of 
Great Cities. The female coverts 
ribbons of Silken Perfection while those 
of the male are finest cloth both 
inked for lasting perfection. 
Notes :—*‘Pink’’, and a questioning 
“weet” The song is a rollicking 
cadence ending with a flourish. 


NO} KO).¢ 


| ROCHESTER WORKS TARIFF ROAD TOTTENHAM LONDON N.1I7 


TELEPHONE: TOTTENHAM 3315 CABLES: KOLOK LONDON 


AVAILABLE FROM LEADING STATIONERS AND OFFICE EQUIPMENT DEALERS 


PRODUCTION- 


MODEL 74 PROTECTOGRAPH 
< ° 


HEQ''E “errr MODEL 95 DESK CHEQUE SIGNER 


SECOND STEP 


LINE HANDLING 
OF CHEQUES 


All factories are mechanised and automated, 
but many offices still use old-fashioned hand 
methods for dealing with cheques. The 
Protectograph System of mechanised cheque 
handling saves untold time for accountants 
and directors. 


FIRST STEP 


Write the amount in bold, legible, unalterable 
figures by means of a Protectograph Cheque 
Writer—key-set for speedy operation. Hand 
and Electric models give speeds ranging from 
400 to 600 cheques per hour. 


Sign the cheques with a Protectograph Cheque Signer, which gives even greater security than hand signing. The 
machine cannot be operated without the authorisation of two officials; each cheque signed is accounted for by 


means of the security meter; the printed signature is clear 
RESULT 


and unalterable, a perfect facsimile of the original. 


Hours of time saved by the most valuable members of the organisation. Neat, legible, distinguished cheques similar 
to those issued by the majority of the leading banks, commercial and manufacturing firms, and Government and 


Municipal Authorities 


PROTECTOGRAPH CHEQUE WRITERS & SIGNERS 


HALSBY & CO. LTD., 52 DEAN STREET, LONDON, W.! GERRARD 4163 
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Class 31-the world’s most 
versatile accounting machine 


The National 31 is a direct entry accounting machine of almost unlimited versatility — 
so highly automatic in operation that the operator can concentrate almost exclusively 
on the accuracy of her keyboard settings. In accordance with the best principles of 
ergonomic design, the form carriage lies well within the natural reach of the arms; the 
amount and narrative keyboards are ideally placed for untiring operation; the keys and 
controls are encompassed comfortably within the natural span of the normal hand. 
Unaffected by discomfort or fatigue, the National 31 operator maintains ‘9 a.m. efficiency’ 
throughout the working day. 


Available with or without 

integrated facilities for direct 
multiplication (in sterling and 
decimal) and/or automatic capturing 
of selected data on punched cards 


or punched paper tape 





THE NATIONAL CASH REGISTER COMPANY LIMITED 
206-216 Marylebone Road - London NW1 + Telephone papdington 7070 


APRIL, 1961 





ANYTHING 
DITTO 

DO 

DITTO 

DO 
QUICKER 


120 copies a minute 


Speed—the urgent need today—is the key to greater 
production at lower costs. The built-in resourcefulness 
of DITTO Duplicators and Systems Machines meets the 
manifold calls for automatic information handling with 
unrivalled speed, flexibility, versatility. 

Write or telephone today for full information and recom- 
mendations covering your special applications. 


Ditto (BRITAIN) LIMITED 
2C6O Teaek wane 
duplicators for business 


12E/1RE MEW KINGS ROAD, LONDON, S.W.6. RENown 428% 


ERT eR 
o4 


This famous 

4 range includes 

the well-known 

Tenacious and 

Tennax qualities. 

Also wallets with 

sealed or open side 

xd / / flaps, specially de- 
107 /g / signed to suit all the 
46; leading makes of en- 

Ph velope-filling and seal- 


Also in all usual oe ing machines. 





HAROLD WESLEY LTD 


ALL ENQUIRIES DEPARTMENT ‘B’ 


HARLEY MILLS, LONDON, N.W.10. PHONE: ELGAR 6801 


ADJUSTABLE 


STEEL SHELVING 


a4 


=x BS 


ABIX 
Steel stor- 
age Equip- 
ment is supplied 
in a number of 
Standard compon- 
ents which can be used 
to make up an infinite 
variety of assemblies co suit 
your particular need. These 
components can be erected and dismantied by unskilled labour in a 
minimum of time 
They are steel through 
are galvanised. 
Please send for illustrated catalogue B/3 to: 


ABIX (METAL INDUSTRIES) LTD 
Stee! Equipment for Office and Factory 
Pool Road, West Molesey, Surrey 


Phone: Molesey 436! /3 Groms: Abix, East Molesey 
Also Manufacturers of: Cycle Stands, Stee! Partitioning and Lockers 
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sumlomatic 


—the machine with the 
magic multiplier 














The finest office litho machine 
in the world 
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'DAV-A- MAT IC 
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Automatic 
Plate Changing 


@ Universal 
Systems Feed 


@ Automatic 
Blanket Cleaning 


@ Comfortable 
sit-down operation 


@ Feather 
Touch Ink and 
Damping Controls 


@ Simple Paper 
Feed Lever 


@ Variable 
Speed Control 
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Offset duplicating automation for business 


Here for the first time is an automatic, high-speed 
office litho machine which incorporates every 
advanced feature for speed, economy, quality and 
simplicity. Almost every operation is automatic... 
plate changing . . . blanket cleaning . . . suction 
feeding . . . sheet counting. all controlled by a series 
of simple flip switches, while the operator sits 
comfortably at the controls, taking advantage of 
Dav-A-Matic automation. No mess, no fatigue. 


OZALID COMPANY LIMITED, Langston Road, Loughton, Essex. Tel: 
OZALID (Northern) LIMITED, 


The Dav-A-Matic is the ideal printing machine for 
Office Systems work, giving top-quality offset litho 
duplication in line or colour at speeds from 3,000 
to 6,000 copies in an hour. 

Dav-A-Mat direct image paper plates for long or 
short runs may be pre-printed, typed, handwritten 
or drawn, filling all the requirements of advanced 
Systems work. There is no other machine which 
provides this standard of automation in copying. 
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Loughton 5544. 
1: Douglas 7271. 
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When Should You 


Report a Colleague? 


by George Copeman 


OU are not the only one who 

makes mistakes in your firm. 

Your colleagues make them 
too. They are probably aware of 
this, and most of them will be trying 
to learn from their mistakes, possibly 
reporting their own mistakes to a 
superior. So the first rule on 
reporting the mistakes of colleagues 
is: don’t do it unless you believe that 
it is really important to the firm. 

The second rule is not to criticize 
a colleague on paper without giving 
him a chance to defend himself. 

The third rule is to distinguish 
carefully between policy errors or 
shortcomings, and personal errors. 
Personal errors of a colleague should 
not be your concern unless they are 
SO persistent as to suggest that the 
policy is wrong or that he is incapable 
of implementing it. Policy errors 
or shortcomings are rather different. 
If the work of your department is 
hampered by what appear to be 
policy errors or shortcomings in 
another department, then you must 
take the matter up with your 
colleague in the first place, and if 
unsuccessful, with your boss. 

The fourth rule is to invite com- 
ments or criticisms from your 
colleague whenever you criticize him, 
and certainly before you report him. 
If the work of your two departments 
is not co-ordinated properly, it may 
well be your fault. 


Giving orders 
to equals 


Perhaps you do not give orders to 


anybody these days. You make 
requests to your subordinates, make 
suggestions to your boss, and put 
projects before your colleagues. 

If you have to work with men of 
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equal rank in a joint project and 
want to ensure that they carry out 
their part of it, you will want to set 
out the part of every member, on 
paper. Then no one can, after the 
event, say he didn’t know his part. 
Anyone who falls down will be 
clearly liable for his failure. 
However, a colleague has every 
right to feel insulted if you merely 
put down a plan on paper and send 
him a copy, as if you were ordering 
him to carry out his part. Having 
put it down on paper, you should 
then have the courtesy to call on him 
personally, to deliver his copy, and 
sell the idea gently by saying: “I 
suggest we work it out together this 
way.” Give him time to absorb 
your suggestions and then invite him 
to discuss them with you, perhaps 
contributing improvements. If you 
have to sell the scheme to a whole 
committee of colleagues, try it on a 
few of them, including the chairman, 
beforehand. Go into the meeting 
with some real support, and let your 
ideas become common property, not 
exclusively your own work. 


When to use 
first names 

It is unwise to rush into the use of 
first names, before you get to know 
people. Friendship and respect are 
all the better for being earned by an 
initial period of getting to know and 
to trust one another. After that 
should come the delight of using 
first names and adding yet another 
member to the clan of friends. 

This applies equally whether one 
is meeting with colleagues, subordin- 
ates or customers, but the time 
allowed to elapse before first names 
are used will vary. In the case of 





colleagues, it may be very short, in 
the case of customers it may be quite 
a long time. As for your boss, it 
may be never—though there are 
exceptions. 

When you first meet a new 
colleague or subordinate you should 
address him as Mr. So-and-so, but 
after a short time you may drop the 
mister, and address him by his 
*surname only, until you begin using 
his first name. 

For subordinates in other depart- 
ments, and for outsiders such as 
customers or suppliers, it is wise to 
go on using the Mr. unless they 
belong to a social grouping of your 
own. If, for example, they have 
attended the same school or univer- 
sity at about the same time, you may 
quickly drop the Mr. 

Though your boss may quickly 
come to call you by your first name, 
you will not expect to call him by his 
first name, unless invited to do so. 
If you should enjoy any social life 
with him, you may use his first name 
with care on such occasions. But 
when you get back to the working 
situation, address him by his surname 
until it is quite clear that he wishes 
it otherwise. 

Even when on close terms with 
your boss, never use his first name 
in a loud way. For example, never 
shout it down a passage. And always 
revert to his surname during a first 
encounter with strangers. 

The rules are similar for use of 
your secretary’s first name. It is 
fairly common for a man to address 
his secretary by her first name, but 
she will not want to reciprocate 
this unless she has known her boss 
for a long time and there is a social 
occasion when it would be appro- 
priate. Also you should not use 
your secretary’s first name in the 
presence of others, unless some of 
those present are colleagues who 
also use her first name. END 
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Makes 


e German 
Executive Tick ? 


by Tony Burgess 


The German businessman has 
been the true architect of 
his country’s remarkable 
economic recovery. His 

twin driving forces are a 
natural propensity for 
sustained hard work, 

and the knowledge that 

in modern Germany ability 
will always be recognized 


. . - and rewarded 





N 1945 the German economy 

was in ruins, and the possi 

bility of a return to prosperity 
seemed infinitely remote in the face 
of the colossal twin problems of 
almost total industrial reconstruc 
tion, and payment of the crushing 
debt of reparations. 

Now, a decade and a half later, 
the Federal Republic has emerged 
commercial and industrial 
that towers head and 
shoulders above the other European 
nations, and whose currency has 
achieved such strength that it 
threatens to outstrip the once 
almighty dollar as a medium of 
international exchange. 

Many have been 
advanced for the German economic 
among them the substan 

timely which she 
from America once the 
tough line adopted by the Western 
Allies in immediate 
era had been ameliorated, the huge 


as a 


giant 


reasons 


miracle 
tial and 


received 


aid 


the post-war 
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pool of cheap and willing labour 
created by the flow of 
from the Eastern Zone, 
unique advantages which accrue to 
a country which is able to redesign 
its economy virtually from scratch 

All of these factors—and 
others—are important in explaining 
the recovery, but 
which probably received 
insufficient attention is the quality 
of the German business executive, 


refugees 


and the 


many 
German one 
has 


and the closely related question of 
the deliberate creation of an 
environment in which he can be 
induced to function at 
efficiency. 


top 


Undoubtedly the Federal Repub 


lic as we know it today has been 
created by, and in the image of, its 
business community. 
with the exception of the United 
States, is free enterprise as a way 
life 


Nowhere, 


of economic more strongly 


embraced by both Government and 
public than in Western Germany 


Nowhere, with this time only the 
possible exception of America, has 
the businessman greater prestige in 
society. 

What then accounts for the pre 
eminence of the German business- 
man? What motivations and what 
encouragements have made him th« 
architect of German recovery. 

Probably the most important 
single attribute of the German 
executive is that he works harder 

and more efficiently—than 
average counterpart in any other 
country. This quality alone, in 
my opinion, has been one of 
the most vital factors behind the 
whole * economic miracle.’ 

On several occasions during a 
recent visit to Germany I found 
myself interviewing compaily 
directors in their own offices at 
nine o'clock in the morning. And 
in every case I interrupted work 
already begun. On another occa 
sion I was entertained to lunch by 
a senior executive in a leading car 
firm. We ate in considerabdle 
style in a far from inexpensive 
restaurant, but within 90 minutes 
of leaving his office my host was 
looking anxiously at his watch and 
his mind was obviously already on 
the afternoon’s work ahead of him 

Even the most _ superficial 
acquaintanceship with the German 
business scene makes it immediately 
apparent that the average German 
executive lives for his work. 
Admittedly, if he is successful he 
can look to substantial material 
rewards for his efforts, but I am 
left with the impression that even 
if these rewards were appreciably 
smaller, his job would still bring 
forth a very high level of enthu 
siasm and energy. 

Status symbols are as important 
in Western Germany as they are in 
any other competitive society, but 
with this significant difference: 1n 
Germany a man’s job is in itself 
a status symbol at least as impor 
tant as the material manifestations 
of his earning power. A German 
company director acquires social 


his 
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prestige per se, not only because 
being a well-paid executive enables 
him to run an expensive motor var. 

The main reason for the prestige 
attached to being a businessman in 
modern Germany is that business- 
men have become the de facto 
leaders of their society in the 
absence of any other class capable 
of challenging their position. Two 
disastrous wars have discredited 
the military caste and virtually 
destroyed the old = aristocracy. 
Wealth and political power in post- 
war Western Germany are boih 
very firmly in the hands of the 
business community. 

But although the propensity for 
hard work seems to be a natural 
attribute of the German executive 
not entirely dependent on matfrial 
rewards, and his pre-eminent posi- 
tion in society an indirect 
product of the collapse of 1945, 
several other factors have combined 
to put him in a favoured positica 
vis-a-vis executives in this country. 

In the first place, his salary 1s 
likely to be bigger. Our chart 
(based on figures obtained in a 
of cxecutive salaries in 
Europe carried out by McKinsey & 
Company) shows the comparison 
between the aggregate salaries paid 
to the top five men in any one firm 
in terms of company size. Only 
in relatively small companies is the 
British top executive likely to earn 
more than his German opposite 
number. As the size of the con- 
cern increases, this advantage is 
rapidly whittled away, and soon 
the German executive is earning 
more than his counterpart in a 
British company of comparable 
size. This differential in favour of 
the German increases markedly 
with the turnover of the company. 

Not only is the German executive 
likely to get a * better rate for the 
job. however. His actual income 
cases is more closcly 
related to performance than is usual 
this country. Annual bonuses 
in Britain are normally a_ fairiv 
routine affair, and generally 
account for a relatively small pro- 
portion of total remuneration. 


is 


survey 


in most 


in 


70 


HOW MUCH DO TOP MEN EARN? 


Average aggregate salaries of the ‘Top 5” men in 
any firm in terms of company turnover 


Salaries in 000s 


° i 5 


7 


Company turnover in millions 


According to McKinsey, the aver- 
age bonus payment to tcp 
executives in Britain is 16 per cent 
of annual salary, and this is 
normally paid according to a pre- 
determined scale, with little or no 
attention to individual merit. in 
Germany, on the other hand, a inp 
man may receive anything up to 50 
per cent of his total earnings in the 
form of bonus payments, and these 
will be closely related to personal 
and company performance. 

Stock bonuses and options for 
very senior men are also somewhat 
more common in Germany than 
they are here. This fact is almost 
certainly a result of official policy, 
which so far in Germany has made 
these benefits free from tax in 
most cases. In this country the 
position was uncertain until last 
year, but the generally accepted 
attitude of the tax authorities had 
been that the difference betwecn 
the option price of the shares and 
their market value on the day «te 
option was taken up was taxable 
as income. Thus this form of 
incentive for the top executives had 
been. effectively discouraged. Last 
year’s. decision of the House of 
Lords seems for the moment, 


however, to have brought the 
situation here into line with the 
favourable German position. 

As far as income tax is con- 
cerned, the German executive is 
treated with — slightly  greaier 
leniency than his counterpart in 
this country. A glance at our tabie 
will show that at all levels of 
income in the ‘executive’ range, 
the German pays a little less tax. 

Unlike our National Insurance 
contributions, which are payable by 
all income earners irrespective of 
the size of their inccme, social 
security payments in Germany are 
not obligatory above a_ certain 
salary level. In effect, this exempts 
all but the lowest income category 
in our table. At higher salaries, 
contributions are continued on a 
purely voluntary basis. 

One further official demand, 
unknown in this country, is made 
on the German's salary at source. 
This is a ‘church tax * (paid to the 
benefit of the individual taxpayer's 
registered religious denomination) 
which is calculated on the basis of 
10 per cent of total net income tax. 
With the inclusion of this tithe, 
then. it will be seen that the German 
is only marginally better off as 
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regards the amount of direct 
taxation which he pays. 

Accumulation of personal capital 
by German executives has been 
facilitated in the post-war years in 
a number of ways. The previously 
mentioned liberal tax attitude ‘o 
stock bonuses and options was one 
method. Another was a system of 
tax concessions on private savings. 
Basically, this allowed tax exemp- 
tion on that portion of income 
banked on long-term deposits. 

But now that the economy is 
again firmly on its feet, and 
the need to encourage the forma- 
tion of capital is far less pressing, 
measures such as these are tending 
to be curtailed, and the tax laws 
implemented or interpreted more 
strictly. As a result, concessions 
on personal savings have been 
steadily eroded in recent years, 
until currently they are of little real 
benefit. Nevertheless, they played 
their part in the German recovery, 
and might well be considered as a 
way of raising executive morale in 
this country. 

The provision of company houses 
for senior men once held a signifi- 
cant position in the system of 
rewards for German executives, 
but stricter treatment by the tax 
authorities in recent years has 
severely diminished the importance 
of this practice. However, it is still 


fairly common for German firms 
to provide interest-free loans to 
employees for house purchase. 

No precise information is avail- 
able on normal executive pension 
practice in Germany, though the 
general impression to be gained is 
that top men are treated more 
generously on retirement than they 
are here. In balance sheets ‘or 
German companies the item * direc- 
tors’ remuneration’ is allowed to 
include pension payments to past 
directors or their dependants, and 
it is generally agreed by German 
experts that such items make up 
between 30 and 50 per cent of the 
annual disbursements under this 
head. This would seem to suggest 
fairly liberal payments for past 
service. Likewise. non-contributory 
pension arrangements for execu- 
tives are thought to be more 
common in Germany. 

German executives certainly 
appear to be given a freer hand 
with their company’s money as far 
as entertaining contacts and clients 
is concerned, although the German 
tax man is said to be keeping a 
closer watch on this particular 
aspect of executive life than was 
the case previously. Nevertheless, 
there is a definite feeling among 
some German businessmen that 
their company’s image in other 


business circles depends on the 


WHO PAYS THE LEAST TAX? 


(At DM 12: €, figures may be read as £'s per annum or DM's a Month) 
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Married, one chiid for which 


tax allowance may be claimed 





Married, 


two children for 
which tax allowance may be 
claimed 




















Married, children grown up 





* industry, 


scale on which they entertain. 

One final factor which encourages 
the German executive to make the 
utmost of every opportunity which 
presents itself in his business life is 
the knowledge that his personal 
progress depends on nothing other 
than his own ability. I have 
already pointed out how actual 
salary is much more closely related 
to performance than it is here. 
But equally important is the fact 
that promotion in industry and 
commerce in modern Germany is 
dependent solely on the capabilities 
shown by the individual executive. 


With no equivalent of the ‘ old 
school tie,” one source of preferen- 
tial footing on the promotion 
ladder is eliminated. But * equality 
of opportunity” goes further than 
this. In many sectors of German 
differences in formal 
education are minimized either by 
a variety of company-sponsored 
education schemes, or by the dis- 
counting of academic qualifications 
in favour of experience. 

To the man of real ability, how- 
ever, even lack of years is no hir 
to progress. As Dr. Ludwig 
Vaubel, a director of Glanstoff and 
an authority on executive training, 
put it to me: “ In German industry, 
if a young man proves his technical 
ability and his maturity of 9ut- 
look he can expect rapid promotion 
to a position that will make the 
most of his talents—even over the 
heads of older men if necessary.” 
Such is only too seldom the case :n 
this country. 

Although in retrospect the spec- 
tacular rehabilitation of the 
German cconomy seems to have 
been inevitable in terms of national 
psychology, the special qualities of 
the German businessmen who 
engineered the ‘miracle’ should 
not be under-estimated. Nor 
should the importance of the 
measures that were deliberately 
adopted to encourage his maximum 
efforts. At a time when Britain's 
position as a trading nation is in 
jeopardy, are there not some 
lessons to be learned? END 
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PEP TALKS 
with the 
Morning 


Mail 


by Alan Bartleman 


ILLS, circulars, more bills, 

newspapers, even more bills, 

a football coupon and, 
innocent in its anonymity, a large 
envelope angled for the wife. All 
come rustling through the suburban 
letter-box as the salesman assumes 
his rightful position in front of the 
marmalade and toast. From now 
on things are going to be different- 
this man is about to achieve what he 
had fondly considered the impossible. 
He is going to work harder. 

The wife’s portion of the morning 
mail is an extremely comprehensive 
catalogue of attractive prizes, the 
initial psychological weapon of an 
E. F. MacDonald sales incentive 
programme. 

The sales incentive campaigns as 
organized by the MacDonald com- 
pany consist, basically, of an offer 
of extra awards to salesmen who are 
able to work harder in a manner 
specified by the sponsoring company. 
MacDonald claim that, if the offer is 
a reasonable one to both the spon 
sor of the programme and the sales 
man—and the programme has been 
properly designed to achieve certain 
objectives—there is every chance 
that the programme will prove 
successful. Results to date appear 
to substantiate this claim. 

The MacDonald oi ganization goes 
to considerable lengths in the pre- 
paration of an incentive programme 
and this is obviously the basis of 
their success. Their first objective is 
to determine the aims of the spon- 
soring company— increased sales is 
not sufficient in itself—the general 
objective is broken down in terms 
of steps required to reach that ulti- 
mate. For example, increasing sales 
may be accomplished by improving 
prospective procedures, increasing 
sales calls, stimulating off-season 
sales, reducing excess stock or 
achieving other limited objectives 
It is also found possible to buiid 
long-term benefits into a campaign 
A programme designed to produce 
new customers will continue to be 
advantageous long after the cam- 
paign has been completed. 

The second step to be decided 
between the organizers and the 
sponsoring company is to determine 
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exactly who is to take part. For 
example, a manufacturer may decide 
to run a campaign for his own sales- 
men, for his distributors, or whole- 
salers, for his distributors’ salesmen, 
for his dealers, or for his dealers’ 
salesmen, or for the ultimate con- 
sumer. 

A further factor to determine is 
the approximate length of the cam- 
paign. Most of those conducted 
in this country have been on 60 or 
90 days minimum programme. The 
manufacturer selects a time which 
suits him best, such as when sales 
are off during a slow season, or when 
he is attempting to open new markets 
quickly; or preceding or following a 
peak, so that additional volume is 
achieved earlier; or so that the 
normal selling season is prolonged. 

It is clearly important that the 
extra effort is evaluated. There is no 
fixed formula for an award plan. 
Normally the percentage of award 
in a Sales incentive drive ranges from 
about 2 per cent to 10 per cent more 


of sales—depending on the item, the 
profit margin, speed of stock turnover 
and other factors. 

That catalogue in the morning 
mail is an attractive one. But no 
matter how well the ‘ little woman’ 
plays her part, nobody—not even the 
most dedicated of salesmen—is going 
to make an effort for something 
which can be won at a fairground. 
Therefore the prizes have to be good. 

The number of prize points offered 
for a given item are mainly dependent 
upon the speed of turnover. This 
means that sponsors normally offer 
more points for sales of a slow-turn- 
over high profit item than for sales 
of the more popular items in a range. 

The theme of a campaign should, 
according to MacDonalds, * lend 
itself to dramatization.” They say 
that the sponsor should stage a * kick- 
off’ meeting to generate maximum 
enthusiasm, explaining that this will 
make the follow-up mailing pieces 
(i.e. that catalogue again) more 
effective. The natural result is the 





He doesn’t know it, but this is the overture to a 
double-edged campaign—and most of the fighting is 
going to be on the home front 
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development of the mailing pieces; 
these lethal missives are designed to 
enlist the co-operation and active 
interest of the salesman’s family. 
E. F. MacDonald’s accurate psycho- 
logical reasoning is that when a man’s 
wife and children become interested 
in his selling activities he tends to 
work harder. 

When the campaign has been 
launched and is in full swing the 
prizes are awarded according to 
results. 

E. F. MacDonald take the greater 
part of the administration, planning 
and over-all responsibility of running 
an incentive scheme—whether it is 
for 10 men or 10,000—away from 
the sponsoring company at mini- 
mum cost. Many companies have 
done, and still do, run their own 
campaigns, but there are obvious 
advantages in introducing ‘ pro- 


fessionals.’ 


They handle the extensive admini- 
stration necessary, the evaluation of 
the scheme and award costs, the 
creation of a comprehensive and 
enticing prize range, and finally the 
supporting promotion materials. 
Unless an experienced hand guides 
the campaign, there is always the 
danger of reaching the end of the 
campaign with a_ collection of 
indifferent salesmen and a ware- 
house full of prizes. The objective of 
the E. F. MacDonald organization 
is the same as the sponsor—making 
certain that the programme is a 
success—because it relies upon the 
provision of merchandize prize 
awards for its income. 

The infringement of the salesman’s 
domestic bliss by campaign literature 
is a highly questionable facet of the 
MacDonald system, although few— 
if any—complaints have been regis- 
tered against this technique. 
MacDonald maintain that, in this 
way, the salesman is stimulated, by 
offering selling hints and suggestions, 
keeping the salesman up to date on 
the progress of the campaign and 
how well he is doing as a form of 
encouragement, and to recruit his 
wife for her support. These mailings 
are simple and to the point—some- 
times uncomfortably so. 


One example of the type of 
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material that the wife might receive 
is an artistic and ultra-feminine- 
looking pamphlet. Opened up, it 
contains a number of small tear-out 
coupons. Each coupon bears a 
small message and can be comfortably 
slipped into < wallet or jacket 
pocket. Unfortunately the messages 
are vaguely similar. They plead 
‘Let’s win a new...’, or ‘I’ve 


been wanting a *, and *‘ How 
9 , 


about bringing home a 


A letter to 
the wives 

MacDonald have had numerous 
successes. One example is with the 
Crosse and Blackwell organization. 

John Bonnet, genial general sales 
manager of Crosse and Blackwell, 
told me, “ I introduced my salesmen 
to the forthcoming campaign at one 
of usual Saturday morning 
meetings. I then wrote a letter to 
each salesman’s wife which reached 
them on the tollowing Monday 
morning saying ‘you may have 
heard from your husband that we are 
running a scheme for prizes of a 
domestic nature...” The result 
caused quite a stir. The immediate 
reaction was to ask their husbands 
‘How's your quota going ?""’ He 
continued, “ However, the general 
reaction was exceptionally good, even 
though the targets were set very high. 

“We used our first campaign in 
conjunction with a drive to sell a new 
brand of soup. It produced record 
sales and approximately 95 per cent 
of the salesmen won prizes—the 
value of each prize being in excess of 
£8 

“ There are six sales regions. We 
therefore decided to give a higher 
prize to the test regional salesman, 
to the approximate value of £16. 
As an insurance against the cam- 
paign slowing down we also made 
prizes availatle to district managers; 
they were awarded 25 per cent of the 
total points earned by their sales 
team—roughly double the average 
value earned by individual sales- 
men.” 

A second campaign was operated 
by Crosse and Blackwell, this time 
for the number of displays per 
salesman; it was again a success. 
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Bonnet said, “ We averaged eight 
displays per man per day, each 
display consisting of a minimum two 
cases—each case containing 24 cans 
of foodstuff.” 

Apart from increased sales, other 
factors appealed to Bonnet. “ What 
was an obvious advantage was the 
large range of prizes—our own 
buying department could not hope 
to present such a range so economi- 
cally. Also that there was no 
administration involved as far as we 
were concerned, we left that to 
MacDonalds.” 

Several requests were made by 
salesmen wanting to conserve their 
points scored and add them to any 
subsequent campaign. Bonnet re- 
fused this on the ground that this 
would reduce the incentive * drive’ 
and possibly commit him to further 
campaigns. Nobody asked for an 
alternative cash award, but he 
thought that this was due to the high 
value of the prizes offered. 


A variation 
for Vauxhall 

Other industries invariably require 
other techniques. Ford and Vaux- 
hall Motors have also sought the 
guidance of the E. F. MacDonald 
company. Ronald Carse, sales pro- 
motion manager of Vauxhall Motors, 
said, ** We at Vauxhall had to devise 
a variation to the standard scheme. 
While retaining the use of the 
MacDonald facilities, our variation 
enables the dealer to have direct 
control over the manner in which his 
part of the campaign is conducted 
and the salesmen employed by him. 
This prevents his being by-passed by 
ourselves at Vauxhall. Therefore the 
campaign extends from the factory 
to the dealer and then to the sales- 
man.” 

In the offices at Luton a separate 
department has been created to 
control the campaign. This section 
sends the mailing literature direct to 
the dealer and collates the incoming 
forms from the dealer which records 
the campaign’s progress. Awards 
are also assessed by the control 
department. Carse said, “At the 
moment the campaign is showing 
every sign of success, and although 


we have no real opportunity of 
seeing the salesmen, | feel sure that 
they must be happy with it. 

The dealers also benefit. The 
dealerships are split into five groups 
and the top dealer and his sales 
manager of each group receive a 
special prize. In controlling the 
campaign with their salesmen the 
dealers are free to issue points as they 
think fit, for example, for demon- 
strations, new or used vehicle sales, 
parts and accessories or for servicing. 
Carse concluded: *“ The campaign is 
ideal for the younger or new man.” 


A year’s work 
in two months 


Another user of the MacDonald 
technique is Cyril Ottway, retail 
sales manager of Gay Paints, a sub- 
sidiary of Courtaulds/Pinchin John- 
He is full of enthusiasm and 
intent on making sales incentive 
schemes a permanent part of his 
policy. He considers that the main 
advantages are that it removes the 
onus of administration, provides the 
right kind of prizes, provides fresh 
copy, artwork and catalogues. A 
measure of his campaign success is 
that early in January his target for 
the whole of 1961 was to get his 
paints into three times the number 
of retail shops which took stocks in 
1960. As early as the end of Feb- 
ruary he had actually exceeded his 
target and increased the sales staff 
by 10. 

In spite of this flush of success, 
Ottway maintained that the same 
results could not be considered 
universal. He said, “The cam- 
paigns will not work with dead men 
—they must be salesmen who are 
really alive to begin with. It is not 
a substitute for proper sales training. 

About the reaction to sales incen- 
tive literature sent to the salesman’s 
wife, Ottway said, “It keeps her 
informed; no longer does she com- 
plain when he comes home at night 
having spent the entire evening 
arranging a display in somebody’s 
shop-window. She just thinks of 
how many points it means and how 
much closer she is getting to that 
item in the catalogue.” END 
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Salesmanship 
Through 
American 


Eyes 


The typical salesman is seldom a 


good manager: he needs discipline 


and has to be pushed. 


by Robert N. McMurry 


F a sales force is to have maxi- 
mum effectiveness, its members 
must be appraised realistically. 

A realistic, although unflattering, 
estimate of the salesman is that 
even though he is hungry, aggres- 
sive, experienced. professional and 
accustomed to selling on straight 
commission, he still needs a well- 
defined structure, a prepared pro- 
cedure, to follow in making his 
presentations. 

In spite of years of practice, such 
men cxperience great difficulty in 
originating a presentation or cop- 
ing with a new or unusual objec- 
tion or resistance on their own. 
They often have retentive memo- 
ries and a substantial storehouse 
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of answers and ploys which tiicy 
can use as the occasion demands, 
but practically none of this mate- 
rial is original. 

Often when salesmen of this 
type are together, they exchange 
ideas and phrases they have picked 
up that are potentially useful in 
coping with unusual or difficult 
sales situations. In short, even the 
most skilful salesmen in the most 
difficult types of specialty sclling 
cannot be expected to have many 
original ideas on sales techniques. 
They are, therefore, best compared 
to actors who must be fed their 
lines. 

In a well-planned sales presenta- 
tion, the prospect's resistances and 


* man is 


objections (his attempts to escape 
from the salesman’s toils) come to 
serve as cues to the latter. If he 
has been properly trained. the rep- 
resentative will have been exposed 
to every conceivable objection so 
that none will take him by sur- 
prise and disrupt his presentation. 
At the same time, he has also been 
given the correct answer to each. 
A large part of his training has 
consisted in the memorization of 
this material by rote and drill in 
its use through role-playing sessions. 


Selling is like 
acting 


As a consequence, when he is 
before the prospect, each objection 
serves only as a cue to elicit the 
appropriate responses. The sales- 
thus comparable to the 
actor who learns his cues as he 
memorizes his part. Hence, just 
as the actor may engage in a spark- 
ling and scintillating dialogue, none 
of which is original, so the repre- 
sentative is enabled to give brilliant 
and apposite answers to every ques- 
tion and objection his prospect 
may raise. He can thus be the 
complete master of the situation 
without having originated any of 
his Lrilliant ripostes himself. Not 
only does this type of training 
enhance the salesman’s self-confi- 
dence. it greatly improves his 
productivity. 

This is due, in part, to the fact 
that he is not thrown off his stride 
by objections he cannot answer, 
but more significantly because, hav- 
ing been drilled in what to say, he 
is less likely to flounder or give 
the wrong response. thus endanger- 
ing the sale. Further, once having 
learned his lines, he can relax and 
use the same material again and 
again. It can be made sufficiently 
flexible to meet nearly every con- 
tingency and requires little or no 
intelligence to employ. 

The fact that the salesman does 
not originate his presentation does 
not mean, however. that he can- 
not learn to speak his lines with 
elegance, feeling and apparent total 
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Selling is like acting . . 
many salesmen can bring tears 
to their eyes at will 
sincerity. Many salesmen are born 
actors (one distributor of encyclo- 
pedias advertises for salesmen in 
Variety and recruits his representa- 
tives from among unemployed 
actors). Many are narcissistic and 
are exhibitionists at heart. They 
are never happier than when in 
front of a prospect making a 
‘pitch.’ They love to be the centre 
of attention and find that an audi- 
ence inspires them to surprising 
heights of artistry. A number 
have learned, for example, even 
how to manipulate their eyelids in 
such a manner that a tear can be 
excreted on demand. 

Because the salesman is more 
often than not a parrot, studies 
indicate that there is little or even 
a negative correlation between his 
level of intelligence as measured 
by tests and his sales success. 
Obviously if his intelligence is in 
the very low range (his IQ is below 
80), he will have difficulty in bene- 
fiting from the training given him. 
It is equally as true that too high 
a level of intelligence (over an IQ 
of 110) is disadvantageous. 

This is not because he cannot 
learn; it is because he is unlikely 
to remain on the job. Either he 
wishes to move up into manage- 
ment or he looks for a position 
with more challenge (repeating the 
same sales talk again and again 
tends to become quite routine) and 
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equal earnings without as much 
work with fewer rejections. Most 
serious, the brilliant individual may 
not be sufficiently conformist; he 
may attempt to ‘improve’ the 
presentation. 


Strong hands on 
the reins 


Of equal importance and even 
less commonly recognized in build- 
ing a sales organization is the fact 
that in addition to finding and 
training the salesman, two other 
factors must be given consideration. 
These are: 
>» Compensation designed to pro- 

vide him with maximum incen- 
tive to produce. 
Supervision which takes into 
account the fact that the most 
effective salesmen are often the 
most irresponsible, undisciplined 
and emotionally immature. They 
can sell but they need a strong 
hand on the reins. Or they are 
too docile and conformist and 
need a kind but firm father figure 
to guide and comfort them. 

Most selling positions lend them- 
selves in varying degrees to incen- 
tive compensation. In spite of this, 
a surprising number of representa- 
tives are either paid a salary or 


receive bonuses or a share of pro- 
fits, both of which have negligible 
incentive value. 


While sales positions on a salary 
are more popular because of the 
security they offer it is also to be 
remembered that too great a desire 
for security is inconsistent with the 
temperament needed for creative 
selling. Payment of a salary may 
be satisfactory for delivery men 
and order takers, but it can be 
fatal to creative activities. A recent 
study of the productivity of 1,500 
heavy equipment salesmen indica- 
ted that while those on salaries pro- 
duced an average volume of 
$135,000 per year, those on an 
incentive basis averaged $262,000 
per year. Studies of door-to-door 
or specialty salesmen indicate that 
for them, too, salary payment is 
often impracticable. 


The final and in many respects 
the most important element in a 
productive sales force is the leader 
ship provided at all levels. It has 
been said particularly, that “No 
sales organization is better than 
its first line supervision.” This is 
because, as has been pointed out, 
the vast majority of salesmen want 
and need an all-embracing struc- 
ture in which to work and continu- 


MYTHS THAT SHOULD BE EXPLODED 


Sales management, says Dr. McMurry, must face the fact that many 


of its most hallowed and sacred axioms are wrong. 


beliefs that: 


Typical are the 


a good salesman can sell anything to anyone 
training alone can make a salesman 

superior intelligence is necessarily an asset in selling 
salesmen can be trusted to act on their own initiative 


the same man can be equally as effective either as salesman or 


as manager 


there is no need for the autocratic, hard-driving manager 
straight salary payment is as good as incentives 





ing guidance and support. In some 
instances they also need discipline. 
The drive and dynamic quality of 
leadership necessary for volume 
and profits must be transmitted 
downwards without loss. This 
must be done through field super- 
vision. 

Although these high producers 
may growl and grouse under firm 
direction which structures their 
activities in detail and maintains 
strict discipline, they invariably 
feel more secure and comfortabic 
under it. This type of firm super- 
vision is also equally appropriate 
with the much more docile, sub- 
missive and conformist sales per- 
sonnel who comprise the delivery 
men, order-takers and missionary 
men. All need guidance and struc- 
ture and none resent discipline if 
it is fairly and even-handedly 
administered. One of the greatest 
blunders a sales manager can make 
is also to assume that because a 
man is working on straight com- 
mission, he can depend upon the 
latter’s self-interest to ensure that 
he will discipline himself. 

Structuring the salesman’s acti- 
vities and the provision of close 
supervision does not, however, 
necessarily imply autocratic or 
bureaucratic leadership. It merely 
means that in a joint, salesman- 
supervisor conference, the former 
is: 
>» Given a clear statement of his 

duties, responsibilities, the scope 
of his authority, and the mate- 
rials with which he is to work, 
make reports and keep necessary 
records. 

Given a statement of his super 

visor’s expectations. 


Two types of manager 
needed 


The major problem in sales 
supervision is the fact that selling 
and management are two widely 
differing vocations. Competence 
in one does not guarantee ability 
in the other. In fact, as indicated, 
competence in sales may be a coun- 
ter-indication for success as a 
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manager. Rarely are both sets of 
qualities encountered in the same 
individual. Yet salesmen must be 
managed, not merely cajoled and 
inspired, a conception of the job of 
manager held by many sales execu- 
tives. This latter is as fallacious 
as the concept of the manager as 
one who helps his men by making 
their sales for them. Hence, two 
alternatives present themselves as 
principles of sales management: 
complementary staffing or rigid 
job structuring. By complementary 
staffing is meant the recognition 
that all the requisite traits for com- 
petence in sales management are 
practically never found in one per- 
son. 

In accordance with this concept, 
the position must be staffed with 
two executives: first, a type ‘A’ 
man who is the traditional, * hells 
for-leather,’ ‘go out and get the 
business’ sales manager. He is the 
dynamo, the man who constantly 
keeps the pressure for sales 
applied; he is the inspirational 
leader. He must be the top man. 
But he is not to be expected to be 
concerned with detail, with report 
making and the constant follow-up 
of his men. 

The details of the work are for 
his second man, the type ‘B’ 
manager. He is the one who 
handles the minutie of the job, 
prepares the reports and follows 
up on the individual salesmen. 
Many sales organizations have 
acquired this type of double or 
complementary staffing on a trial- 
and-error basis. Its sole drawback 
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Selling to women 
. one of the 
most successful 
sales gambits is 
to bring romance 
into drab and 
sterile lives 


is the occasional tendency for the 
roles of the two men to become 
reversed, when the type ‘ B” man is 
promoted into the top or dominant 
position with a type ‘A’ inan 
reporting to him. When this 
occurs, invariably trouble ensues. 

Since the first line supervisor 
must, perforce, be primarily a sales- 
man in many companies he has 
production as well as supervisory 
responsibilities, he cannot usually 
be expected to possess inherently 
most of the qualifications required 
of a manager. Hence, his adminis- 
trative duties must be structured 
for him in detail. He must have a 
well defined set of policies and 
directions to follow in handling his 
men. 

There is only one final way in 
which to ensure effective sales acti- 
vities. It is to be found in strong, 
imaginative, aggressive leadership 
at the top of the sales organization. 
Nearly every dynamic and pro- 
ductive sales organization mirrors 
the drive of one man: its sales 
manager. It is he who sets the 
group’s objectives; it is he who 
structures the activities of everyone 
below him and it is he who often 
ruthlessly and relentlessly applies 
continued pressure for superior per- 
formance. Within the established 
structure of policies and politics, 
he provides opportunities for chal- 
lenge and he is liberal in his recog- 
nition of missions well accom- 
plished—but he demands results— 
and gets them. If a subordinate 
shows initiative and imagination 
in his work or performs beyond 
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the call of duty, he is rewarded. 

But such a sales manager has 
no unrealistic expectations relative 
to the role of the great mass of 
long service, career sales representa- 
tives who comprise his organization 
and provide its backbone. They 
are the privates in his sales army; 
they do what they are told. He 
runs a taut, well disciplined opera- 
tion. It is not_a democratic one 
in the conventional sense. but 
everyone knows what his duties 


are and what is expected of him 
in each echelon of the department. 

The greatest contribution of 
such a manager is not only that 
he gives the group direction and 
order, but because of his personal 
strength of character, he imbues 
the entire organization with a sense 
of security and certainty. He 
thereby creates an excellent esprit 
de corps. He runs a one-man show : 
he has developed no replacement 
for himself (he cannot because he 
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Colour TV 
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brightens a conference 


The recent entry of Beulah Elec- 
tronics, Rank Precision Industries and 
Neveye TV (a small newcomer) into 
the highly competitive field of indus- 
trial closed circuit television shows 
that shrewd businessmen see it no longer 
as the preserve of long-established com- 
panies like Pye, E.M.I. and Marconi. 
Beulah are part of the swift-growing 
telecommunications and _ electronics 
Derritron group. 

Closed-circuit TV came in with a 
fanfare of trumpets more than a decade 
ago for monitoring dangerous or 
inaccessible processes, as in atomic 
energy and the steel industry. But the 
widespread industrial application of 
CCTV was still a long way off. Prices, 
for one thing, were high. 

Now it seems to have broken the 
psychological barrier. First it was used 
with great success by companies at their 
shareholders’ meetings—to put on a 
better show of the company and its 
products or to enable more to participate 
in the meeting from different parts of 
the country. Then the banks installed 
it to speed up the while-you-wait 
checking of customers’ accounts. Other 
large office installations have followed. 

And now colour TV is a practical 
proposition for the industrial and com- 
mercial use, long before it has become 
practical in broadcasting. Colour tele- 
vision was used at a sales convention 
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for the first time in the United Kingdom 
at the annual conference of the Frood 
Division of J. Lyons and Co., attended 
by 200 salesmen in the Strand Palace. 

Two E.M.I, Electronics colour TV 
cameras and a Rank Cintel projector 
receiver brought the audience larger- 
than-life colour pictures from an 
adjoining studio. 

By using colour TV in a studio apart 
from the main auditorium, it was 
possible to dramatize various sclling 
situations on the screen with quick cut- 
backs to speakers giving live demon- 
strations on the platform. It was also 
possible to blow up small exhibits, such 
as packs and showcards, to several 
times their real size. 

At Standard-Triumph, Coventry, 13 
Marconi closed circuit channels form 
an integral part of a new automatic 
routing system for inspecting car bodies. 
The installation is claimed to be the most 
advanced in the world in terms of 
efficiency and rigidity of control. 

Television cameras fulfil several 
functions in the routing and inspection 
processes. At a central control room 
five Marconi 14 in. monitors provide 
pictures from five cameras mounted in 
various parts of the body storage area 
to enable controllers to identify the 
various types of car bodies passing along 
the conveyor belts. 

Any of the remaining eight cameras 
can be switched to the sixth picture 
monitor and this enables a controller to 
keep a close watch. 

Rank Precision have acquired selling 
rights for the American Dage range of 
equipment. With ten different types of 
camera, including a colour film model, 
they claim to offer the widest range at 
present available. 

Beulah Electronics and Neveye TV 
have recently come on the markct 
with low-cost systems for the more 
modest budget. Neveye offer a 
camera for 119 gns. which works 
into any domestic set. END 





cannot tolerate anyone equal to 
him in strength); when he leaves, 
his successor will have to come in 
from the outside but, while he is 
on the job, he and his men will 
produce. 


While there are some who criti- 
cize sclling on the ground that it 
induces many persons to buy things 
which they neither need nor can 
afford, it must be remembered, that 
there are many items which, in 
spite of obvious usefulness, cannot 
be sold in volume through con- 
ventional channels. Thus, were it 
not for organized sales activities 
of the type described, a number of 
flourishing businesses would not 
exist or would be less successful. 


The man with the 
candl2sticks 


In the meantime, the door-to- 
door sales representative has a 
unique and often highly personal 
contribution to make to the cul- 
ture. Not all of his calls upon his 
prospects are resented. In many 
instances, his presentations are 
colourful and dramatic (they must 
be to compete successfully with 
television). He o‘ten brings 
romance and excitement into lives 
which are drab, arid and sterile. 

Typical is the close used with 
great success by one salesman of 
silverware. With his samples, he 
carries two tall candlesticks. As 
he approaches his close. he places 
his gleaming silver place settings 
upon black velvet display pads on 
the dining room table. lights his 
candles and turns out the lights. 
In the romantic atmosphere which 
he has thus created. he makes his 
final pitch. He tells the 
wife. “Madam, there are three 
apocalyptic moments in every 
woman's life: when the man she 
loves tells her he loves her and 
wants to marry her; when she holds 
her first-born in her arms, and 
finally when she looks down upon 
her first sterling silver table ser- 
vice. Sign here madam. Please 
use this pencil and press hard; there 
are four carbons.” END 
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AN RIDDOCH and James Ross 
became business partners in the 
difficult year of 1928. Since 

that time they have seen their 
interests diversify and develop to such 
an extent that eventually their office 
organization, which had not received 
the same expert attention as other 
sections of their business, virtually 
broke down. 

Mainly, they had relied entirely 
upon their own efforts and experience 
with office procedures. This proved 
highly satisfactory during the years 
of steady change and growth, but 
when the company entered a phase 
of more rapid development, numer- 
ous difficulties immediately arose. 

lan Riddoch, who heads sales and 
administration, became _ interested 
in engineering after leaving the 
Tank Corps in 1919. Turning his 
attention from Oxford and a pros- 
pective career in law, he coupled his 
enginecring interest with an 
enthusiasm for racing Zenith motor 
cycles in the 1920s. During these 
years, he met James Ross who was 
production engineer for Zenith. 

Ross had a solid engineering 
background and in 1928 they joined 
forces in the purchase of a small 
business specializing in installing and 
servicing electrical equipment in cars. 

This business occupied extensive 
premises in Chelsea, but left equally 
extensive first floor premises totally 
unused. This waste perturbed 
Riddoch, who solved the problem by 
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buying a small distributing company 
and obtaining agencies for Skill Saw 
and Bosch portable electric power 
tools. The resultant first floor offices 
are still head office for the group. 
As all the tools came from either 
America or Germany, they promised 
to be rather a vulnerable sideline 
in the event cf war, so in 1937 
Riddoch and Ross decided it was 
essential for them to buy a factory 
and produce their own goods. In 
1937, they took a big step forward 
and bought Tarpen Engineering at 
Park Royal. This had been started in 
1934 by two men making generating 
sets. In this small works, Ross 
began to design and develop the first 
of the Tarpen range of portable 
electric gardening tools, a hedge- 
trimmer. 

After the war, Tarpen production 
was resumed, but the manufacturing 
space was soon outgrown as builder's 
tools were added to an expanding 


by Gwilym Jones 


Mr. Riddoch Heals a 
Company Split 


line of gardening equipment. 

From the beginning, production 
and dispatch was centred at Park 
Royal and administration, sales and 
service at Chelsea. This physical 
division within a fairly small com- 
pany was a contributing cause of 
later difficulties. Each place started 
to build up its own traditions and 
systems, not necessarily related to 
the other's needs. The problem was 
further complicated by a marked 
increase in trade in all lines and a 
new line, Tarpen-Strand, increased 
its first year sales by 15 times 
between 1958 and 1960. This 
naturally imposed a severe strain on 
the existing administration which 
had simply grown with the company. 

The company, of course, took 
steps to meet its increasing burdens. 
One example of the increasing work- 
load was customer enquiries, as it 
is not unusual to receive up to 400 
in a Monday morning post. Com- 
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pany policy demands that these be 
answered within 24 hours. To ease 
the pressure on the typing staff, an 
Auto-Typist (automatic typewriting 
equipment) was purchased in 1957. 
This proved to be of great value and 
due to a series of circumstances, the 
company ended up with the agency 
for Auto-Typist sales and service for 
the U.K. This was useful to supple- 
ment the decreasingly important 
foreign power tool business, but 
imposed an additional strain on 
Chelsea office space. 

Riddoch and Ross were forced to 
the decision to move invoice prepar- 
ation, the accounting department, 
stock control recording and certain 
related record keeping to Park 
Royal, where adequate space was 
available. The experienced office 
staff, however, was located at 
Chelsea, where, because of better 
transport facilities, clerical staff was 
easier to obtain in any event. 

The move was a marriage of 
convenience which worked for a 
time, but the system broke down in 
the first peak sales and delivery 
period. Various measures were taken 
immediately, which seemed adequate 
on the surface, but the deeper prob- 
lems associated with the administra- 
tive and organizational difficulties 
inherent in the split between Park 
Royal and Chelsea were not solved. 

At this point, a decision was taken 
to call in consultants to look at the 
organization as a whole and a 
Methods Advisory Service team 
made a preliminary survey. A broad 
analysis of the problems was made, 
and a detailed survey put in hand. 

The consultants saw initially that 
the division of function between the 
Chelsea and Park Royal offices was 
artificial and had been dictated 
mainly by necessity. Basically, it 
was unworkable. It was further 
complicated by a mutual lack of 
confidence between the respective 
offices, caused by an _ incorrect 
transfer of responsibility and an 
inadequate flow of information in 
both directions. 

One example was order procedure. 
The customer's order, received at 
Chelsea, was cleared for credit 
control there although the accounts 
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department was in Park Royal. It 
was entered at Chelsea on a daily 
sales analysis sheet which was 
inadequate in description for a Park 
Royal pre-production and stock 
control analysis, and hence had to be 
re-summarized at Park Royal. At 
Park Royal the second summary 
sheet was prepared and the order 
was given to a copy typist, who was 
responsible for editing, interpreta- 
tion into technical description, 
pricing and typing. The consultants 
felt that this imposed an undue 
burden on the typist, who was, in 
fact, undertaking a semi-administra- 
tive responsibility which properly 
belonged to the Chelsea office where 
sales and customer records were. 

Another example arose in con- 
junction with repairs and service to 
machines. This is carried out at 
Chelsea because the company 
believes that these should always be 
under the control of sales, not pro- 
duction. This is so, they feel, 
because customer complaints or 
machine repairs should be closer to 
a sales department, as a constant 
check on production and as a second- 
ary source of quality control. The 
recording of new machine serial 
numbers had been moved to Park 
Royal with the stock control records. 
This resulted in two anomalies. 

First, the Chelsea repair depart- 
ment, the only department 
requiring serial mumbers,_§ did 
not have them, although the guaran- 
tee cards were returned to Chelsea. 
Secondly, customer enquiries on 
deliveries could not be answered 
because of a lack of accurate stock 
information. Frequent telephone 
calls were made to Park Royal from 
Chelsea, with the resultant com- 
plaint that the Chelsea office dis- 
rupted Park Royal work. Worse, 
customers began to telephone Park 
Royal direct, as they could get 
information more quickly. 

The consultant’s job was made 
more difficult by the severe limita- 
tions in Chelsea office space, which 
dictated that both invoice prepar- 
ation and the accounts department 
were left at Park Royal. A revised 
central filing system and a revision 
of office layout at Chelsea eased the 


space problem somewhat. The 
accounts department, credit control 
and the procedures in issuing credits 
to customers were integrated, thus 
simplifying the process of passing 
documents back and forth between 
the two offices. Serial number 
recording was transferred to Chelsea, 
as were certain types of filing. 

The question of the flow of 
information from Park Royal to 
Chelsea on stock levels and delivery 
dates had to be tackled because it 
had an immediate bearing on cus- 
tomer relations. It was agreed that 
stock levels should be established for 
each type of machine and that 
Chelsea should be notified when 
stock levels fell below certain agreed 
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Office 


administration 


and sales. 


lan Riddoch (left), joint managing director, in charge of general 
Because of the excellent working 


relationship, he and joint managing director James Ross (below), 


Factory 


business 


5 A f stock 
holding would cording to the 
seasona! demand, Chelsea would be 
aware of the figure obtaining at any 
one time and would be able to quote 
delivery dates on any machine known 
to be in stock. When there was a 
stock shortage, the new system was 
designed to accumulate’ orders 
received and correlate these with 
production schedules from Park 
Royal. Customer enquiries could 
then be answered within reasonable 
limits without referring to Park 
Royal for detailed information. 
The major recommendation of the 
consultants was a _ revised order 
procedure which would put back in 
the Chelsea sales office the responsi- 
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cver 


in charge of factory operations, were able to build up a thriving 


But their respective staffs were sometimes working 


at cross purposes 


bility for editing, pricing, inter- 
preting and summarizing daily orders 
received. The intent was to reduce 
invoice preparation at Park Royal to 
a purely mechanical function, limit- 
ing their basic responsibility to pro 
duction and dispatch of machines 
A series of pre-printed ‘ machine 
interpretation slips ’ was designed to 
cover all normal variations of each 
machine. These ensured accurat 
technical interpretation of the cus- 
tomer’s order, including discounts 
given and pricing details. No writing 
was required, all details relevant to 
each order being ticked by an 
experienced clerk at Chelsea, who 
had access to customer sales records 
and discounts to be allowed. 


A pre-printed daily order analysis 
sheet was then prepared in four 
copies, from the correct technical 
description of the machine inter- 
pretation slips. Two copies of the 
analysis sheet were forwarded to 
Park Royal, one serving as the daily 
pre-production analysis shee (thus 
eliminating the duplication of record- 
ing) and the second being returned 
to Chelsea with delivery dates 
marked. The third copy went to the 
sales manager as a summary of the 
day’s orders and the fourth was 
retained by the Chelsea order clerk 
as a control. 

The machine interpretation slips, 
prepared for each order, were 
attached to the daily order analysis 
sheets forwarded to Park Royal. 
Invoice preparation became a matter 
of simple copy typing, whereas a 
check of previous performance had 
shown 23 per cent of all invoice sets 
were scrapped because of errors in 
preparation. From a management 
point of view, dependence upon a 
typist with a technical training had 
been eliminated and responsibility 
had been brought back to the head 
office where it could be correlated 
with sales department control. 

These changes, as well as recom- 
mendations in other areas of the 
business, were put forward only a 
few months ago and are now being 
implemented. Some achievements 
have undoubtedly been realized in 
administration and control. But this 
dynamic business is growing from 
month to month. 

This season, of course, will be tne 
testing time for the new systems. 
The consultants are standing by to 
watch the results. lan Riddoch and 
James Ross are looking forward to 
a better-than-ever sales year, made 
easier by smoother running. END 





Men of Distinction 
Need Not Apply 


Christopher 
Bridgiand 


T is now some years since the 
American journalist William H. 
Whyte caused a stir with his 

book ‘The Organization Man,” 
arguing that the business worid of 
modern America is creating a new 
and subtle form of tyranny based on 
general social pressure to conform 
to a universal standard of mediocrity. 
Most British businessmen have 
managed to convince themselves, in 
the period since it appeared, that 
there is no need in this country to 
worry about his warnings. 

One of the reasons for this is that 
Mr. Whyte laid stress, in his book, 
on the enormous apparatus of bogus 
psychology and sociology which is 
used in America to induce and 
preserve the conformist spirit in 
industry—tests to see whether pros- 
pective recruits to the firm are 
* group-co-operative personalities * 
who will not * rock the boat,’ and 
sociological surveys which give 
specious scientific blessing to the 
idea that everyone’s deepest need is 
to * belong’ and to be accepted by 
his Own group. 

British businessmen are on the 
whole very sceptical of psychology 
and sociology, and so tend to feel 
that Mr. Whyte’s case is valid only 
for America. But I wonder whether 
we are not in fact guilty of encour- 
aging precisely the same spirit of 
conformity by less conspicuous 
methods. Mr. Whyte’s case against 
the psychological personality tests 
was that they gave a veneer of science 
to value-judgments that had nothing 


to do with science. What they do 
express is the American business- 
man’s conviction that the young 
executive ought to be a ‘ well- 
rounded guy” rather than the man 
of concentrated special talent. But 
British businessmen believe this too. 

It has been publicly stated by 
leaders of British industry in recent 
years—for example, by Sir Alexander 
Fleck, the former Chairman of 
Imperial Chemical Industries, when 
he was President of the British 
Association. If the demand for 
* well-roundedness* is capable of 
leading, in America, to a general 
pressure towards mediocrity and a 
penalization of individuality, may it 
not do so here too? If in America 
the pressure is exerted through the 
batteries of psychological tests which 
we find ridiculous, may we not still 
be guilty of exerting the same 
pressure through a general accept- 
ance of the * public school ° tradition 
of unobtrusiveness, loyalty and good 
manners? 

That is not what industrial leaders 
like Sir Alexander Fleck intend when 
they ask for well-roundedness. I 
doubt if it is what American indus- 
trialists intend either. As Mr. 
Whyte pointed out, they are not 
themselves mediocre conformists. If 
they had been, they would never have 
been able to build great industries. 
Nor are most of them so foolish as 
to believe that their enterprises can 
survive on their own initiative alone; 
they do not, when they think about 
the matter seriously, want to sur- 
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round themselves with * Yes-men,’ 
or men who always play safe. 

The trouble is that recruiting in 
industry is, of necessity, seldom done 
by the men at the top; it is done for 
them by professional staff men or by 
administrative heads of departments 
who tend to interpret the demand for 
* well-roundedness* as malleability. 
They often have every excuse for 
doing so: their masters are not 
always as clear in their meaning as 
the late Chairman of 1.C.1. 


The egg-heads and the 
long-haired 

In their private conversation, if 
not in their public utterances, indus- 
trial leaders frequently express the 
rather than the 
enlightened side of their natures and 
it with some violence. In 
America, breathe fire about 
anti-social introverts, ‘ egg-heads’ 
who disturb the good spirit of the 
team, or people who ‘rock the 
boat *: here, they make caustic 
remarks about people with long hair, 
chips on their shoulders, or rough 
edges. But they themselves do not 
take their remarks very seriously. 


conservative, 


express 
they 


In practice they show regard for a 
man with the spark of ability and 
initiative however long his hair. Mr. 
Whyte suggests that the same is true 
in America, although there more 


lip-service is paid to the ideal of 


group work (in science, for example). 
Further down the line, professional 
staff men and administrators are not 
always aware when their masters 
do not take their own utterances 
seriously. 

Such men of the middle ranks are 
often plagued with inner insecurity. 
Correspondingly, they lack initiative 
and tend to ‘play safe" in inter- 
preting the desires of the men at the 
top. So it is the conservative 
qualities of the leaders, rather than 
their flair and initiative, that are 
built into the recruiting system and 
the general disciplinary policy of the 
main industrial structure. This 
tends to mean that industry is 
recruiting less and less people who 
will be capable of leading it in the 
future. 
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Mr. Whyte’s main message was 
that the * organization spirit’ is not 
only immoral from the point of view 
of the higher interests of human 
beings, but also, in the long run, 
stultifying for industry itself, inas- 
much as creativity depends on 
individual freedom. Where his 
analysis failed was in_ treating 
organizational conformism as a new 
phenomenon. 

In the perspective of human 
history as a whole, individualism of 
any form is rare. When we study 
society in detail, it becomes clear that 
even cultures with the appearance of 
being individualistic are seldom 
genuinely so. For example, the 
English pioneers in the age of the 
first Elizabeth are often cited as 
thorough-going individualists. Yet 
the writings of people like Shakes- 
peare or Raleigh assume that men 
think of themselves and fee/, more 
like cells in the social body. 

This has been true of all the civil- 
izations of history. It is true even 
of movements of rebellion. Think of 
the Teddy-boys. In appearance they 
are rebels against conformity but 
their own conformism is rigid. Social 
workers report that the Teddy-boy 
may be at odds with society at large, 
but his whole life is governed by 
identification with his gang. He lives 
as a cell in that body. If he is cast 
out he suffers something like an 
inner death. He will go to absurd 
lengths to prove his loyalty, even 
committing crimes he does not want 
to commit at all. 


Reversion to an 
ancient disease 
The ‘ organization man’ is not 


something new. He is the symptom 
of reversion to a disease from which 
human society has always suffered— 
that of achieving social unity and 
stability by submerging individuality. 
If we fight this disease, 
genuine psychology might be a help 
rather than a hindrance. 


are to 


The root of the conformist disease 
is personal insecurity. This produces 
a sense of guilt in relation to the 
group—the kind of guilt feeling that 
can lead sane, intelligent people in 


Russia to flagellate themselves pub- 
licly for deviations. Insecurity makes 
people in big business organizations 
prepared to accept the repeated 
disruption of being moved about 
from place to place as * grooming’ 
for more senior jobs—and then leads 
them to impose, sometimes meaning- 
less, similar moves on others in turn. 
The industrial tyrant of the old days 
of ‘rugged individualism’ in 
America was bad enough, Mr. 
Whyte comments, “ but at least it 
could be said of him that what he 
wanted primarily from you was your 
sweat. The new man wants your 
soul.” This can happen in British 
business too. 


A world of rugged 
individuals 

To combat this spirit bussines 
leaders must build security into the 
people they work with. The starting 
point must be the determination not 
to pass on their own insecurity, 
There is no reason, for instance, why 
it should not be possible for the man 
at the top to discuss the darker 
possibilities of the future without 
sending waves of jitters through the 
whole firm. If those lower down the 
scale are leaders in their own right, 
as they should be, they will carry 
their own anxieties like men, and not 
try to prove their worth in a craven 
fashion, by making others below 
them miserable, like hens with a 
pecking order. 

The final goal is a business in 
which men at all levels are * rugged 
individuals, and harmony _ is 
achieved by rational persuasion, 
perhaps even by rational discussion 
and bargaining, but not by the sort 
of loyalty which depends mainly on 
feeling identified with the organiz- 
ation. Ultimately, businessmen only 
identify themselves with the organi- 
zation and require the same loyalty 
from their subordinates, because 
they feel insufficiently significant in 
their personal lives outside business 
altogether, but so long as_ this 
happens industry will stifle human 
creativeness and cut itself off from 
its own greatest source of prosperity. 

END 
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Young Man 
t Decisions 


by Francis Odle 


USINESS would not be what 
B it is without unpredictable 

situations. Every executive 
knows the feeling ‘If I only knew 
what decision to take!’ But the 
value of scientific techniques of 
thought and action, designed to 
take some of this uncertainty away, 
is still keenly disputed 

The scientist can easily prove 
that ihe businessman is not making 
the best use of his resources, but 
the businessman can always smile 
back: ‘All very well, but it has 
worked the way we do it, and are 
you sure that the changes you pro- 
pose will be any more efficient or 
profitable in the long run? ’ 

At one extreme stands the 
prisoner of experience, wedded to 
the rule-of-thumb approach ; at the 
other, the prisoner of theory, with 
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At 35 John Stringer can talk about changing his 


industry as other men talk of changing their jobs. 


His is the science of decisions and it is universal 


some absolute solution. Between 
the two, what choice is the sensible 
manager to make? And how is 
the scientist to put his ideas into 
practice? 

The scientist has a double task. 
He must put aside his own pre- 
conceived notions of the problem, 
and he must tactfully remove those 
of the businessman. His proposals 
must emerge from the closest study 
and analysis of the facts and 
figures. They must take no heed 
of the many subjective factors 
which influence many mana- 
gerial decisions. Perhaps the most 
useful contribution the scientist has 
to make is the cold, dry light he 
casts on the reasons why certain 
decisions were made at all. 

Operational research has been 
defined by Sir Charles Goodeve as 
‘the use of scientific methods in 
providing executive departments 
with a quantitative basis for 
decisions regarding the operations 
under their control.’ Its wider 
application since 1938 has coincided 
with three main developments: 
the improvement of such tech- 
niques of recording and analysis 
as electronic computers and 
the mathematics of probability; 
improvements in understanding the 
nature of control and communica- 
tion and finally, improvement in 
the practical application of these. 

OR progress made during the 
war was significant. There could 
be no place for emotion, incon 
sistent policy, or inaccurate assess- 
ment in one of its most useful 
applications ; evolving the best use 
of available resources to defend 
our convoys from U-boat attack. 

Some valuable results have been 
achieved since the war on studies 
in which John Stringer, the present 
head of OR at the Central 
Electricity Generating Board, has 
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been engaged. His relatively short 
career, covering experience in four 
industries, convincingly illustrates 
what the science of decisions can 
accomplish. 

After taking a first-class in 
Mechanical Sciences at Cambridge 
in 1945, he began his career in 
aviation, spending three years at 
the Ministry of Supply’s Marine 
Aircraft Establishment (as a junior 
scientific officer) on research into » 
the stability and control of flying- 
boats. At 23 he left there to go 
to the British Iron and Steel 
Research Association as a scientific 


THEORY OF 
QUEUES 


LINEAR 
PROGRAMMING 


DYNAMIC 
PROGRAMMING 





officer, specializing in research on 
utilization of fuels and operational 
studies in steelworks. In his next 
job, at London Transport, he 
worked from 1950-55 as senior 
scientific assistant on OR projects 
and on general assistance to the 
director of research. Then in 1955, 
at the age of 29, he went to his 
present post. 

The move to BISRA_ was 
decisive. Stringer explains: “ The 
course of work I did there on fuel 
consumption of furnaces led to the 
studies of sequences and the timing 
of the movements of ingots from 
process to process. OR was very 
much in the air at BISRA in those 
days and several other projects 
were going forward. Sir Charles 
Goodeve, the director (of BISRA) 
had a lot of wartime OR experi- 
ence, and was keen on. this 
approach to industrial problems. 

continued on page 128 


[Problems of flow, capacity and conges- 
tion (e.g. 


stocks of work-in-progess) 


A mathematical method for planning 
inter-related activities to meet require- 
ments, making the best use of the limited 
resources available (e.g. mixing animal 
feeding-stuffs to meet specifications; 
shipping goods from several depots to 
numerous customers) 


A technique for finding the sequence of 
decisions which will give the best result 
over-all (e.g. production schedule where 
partly finished products could be sold at 
various stages of manufacture) 


Shows how best to run operations in 
which chance plays a part. A numerical 
representation of the operation is ‘played’ 
repeatedly like a game of chance 


|The mathematics of probability. Theory 


MATHEMATICAL 
STATISTICS 


of queues; tactics 
| searching; distinguish between ‘real’ and 


of sampling and 


. ‘chance’ effects 
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Has the High 


Away from the congested central area shoppers 

park their cars unmolested by police. The High 

Street has had its day even in smaller cities like 
Portland, Oregon 
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Street Had its Day? 


With out-of-town centres mooted at places like Croydon and 
And they 


do not hold out much hepe for the main street shop, 


Watford it is worth looking at American trends. 


says marketing adviser Aubrey Wilson 


N America, the speed with which 
one form of distributive 
enterprise takes over methods 
inaugurated by different competitive 
forms is a tribute both to the flexi- 
bility of the system and to American 
courage. 

The chain stores’ development of 
the supermarket technique, the inde- 
pendent stores’ penetration § into 
discount store type of selling and 
organization into chains, the variety 
chain stores’ excursion into credit 
and mail order selling—all cut across 
established methods. To quote 
Professor Malcolm McNair of Har- 
vard, “* everyone is in everyone else’s 
business.” 

This may appear to be a picture of 
chaos, but there is nothing chaotic 
in the developments of American 
distribution in recent years; and the 
dynamic of one development is 
matched by the decline in other 
methods so that the over-all picture 
has, in fact, a true logic and trends 
that can be clearly defined. Distri- 
bution, just like all other forms of 
economic activity, sooner or later 
balances needs with resources. 

Thus the new out-of-town 
shopping centres, which both statis- 
tically and physically force them- 


seives upon any observer of the 
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American scene, are matched on the 
opposite side by the rapid decline of 
the recently prosperous central shop- 
ping areas. These twin developments 
are undoubtedly the most far 
reaching changes to have taken place 
in the last decade in America. 


The two-car 
family 

The increasing traffic congestion 
and lack of parking areas in central 
areas, allied to the financial and 
physical abilities of families to shop 
at less frequent intervals, have been 
motivating factors in the move away 
from towns of the shopping areas. In 
addition, the existence of two-car 
families makes the out-of-town shop- 
ping centre not only practical, but 
far more convenient than the trad- 
itional City shopping area. The 
traffic warden reduces mobility in 
New York or Chicago just as in 
London. 

The centres provide one-stop 
shopping for the whole family, free 
parking, protection from commercial 
and other traffic, and a complete 
selection of goods and services—none 
of which can be associated with city 
shopping districts. The centres are 
looked upon favourably by the towns 
because of the added tax revenue 


they provide and because they 
encourage home building in the area. 
They also bring in new industries and 
provide more full time and part time 
employment for the local people. 

The traders too find considerable 
advantage in out-of-town shopping 
centres. They like the security that 
stems from the growths and con- 
tinuity of trade when conducted from 
premises designed for the motor car 
age. Furthermore, experience shows 
there is an excellent chance of show- 
ing a profit even in the first year of 
operation. 

The effect of their success can 
clearly be seen in the central areas. 
A department store in a main shop- 
ping area in Boston has stood empty 
for 24 years. In New York City 
between 1957 and 1958 five large 
department stores closed down. In 
smaller cities all over the United 
States from Buffalo to Denver and 
from Portland to Knoxville the much 
sought after positions in the main 
downtown shopping centres now 
stand available or are in_ the 
possession of shops never previously 
able to afford to operate on those 
once high cost sites. 

The development of the out-of- 
town shopping centre has been so 
rapid and successful that it tends to 





overshadow other important devel- 
opments. 


Fewer branches, 
bigger turnover 

The days of the ubiquitous chain 
store with branches everywhere 
appear to have passed.. Much 
rationalization in branch siting has 
taken place and while the number of 
branches has been cut, turnover of 
the chains has continued to rise. One 
of the oldest of all the chains, The 
Great Atlantic and Pacific Tea 
Company (known as the A. & P.) 
has, in 30 years reduced its branches 
from over 15,700 with a turnover of 
$1,006 million to fewer than 4,200 
branches turning over in excess of 
$5,000 million which, even allowing 
for the effect of inflation, represents 
a very considerable trading improve- 
ment per store. The ‘ empire-build- 
ing’ days are passed. 

Another important downward 
trend has been in mail order trading. 
The actual recession in trading has 
halted but orthodox mail order 
operation now forms less than 12 per 
cent of the major mail order houses’ 
operation. The remainder of their 


business comes from retail oper- 
ations, telephone catalogue selling 
and from catalogue order offices. 
Combined catalogue selling from all 
sources does not equal retail store 
operation so that although firms 
like Sears Roebuck and Montgomery 
Ward are still thought of primarily as 
mail order houses, the bulk of their 
turnover and income accrues, in 
fact, from chain store operations. 
It is by no means clear whether the 
tendency has, in fact, reached its 
furthest point. Certainly catalogue 
order offices are expected to continue 
to increase their contribution to total 
sales so that it might well indicate 
that orthodox mail order will con- 
tinue to decline absolutely and 
relatively. 


A new trend which shopkeepers 
are watching with nervous expectancy 
is the movement which began in 
New England as * mill stores.’ These 
were originally old factories and 
mills converted into rough and ready 
warehouses selling soft goods to 
the public on a supermarket basis. 
They are, in fact, the children of 
both the discount house and the 
supermarket. Mass displays, no 


Computers Gatecrash the Factory 


When the automatic data pro- 
cessing seers predicted several 
years ago that the future of the 
computer lay in the control of 
factory as much as office pro- 
cesses, the world of business gave 
a shrug of disbelief. 

Events seemed to justify the 
shrug. Almost all the important 
applications since then have been 
in office techniques—payroll, stock 
control, analysis, and so on. True, 
some progressive companies have 
hired time on computers for pro- 
duction programming, but the 
computer stopped there. 

Last month Ferranti announced 
that one of their most advanced 
computers, the Argus, is to control 
the starting up and shutting down 
of a giant boiler at the new West 
Thurrock, Essex, power station. 
Probes, controllers and instru- 
ments from hundreds of points 
throughout the plant will feed 
information to the computer 
about temperatures, pressures, at 
various points. All this enables 


safely whenever necessary. 


the computer to bring the plant 
on load in the shortest possible 
time and shut it down quickly and 
The 
result is maximum efficiency from 
fuel. 

Another Argus has been ordered 
by ICI to control a chemical plani 
at Fleetwood in place of 100 
conventional devices. 

In the control of machine tools 
also, ADP, slow to gain ground, 
is showing real promise. EMI 
over the past five years have 
developed their system for con- 
trolling machine tocls by punched 
paper tape. Now they have per- 
fected a system which foresees an 
error in the tape programme. 
Thus the chance of destroying a 
workpiece—which might be worth 
thousands of pounds—is negli- 
gible. 

During the past six months 
alone Ferranti have received 
orders to the value of £350,000 for 
their machine tool control systems 
and inspection machines. END 


service, clear pricing, cash and carry, 
cut prices and ‘ loss leaders ° are the 
principal trading policies which are 
attracting considerable custom. 

Although not yet listed statistically 
as a separate type of retail operation 
by the Department of Commerce, 
there is ample evidence of their rapid 
increase in both the number of units 
in operation and the total volume of 
sales achieved. Leaders of retail 
opinion—Professor McNair among 
them—regard the emergence of the 
soft goods supermarket as the most 
significant single trend in American 
distribution today. 

Automatic vending. known for 
some years to be one of the great 
growth sectors of distribution, in 
1959 became a $2} billion industry 
with nearly 6,000 operators con- 
trolling 4 million machines. Growth 
has not been so much from the 
traditional lines of tobacco goods 
and confectionery but from the 
vending of hot drinks. The number 
of liquid vendors in use has increased 
fourfold in five years. New 
technological breakthroughs are 
occurring yearly, from banknote- 
accepting coin changers that can 
reject forgeries, to machines that 
dispense individually brewed cups of 
coffee. Vast mew markets are 
opening before the industry—again 
not from traditional sources such as 
stations and bus terminals, but from 
in-plant feeding in _ industrial 
concerns. 

Within short space it is not possible 
to do more than list other exciting 
developments; in voluntary pur- 
chasing groups, the legitimizing of 
the discount houses and the discount 
activities of the department stores, 
automatic goods handling and even 
automatic shopping. 

The dynamics of the American 
economic system must perforce cause 
turbulence and change through all 
its agencies. It follows that a perfect 
system of distribution with all the 
channels performing solely their new 
or old traditional functions, will only 
ensue when the American economic 
system has spent its force. This 
observation applies as much to the 
European or British economy as to 
the American. END 
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The Top Secret of 
Management 


To understand the principles 


good: to know men is better 


by Oswald Ware 





Clement Wilson, chairn:an of Robert Wilson and Sons 
(Food Industries, Limited) was asked to comment on 
these nine principles of organization 


Each employee should have only one boss and should 
know clearly who he is 


Subordinates should know to whom they are answerable 


A man should have enough authority to fulfil his 
responsibilities 


As much work as possible should be delegated 
The chain of authority should be short 


Each employee should be confined to a single main 
function 


Advisory staff functions should be distinguished 
from authority 


An executive's span of control should not be beyond 
his capacity to supervise 


A superior should be held responsible for work delegated 
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of organization is 


Clement Wilson laid on the 
low table in the hotel lounge 
where he was sitting, a statement of 
nine principles of business organ- 
ization that had been handed to him 
for comment. He tapped the docu- 
ment with his forefinger and repeated 
emphatically, “‘I agree with every 
one of them.” 

“ But,” he said with still more 
emphasis, “ no principles of manage- 
ment are a substitute for knowing 
men. That is the heart of the matter.” 

Mr. Wilson founds his business 
philosophy on faith in human nature. 
In an interview with Busmvess he 
agreed that this could lead to mis- 
understandings. Self-satisfaction was 
a perennial temptation and there werc 
undoubtedly men who would accept 
what they regarded as his idealism 
and lull themselves into a false sense 
of security, forgetting the equally 
important but more irksome question 
of efficiency. 

Faith in human nature must be 
realistic. It must go hand in hand 
with knowledge of human nature. 
The kind of principles and theories 
of management that were being so 
much discussed nowadays were an 
assistance, but they were more a 
foundation upon which to build than 
a complete system in themselves. 


™ ] agree with them all.” 





Yet there were far too many firms 
that were not within reach of them. 
He wished that everybody in a 
managerial position could be induced 
to use them periodically as a standard 
for self-examination. 

Why, he asked, had management 
suddenly become so self-conscious 
about itself that it was working out 
lists of principles at all? Was not 
this something new? 

Fifteen or twenty years ago, he 
agreed, management had not been so 
self-conscious about its role as it was 
now. What had made the difference 
was the rapid rate of change. More 
particularly during the past five 
years, there had been a tremendous 
transition. There had been all these 
take-overs and mergers. Heads of 
great industries nowadays wielded 
more power than that of monarchs 
not long ago. They controlled tens 
of thousands of men and vast 
resources. 

This vast scale of industry had 
given the human problem its new 
significance. In these huge organ- 
izations men’s work could become 
stereotyped and they could lose their 
individuality. His own firm he 
regards as medium-sized and he is 
well content that it should remain so. 

““ Many executives in bigger firms 
will gladly join smaller companies if 
they get the chance,” he said. 
“ These are the men who appreciate 
the benefits which the small firm can 
confer; the sense of independence, 
the closer human contacts and the 
feeling of increased participation.” 
He agreed that such benefits were 
not lacking in all large firms and also 
that not all smaller and medium- 
sized firms had them. It was easier 
to provide them in the smaller com- 
pany but it was a mistake to think 
that such advantages naturally 
existed there. They had to be 
created and to be maintained. This, 


Environment is important, 
says Clement Wilson. So his 


company’s head offices are housed 


in beautiful Skelmorlie Castle, 


overlooking the Clyde 


therefore, was one of his prime 
objects. 

All five of the firm’s factories are 
situated in pleasant rural areas and 
the head offices are at Skelmorlie 
Castle which stands on a hill over- 
looking the lovely Firth of Clyde. 
A score of gardeners are employed 
to keep the grounds around the 
factories in good condition. 

“ Environment is very important,” 
he explained. “I find also that 
country people have a deeper under- 
standing of life than those of the 
towns. They are naturally intelligent 
and more co-operative.” 

But the choice of sites was not 
determined solely by these consider- 
ations. A garden suburb, for 
instance, would not satisfy because 
this would not serve the purpose Mr. 
Wilson had in mind, which is the 
establishment of a genuine indus- 
trial community. “A man derives 
a sense of community both from the 
place where he works and the place 
where he lives,” Mr. Wilson 
declared. “It is my aim to help 
identify these two, one with another, 
so that the individual will feel he 
belongs to a really integrated society. 
A sense of belonging is equally 
important in working hours and out 
of them.” 

In the huge and impersonal enter- 
prises now coming into existence 
men felt themselves powerless in the 
grip of forces that cared nothing for 
them. They became afraid and this 
helped to create an unhappy atmos- 
phere. The sense of belonging and 
of participating significantly was 
incompatible with the scale of many 
modern industries. 

If carefully observed, these nine 
principles would help men to know 
where they stood and that would 


minister to their sense of security. It 
was no less important to pay 
scrupulous attention to recruitment 
and promotion. Haphazard selec- 
tion left happiness in work to chance 
and jeopardized the whole future 
of the firm. All down the line in 
Mr. Wilson's firm job placement has 
high priority. ‘“* For instance, it is 
no use promoting a man above his 
ceiling,” he said. “* It is bad for the 
firm and worse for the individual 
himself.” There was the man, for 
instance, who had been unable to 
grow commensurably with the 
growth of his department, or the one 
who had been extremely successful 
as head of one department but was 
lost when given charge of several 
departments or subsidiaries. 

““In the last resort, the art of 
management is the art of selecting 
and managing men,” Mr. Wilson 
said. The technical side was of great 
importance today. His own Re- 
search and Development Division 
was an alert and active group. His 
company made great use of outside 
consultants and the directors and 
chief executives travelled the world 
over seeking new ideas. He himself 
was fascinated by the processes of 
production. 
also, had an obvious 
importance. Profits proved in one 
way—perhaps the most readily 
acceptable way—that the company 
was contributing to society; that it 
was, in fact, successful. They also 
showed that the practical ideas of 
the leaders were combined with 
straightforward business efficiency. 
But in the end, to have insight into 
“the hungers, hopes and joys, 
jealousies and fears of men” was 
the secret of good management. 

END 
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by Clifford O. Rhodes 


A Computer Helps to 


Trace the Flow 


of Sales 


T is rare, as yet, for a computer 
to be such a vital element in the 
development of a firm’s oper- 

ations as it is in those of the A. C. 
Nielsen Company, Limited, of 
Headington, Oxford. More usually 
the machine is introduced to improve 
the efficiency of an existing system. 
Nielsen’s have realized that it could 
considerably widen the scope of 
their effectiveness. Their work as 
market specialists has 
assumed new characteristics and new 
proportions as they have learned 
how to exploit it. Their IBM 650 
installation is the heart and stomach 
of a great organization that would 
have serious difficulty in continuing 
its present services without it. 

What size of clerical staff would be 
needed in case of necessity and 
whether, if deprived of the instal- 
lation, the firm’s operations could be 
economically carried on are academic 
puzzles that would not justify the 
prolonged work-study required for 
their solution. Certainly the magni- 
tude, accuracy, speed and complexity 
involved are very great. 

Time is of especial importance. 
The main function of the firm is to 
measure the flow of branded goods 
through various categories of retail 
shops throughout the country and 
keep the client manufacturers in- 
formed. This enables the manufac- 
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research 


At the start of the process 
Nielsen auditors check the 
stocks in the retail shops 


Market 


research 


on a nation-wide 


scale is a complex operation in which 


speed and 


A 


importance. 
its efficiency 


turers to make their arrangements 
for advertising, selling and distri- 
bution on the basis of reasonably 
precise information instead of having 
to make guesses against a_ back- 
ground of rough and ready estimates. 
But while the service is valuable 
for long term policy-making as well 
as for short-term planning its full 
usefulness depends on being well 
up to date. The Nielsen system 
provides a two-monthly report. The 
function of the computer is to reduce 
to order and intelligibility masses of 
data collected from all parts of the 
country. The computer contracts 
the time between the collection of 
the data and the delivery of it in 
digestible form to the clients. 


accuracy are of 
computer 


vital 
increases 


Nielsen’s surveys cover four 
branches of retailing: grocery, 
chemists, tobacco and confectionery. 
The grocery trade alone has 146,000 
retail outlets and provides a good 
example of the firm's operations. 
Obviously all these outlets cannot be 
checked individually. Instead, a 
sample is taken on the basis of 
regions correlated with the Govern- 
ment distribution figures. Altogether 
the sample comprises 900 grocery 
shops, which are enough to yield 
usable and accurate data. The sample 
from each area is balanced by in- 
cluding a due proportion of different 
kinds of shop such as multiples, 
co-operatives and independents. 

Continued on page 95 
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Another new Gestetner goes into action as your Gestetner representative 
takes his leave. He'll make a regular call . . . quite free of charge . . . every month 
for the life of the machine, and he’ll bring his unrivalled knowledge of duplicating matters. 


Install a Gestetner duplicator, and you acquire a share in the know-how 


of the world’s finest manufacturer of duplicators. 


What else do you get? You get an office 
machine with tremendous profit potential, 
jturning out rush jobs at high speed, prestige 
jobs at low cost. Send now to learn how 
Gestetner can help you in your business. 


GESTETNER DUPLICATORS (B.S.0.) LIMITED 
GESTETNER HOUSE, 210 EUSTON ROAD, 
LONDON, N.W.1, EUSton 7021 


fZ4 


qn an an ewan wee en ewer ees Oe eee 
Please tell me more about the Gestetner process, 
and send samples of Gestetner duplicating. 
NAME 


ADDRESS 
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PLANNING & PROGRESSING 


The ELITE—a NEW MAGNETIC 
Board, providing a clean, un- 
cluttered picture in the smallest 
area—100 horizontal lines in 25} 
in.! Easily set up. Easily altered 





DRAFTING 


The Nike/Jenny System for Draft- 
ing with Reference Table. Beauti- 
fully balanced and rigid (no floor 
fixing) every adjustment including 
azimuth is smooth and silent. With 
several exclusive features the Nike; 
Jenny is the most TIME and 
SPACE SAVING SYSTEM ever 
evolved 


PLAN FILING 


Another TIME and SPACE SAVING SYSTEM 
THE GABS HiGH CAPACITY Suspended Plan File 
Providing: “perfect drawing protection; ‘instant 
access to every single drawing; “amazing capacity 
up to 3,000 sheets 40 in. by 30 in. in less than 15 
square feet compared with horizontal filing: *and 
many other aids to plan filing efficiency 


SEE our STAND at the “ENGINEERING & MARINE” 
Exhibition, Olympia. 20th April—4th May 
@ TICKETS on request. Write for fully illustrated brochure 


M BC (OFFICE SYSTEMS) LTD 


31 CROUCH STREET COLCHESTER + Je/lephone COLCHESTER 75874 
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INTERESTED 
IN REDUCING 
MAINTENANCE 
COSTS ? 





The liquid plastic dressing that gives 


PROTECTION UNLIMITED 


CO-SEAL completely seals floors, walls 
and roofs of plants, factories, offices, rest 
rooms and garages. Ihe result—less time 
and money spent on building maintenance; 
more labour and money tor productive 


operations. Here is why CO-SEAL can 
give PROTECTION UNLIMITED:— 


STEWART WALES, SOMERVILLE LID. 


PLASTICS TECHNOLOGISTS 
CALDERBANK HOUSE - 99 BROWNSIDE RD. 
CAMBUSLANG, LANARKSHIRE 
Telephone: CAMBUSLANG, 1767 


®@ Abrasion resistance four times 
greater than competitive pro- 
ducts (proven by tests carried 
out by independent research 
authority). 

@Applies like paint using 
brush, roller or spray—no 
skill required 

@Eliminates dust from con- 
crete—dampness from walls 
and roofs 


@ Inhibits mould growth on 
asbestos—restricts bacterial 
and algae growth 


® Resists ravages of acids, al- 
kalis, grease, oils, heat, frost, 
hot and cold water. 


®@ Reduces condensation by in- 
sulating porous surfaces e.g. 
asbestos roofs 

® Non-p 0isonous—complies 
with Food Hygiene Act— 
safe for food storage and em- 
ployee 

® Non-slip matt finish—touch- 
dry in 30 minutes, trafhc- 
dry in 4 hours 


®Decorates as it protects— 
available in Terra Cotta, 
Privet Green, White, Clear 
Gloss and numerous pastel 
shades. 





STOP RUST! USE 


BAWALLOY 


LIQUID METAL ALLOY 
The greatest advance in ferrous metal 
protection since galvanizing—at one 
third of the cost. Incombustible, 
durable, attractive, easy to apply. 


rust from the door — use 
VALLOY 


Write now to Dept. B for full 

descriptive literature. 
CC) GALVALLOY [} CO-SEAL 
C] BOTH PRODUCTS 


NAME 





ADDRESS 











Computer Helps to Trace 
Flow of Sales 
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Having obtained the collaboration 
of the shops, Nielsen’s representa- 
tives visit them once every two 
months to audit their stocks of 
certain carefully selected product 
classes. Since any errors in the 
sample will be multiplied several 
times over when expanded to univer- 
sal level maximum accuracy is 
essential. The odd half-case of tins 
or packages forgotten in an out-of- 
the-way corner has to be raked out. 
A very friendly relationship exists 
between the managers and the 
auditors and this undoubtedly helps 
in the thoroughness of the audit. 
Invoices are then inspected and 
recorded and finally turnover is 
obtained from the proprietors. The 
grocery audit alone is divided into 
some 60 or 70 product classes, each 
of which may include a score or more 
of separate items. The printed audit 
sheets comprise 1,200 headed 
columns. The grocery audit, in 
fact, occupies more than _ 100 
auditors for eighteen working days. 

At the end of this stage the com- 
pleted audits are forwarded to head 
office where 100 girls, organized into 
teams on an incentive basis, check 
the arithmetic of the auditors, using 
a battery of comptometers for the 
purpose. At the next stage a team of 
25 girls transfers this material to 
punched cards which are taken to 
the tabulating department where 
further checks are imposed. 

Subsequently the computer takes 
over. The card material is trans- 
ferred to the drum and the expansion 
factor is applied to the data. In 
other words, the figures of the sample 
are multiplied until they represent 
symbolically the total trade for the 
entire country; the microcosm 
becomes the macrocosm. Then the 
mass of data is broken down 
according to a programme and 
ultimately reappears on another set 
of cards ready to be prepared in the 
form required by the clients. Alto- 
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Finally, market research specialists explain the data to the clients 


gether each product class goes 
through the computer six times to 
yield the various categories of the 
breakdown. This is the big operation 
for which the Nielsen Company 
exists. 


Watching the progress 
of competitors 


Computer language has to be re- 
translated into legible language and 
this is done by an IBM 407 
Tabulator. The magnitude of the 
whole undertaking is shown by the 
fact that three million cards have to 
be punched every 60 days. In the 
basement below the office block a 
total of 25,000,000 punched cards 
are kept in a library. 

What now remains to be done is 
the reproduction of the information, 
together with charts that display it 
graphically, in a form suitable for 
submission to the firm’s clients. 
This, in itself, is a considerable 
operation requiring the care of a 
skilled staff. The figures and the 
graphs are built into books designed 
for convenient reference. Here, 
again, every stage is checked and 
studied by market research 
specialists who finally hand over the 
books to the clients. 


As the two-monthly succession of 
these books arrives on his desk a 
sales manager, for instance, can see 
at a glance, as he flicks over the 
pages, how the market is faring. He 
will note that stocks are building up 
in one region and are dangerously 
low in another; that one type of shop 
is more successful than another with 
certain brands and what the seasonal 
fluctuations are. Similar information 
about his competitors stares up at 
him from the charts so that he can 
make the comparisons that are so 
important for him and take such 
measures as the situation demands. 
All this comes before him in a regular 
flow. 

How this can assist manufacturers 
was shown by an incident noted in 
an article on ITV advertising in the 
November issue of Business. The 
proprietors of a certain line of 
branded goods could not understand 
why an intense television advertising 
campaign in a certain area produced 
negligible results. The survey 
revealed that only 25°% of the retail 
shops in the area stocked the particu- 
lar line. Potential customers could 
not obtain the goods when they asked 
for them. The importance of the 
time factor in a case such as this is 
evident. END 
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PAPER ROLLS ss conc» AUTOMATION 


PAPER ROLLS- 

for use with adding, 
accounting, calculating and 
statistical machines, electronic 
computors and cash registers, 
ticket issuing machines used in 
transport and entertainment 


PAPER ROLLS plain, printed. 


perforated and gummed 








catalogue 
listing 200 films 


and filmstrips 


on travel and transport 
subjects — many in colour 
and all on free loan from 
British Transport Films 


Chief Officer (Films) 


British Transport 
Commission 


25 Savile Row London W1 


~ HUCKNALL ROAD, NOTTINGHAM - Telephone : 61088/9 


———— ——— 








try 
contract 
hire 


You can equip your selling staff, without capital 
outlay, with brand new cars of your choice or 
with current models from £3 10s. per week—all 
maintained together with fleet administration and 
road fund licence. 


As full tax allowances can be claimed, Contract 
Hire is the most convenient and economical 
method of putting a Sales Force, large or small, 
into the field, and BEAR are the acknowledged 
experts in this highly specialised service. 


Send for details and quotations 


BEAR 


BRITISH-EUROPEAN AUTO RENTALS 


24 Widmore Road, Bromiey, Kent. Tel: Ravensbourne 6633 
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How’s this for 


copier value! 


Dry permanent copies. 
Made on inexpensive non-photo- 
graphic paper. 


Five copies in a minute for only 
2d. each—additional copies with- 
in seconds. 





Reproduces originals printed, 
written or drawn in any colour. 


£42 
Kodak Verifax Bantam 


How’s ruts FOR VALUE? The Kodak ‘Verifax’ 
Bantam Copier costs only £42. It’s so cheap to run 
that it pays to have one in every department. Any- 
one can learn to use it in a few minutes. It takes no 
more space than a typewriter, weighs only half as 
much. Find out more about the ‘Verifax’ Bantam 
Copier by posting the coupon today. 


Verifax’ is a Registered Trade Mark 


COPIER 


SEND THIS COUPON FOR DETAILS TODAY 


Kodak Led., Dept. 825, Office Copy Sales Division 
Kodak House, Kingsway, London, W.C.2. 
Please send me details of the Kodak ‘ Verifax’ Bantam Copier 
| NAME 
POSITION 
FIRM OR ORGANISATION 


ADDRESS 





Capital Motors 


They all say it! 
*"We do appreciate CAPITAL service” 


THE CAPITAL ANNUAL REPLACEMENT SCHEME 


* A NEW Plan which solves 
Company Car problems 


%*& COSTS can be as little 
as 7/6 per day 


SOME OF THE ADVANTAGES OF THE ANNUAL REPLACEMENT SCHEME 


This scheme, which offers a new car every year, is a 
planned, systematic method of dealing with Company 
car replacement, especially designed for those to whom 
reliable transport is a first essential. 


When Capital Motors supply your new cars we agree 
to buy them back in a year’s time. 


The price is fixed in relation to the cost of each new 
replacement car and the mileage covered by the old car. 


To begin the scheme we shall gladly quote for the 


Part Exchange of your present cars. The change-over 
to annual replacement scheme may be spread through 
several years, or completed in one transaction. 


The annual depreciation is fully allowable for tax 
purposes. 


Write or phone (without obligation of course) and 
we will send you by return full details, a copy of form 
of agreement and terms, together with catalogues and 
price lists of the latest Vauxhall models. 


CAPITAL MOTOR COMPANY LTD., REMINGTON STREET, CITY ROAD, LONDON, N.1 CLErkenwell 7456 
TOTTENHAM LANE, HORNSEY, LONDON, N.8 MOUntview 3451 


DISPLAY ee 


BINDERS 


WHITE & FARRELL LTD. Caroline Street Hull 


SS We will gladly estimate for other sizes, and ail types of P.¥.C. loose-leaf binders. 


t * aah BE Bod XK ng . » ‘ " _T-. . . 


BUSINESS 





FRIDAY TO MONDAY 


Commander Ashby is chair- 

man of a company which is 

responsible for ‘cleaning up’ 
the Broads 


The Men Behind 
the Broads 


ELSON first learned to sail 

on the Norfolk Broads, 
and if that isn’t sufficient 
Uffa Fox has described 
them as ‘a perfect place’ for a 
sailing novitiate. But the attraction 
naturally isn’t confined to novices ; 
graduates outnumber hams in the 
region’s floating population of 
holidaymakers, and similarly, 
power craft outnumber yachts in 
the combined fleets of the Norfolk 
and Suffolk Broads Yacht Owners’ 
Association, a mouthful hereinafter 
known by its initials. 

Peace, rather than excitement in 
the social sense, sets the Broadland 
keynote. Great Yarmouth itself, 
coastal springboard to the pattern- 
less skein of waterways known 
collectively as The Broads, isn’t 
exactly Monte Carlo; and the 


cachet, 
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brightness of the lights diminishes 
as you head inland along the 
rivers Bure, Yare or Waveney— 
quiet-flowing streams fed by even 
quieter-flowing tributaries like the 
Ant, the Chet and the Thurne. 


by Dennis May 

On the other hand, the essence 
of Broads life is a sort of optional 
camaraderie—you can take it or 
leave it alone, depending on your 
temperament. Afloat or at the 
waterside inns that mainly derive 
their living from the visitor's thirst, 
bonhomie is always on tap, but 
sailing and cruising folk, generally 
speaking, are respecters of human 
privacy. 


Current inventory of NSBYOA’s 
44 member fleets amounts to 885 
cabin craft, i.e., cruisers and yachts 
of live-aboard size with live-aboard 
amenities. Founded in 1916, the 
association is the largest body of 
its kind in the world—about 75 per 
cent of all the cabin boats on the 
Broads fly its pennant. All con- 
stituent companies are also boat 
builders in their own right, so their 
reputation is doubly staked when 
a vacationing crew weighs anchor. 
The oldest NSBYOA yard, J. 
Loynes of Wroxham, was estab- 
lished over 70 years ago, and there 
are others almost as old. Prideful 
craftsmanship flourishes among 
these veterans, and standards of 
construction and maintenance 
reflect the fact. 

continued on page 101 
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gS 4 By 
OPERATORS 

WANT 

FACTS 


The Renault Dauphine 
is top of its class 
in low running costs 
and reliability 


If you would be interested in a car for 
your Fleet that is smart and practical 
(4 doors!), handles well (parks in 
under 14 ft!) costs so little to run 
(over 40 m.p.g.—any fuel!), adds 
even more distinction to your Fleet, 
commands first-class service all over 
Great Britain, is utterly reliable and 
provides the best possible introduc- 
tion to your clients, have a word with 
the Fleet Sales Department*, Renault 
Limited, Western Ave., London, W.3. 


RENAULT Dauphine 


: about the alternative schemes for 
Do you know that ; supplying > vehicles ae, 
Renault Machine Tools ; Fleet users. 3-8 wee 
are now in operation throughoui screech aera 
the five Continents? They increase 
production and reduce costs. : 
For further details contact H 
Renault Machine Tools (U.K.) Ltd., } 
Shrewsbury, Shropshire. ; 
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The Men Behind 
the Broads 
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Early post-war petrol rationing was an ill 
wind that blew in the Broads hirers’ favour (a 
cruiser, handled gently, stretches a gallon 
further than a car), and the subsequent ration 
ing spasm at the time of the Suez crisis gave 
business another big fillip. Since then, the 
curve has flattened off slightly, but last year 
the NSBYOA fleets were booked almost 100 
per cent from May to September, and all the 
portents point to another bumper season in 
1961. In a good year, it is estimated, about 
80,000 people take their holidays aboard 
NSBYOA hire craft 


An accountant 
started it all 


The seeds of the Broads present popularity 
were sown, almost by chance, back in 1907, 
when a London accountant, Harry Blake, asked 
Thos. Cook & Sons to engage him a holiday 
yacht on the Norfolk waterways. This, it 
transpired, was a new one on Cooks, so Blake, 
not without difficulty, made his own reserva 
tion by direct communication with a boatyard 
in the region. Delighted with his brief Broads 
experience, and scenting an opportunity for 
mutual benefit, Blake afterwards suggested to 
the hirer concerned that he should act as his 
booking agent in London. The deal was 
clinched, business snowballed, other Broads 
hirers climbed aboard the Blake bandwaggon. 
and the company known as Blakes Ltd., 
exclusively geared to Broadland interests, came 
mto being. 


The agency, now styled Blakes (Norfolk 
Broads Holidays) Ltd. and housed in Albe- 
marle Street, just off Piccadilly, was acquired by 
the NSBYOA members on Harry Blake's 
retirement in 1945. It owes much of its success 
since then to Frank Brooker, its managing 
director, who was contracts manager to the 
Polytechnic Touring Association in the °30s 
and, during the war, held an executive position 
with the Admiralty-owned Fairmile Marine 
Co., worldwide constructors of small naval 
craft. 


A practical fellow, as well as an able business 
man, Mr. Brooker’s on-the-side achievements 
include the invention of a compact and porta- 


continued on page 103 
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Famous pencil sharpener 
gets the sack! 


~ 


oa~ 


Sad 
6S 
we? wd 


“ Stubby" Carver as millions will remember him 


““Stubby’’ Carver, the marg who cut himself out a 
reputation as the world’s finest pencil sharpener, is 
out of a job. 

Yesterday, after 43 years as Personal Pencil 
Sharpener to the Chairman of Britain's largest im- 
porters of camel saddles, he was told that his services 
were no longer required. 

The Chairman has bought himself an electric 
pencil sharpener. 

“Zum noo-fangled gadjit’’ was Stubby’s descrip- 
tion of it. 

But the Chairman told our reporter: “It’s 
fantastic, Sir. Entirely automatic, y’know. Not even 
a switch to press. You simply dip your pencil in, hvid 
it there just a couple of seconds, and you've got a 
perfect point. 

“It’s an immaculate-looking instrument too 
(not like old Stubby!). Self-contained... no flex trail- 
ing about. Looks extremely smart on me desk.”’ 

And so Stubby begins his well-earned retirement. 

Meanwhile, businessmen all over the country 
were today sending their secretaries out to buy Kent 
Kordless Electric Pencil Sharpeners. 

It looks as though automation is 
here to stay! 


From all 
good 
stationers 


75/- 


KENT KORDLESS ELECTRIC PENCIL SHARPENER 


Made by Kent Kordless Ltd., 
Studley, Warwicks. 





THEY 
DONT 
WASTE 
TIME 


even when recording it 


SERVICES 


Time Gontrol 


at the 
British Sugar 


Corporation Ltd. 


The heart of the TR Time Control System is the Impulse Transmitter 
which controls the slave clocks, time recorders and automatic time 
signals linked to it. The TR Dual Purpose Time Recorder can be used 
for both attendance recording and job timing. 

The flexibility of colour and day change programmes of TR Time 
Recorders makes them ideal for use in the Corporation’s factories 
because shift work is necessary due to the continuous processes 


involved. 





TR Time Control is at work in 17 of the Corporation's factories 

In addition TR Internal Telephones are employed extensively in the 
ofganisation as also are Staff Location and alarm equipment for 
mustering works fire brigades. 








OPERATING TR SERVICES 


TR SERVICES FOR EFFICIENT COMMUNICATIONS 


TR Services installed on a rental basis cover all aspects of business 
communication—internal telephones, internal broadcasting, staff location, 
attendance and job recording, synchronized clock systems and machine 
performance recording. TR Security Services include watchman protection, 
fire alarm and fire detection systems. See your TR representative when he calls, 
or write to: 


Telephone Rentals Ltd. (Dept. 22), 197 Knightsbridge, London, S.W.7. Tel: Kensington 1471 
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ble type of ice-box for use afloat (refrigerators, 
apart from being prohibitively bulky, involve 
a fire risk). All NSBYOA craft have these 
coolers, and when your ice melts you just 
exchange your old box for a new one at the 
first association yard you come to. 

The yacht owners’ acquirement of Blakes, 
fortunately for the hiring clientele, was not a 
body-and-soul assimilation. Body, yes; soul, 
no. This is important because one of the 
agency's prime functions, pre-takeover, was to 
exercise a strict surveillance over the craft that 
association yards plied for hire, and to main- 
tain the high standards beloved by Harry 
Blake. In practice, the old vigilance is still 
exercised, the Association having wisely 


themselves, or more exactly their boats and 
over-all service, as others see them. Established 
fleets are regularly and scrupulously vetted by 
Blakes, and new candidates for membership 
have to submit their craft and facilities to the 
agency’s scrutiny. 


Keeping the 
channels clear 


Annual fitting-out isn’t confined to boats: 
the Broads themselves are ‘fitted out,’ by 
Blakes in concert with the association, and both 
in concert with the various river authorities. 
These operations, which, says Mr. Brooker, 
“soak up money like water running into sand,” 
include the excavation of dykes to open up 
moorings, the dredging of silted waterways, 
weed-cutting blitzes by boats equipped with 
special rotary scythes, the construction and 
maintenance of staithes, and much besides. 

The Broads themselves—meaning, in this 
context, the meres, anything up to two miles 
long and about half as wide, which the region’s 
rivers and channels interlink and nourish— 
were man-made. They originated about 1,000 
years ago as huge peat pits, and became lakes 
as the result of natural inundation. Man made 
the Broads and, as long as they maintain their 
attraction for yachtsmen and cruiser-lubbers, 
man will have to continue tending them, 
combating nature’s efforts to refill the holes 
that the ancients dug. NSBYOA and Blakes 
have a vested interest in the task, and they 
aren't shirking it. END 
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Sounding a mew note in 


CARRIER TUBE 


COMMUNICATIONS 


Modern problems of carrier communi- 
cation in offices, factories, airfields and 
warehouses are now solved with “all 
embracing” Dialled Despatches. This 
revolutionary, single tube, ring main selective 
system, having an unprecedented degree of 
flexibility and coverage, is fully automatic, 
acoustically directed and electronically 
controlled. It has been selected by UNILEVER 
(United Africa House), KCDAK 1HE C.E.G.B. 
(Southern Division), Royal Marsden Hospital 
(Surrey Branch) and other prominent 
organisations. 


See this equipment on Stand 
No. F.1S at the THIRD Suitable for carrying 


INTERNATIONAL HOSPITAL 

SERVICES EXMIBITION at ee See ee 

OLYMPIA from MAY ISth-19th piece parts, tools, laboratory 

nae: samples, X-ray films, drugs, 
etc. 


DIALLED DESPATCHES 


For further particulars write to 
DIALLED DESPATCHES LTD., 
The Green, Gosport, Hampshire. 
Telephone: GOSPORT 1. 
it Carteret St., Broadway, London, S.W.1. 
Telephone: WHitehall 3633. 
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Hit for a Six 


HE dignity of business life 

demands, luxury but deep 

down there remains the old 
urge to be the fastest man on four 
wheels. And the garage? It’s far 
from spacious—in fact small enough 
to make the lawn mower look like 
a tractor. 

Not so long ago several British car 
manufacturers endeavoured to pro- 
duce the answer, but there have been 
no lasting results. However, towards 
the end of last year, Standard intro- 
duced the Vanguard Six—a six- 
cylinder, improved-interior version 
of the very popular four-cylinder 
Vignale model—and a satisfactory 
answer. 

The engine capacity of the Six, at 
about 2 litres, is slightly less than 
that of the Four but the performance 
is considerably better. Taking every 
advantage of the intelligent gear 
ratios, I was able to enjoy some 
brisk motoring and, once clear of 
London's traffic, some effortless fast 
cruising with top speeds of over 85 
m.p.h. Under these extreme con- 
ditions the engine offered no com- 


plaints, running smoothly with very 
little noise—all at an approximate 
27 m.p.g. 

The handling characteristics are 
good though not without fault. The 
lively performance demands good 
brakes, but they tend to be deceptive. 
Although very little pressure is 
required, the brake pedal has to 
pushed well down before there are 
any results. Once the brakes come 
on there is a lot of ‘ feel” and they 
are very effective. The steering is 
low-geared, four turns from lock to 
lock, but it cannot be described as 
* light’ and there is a slight sugges- 
tion of understeer. In common with 
the earlier Vanguards, the Six is apt 
to roll on moderately fast corners. 

For a medium priced car the 
interior is luxurious. The bench type 
seating is very comfortable and offers 
plenty of room. The rear seat ride is 


one of the most comfortable of an» 
car. 

All-round visibility is good, being 
aided by the generous rear window 
The control layout is commendable 
but I found the descriptive * artwork 
on the fascia controls unnecessary 
I really admired the lighting controls 
a toggle switch on the fascia acts as 
a master control while a finger-tip 
lever on the steering column selects 
‘side’ in its top position, ‘ head- 
lights” in the centre and ‘ dipped 
headlights” at the bottom. This 
provides fast control, an aspect 
often dangerously neglected. 

With the spare wheel stowed in a 
let-down carrier beneath the boot 
there is ample room for luggage. The 
floor of the boot is unobstructed 
large tools being clipped to the 
bulkhead above the 12-gallon tank 

Price £1,021 including tax.—A.B 


Top-weight Runner 


The Atlas Major has been iniro- 
duced as a long-range version of the 


well-known Standard Atlas 10/12 
cwt. van. Fitted with the 1,670 c.c. 
version of the Vanguard engine, it 
will cruise, loaded, at 50 m.p.h. on 
the open road without the slightest 
sign of strain. Well-chosen gear 
ratios ensure smooth operation in 
the worst traffic conditions, and very 
impressive acceleration for a vehicle 
of this type. 

Internal measurements of the 
main load compartment are 92 in. 
by 63 in. wide, by 55 in. high. Total 
capacity is 180 cu. ft.—which is 
quite a lot on a 7 ft. wheelbase. 
Additional load can be carried 
beside the driver if no passenger seat 
is fitted. There is sufficient headroom 
in the van for an average man to 


work for short periods without 
discomfort. The rear door is almost 
4ft. by 3ft., and a large rear window 
gives very good rearward vision when 
the load is not stacked too high. 

Petrol consumption on brisk 
between-town driving and about- 
town delivery averaged over 22 m.p.g 
A turning circle of 29 ft. provides a 
high degree of manceuvrability. 

One fault did worry me, though 
this may have been peculiar to the 
van I drove. The brakes were 
excessively spongy, and when |! 
parked the empty vehicle on a 
moderate hill, I had to engage gear 
as the handbrake gave every indica- 
tion of not being up to the task. 

Basic price: Van £520, Pick-up 
£510 

—T.B 
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Why it’s good business to buy the Austin Seven and the A40 


These days car fleets are large and expenses heavy. 
Any saving is a welcome saving. And sales managers 
everywhere know that the A40 and the Austin Seven 
save money — in a big way. They save money on the 
purchase price, and they go on saving money ever 
after. Each is extremely lenient on petrol. Each 
reduces maintenance costs to a minimum. They are 


both thoroughly practical, economical cars. 
Why some Sales Managers choose the Austin Seven 


The Austin Seven has all the advantages of a small car. 
It’s cheap to run, cheap to buy, easy to park, and 
extremely manoeuvrable. But unlike most small cars 
it has the comfort and capacity of a large saloon. 
There’s an ample boot, and room for still more luggage 
under the rear seat. Clever details like front-wheel 


drive make more room inside. 


THE AUSTIN MOTOR COMPANY LIMITED LONGBRIDGE BIRMINGHAM 


1961 


What you get: Up to 50 mpg. Over 70 mph. All-rouna 
independent 


BMC engine. From £350 plus £146 19s. 2d. purchase tax. 


rubber suspension. 4-cylinder, 848 ccs 


Why others prefer the Austin A40 


This trim little car is both handsome and utterly 
practical, creates an excellent impression wherever it 
goes. Roomy and comfortable, it seats four adults : 
takes 114 cubic feet of luggage. Two wide doors give 
easy access to the interior. Sweeping visibility makes 
travelling splendidly safe and effortless. 

What you get: 45 mpg at a steady 40 mph. 4-cylinder, 
948 ces BMC engine. 4 forward gears. From £450 plus 


£188 12s. 6d. purchase tax. 


AUSTIN LOOKS YEARS AHEAD 




















FULLY AUTOMATIC 
with 

TWO-COLOUR PRINTING 
and 


BUILT-IN PROGRAMME UNIT 


Attractive rental terms can 
be arranged, if desired. 


RAPIDPRINT 


BLICK TIME RECORDERS LTD 


96-100 ALDERSGATE 
Telephone: MONarch 6256. 


STREET, 


LONDON, 


E.C.1 
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Pacemakers 


THE PEOPLE WHO MEAN BUSINESS 


Mr. Harris 
builds 
upwards 


ON SUCCESS 


Recently appointed managing director of Holland 
& Hannen and Cubitts (Great Britain) is 50-year-old 
John M. Harris, who spent his early days in the 
industry as an apprentice to a jobbing builder. He 
joined Cubitts in 1947 after war-time service with the 
R.A.F., the pre-war years having been spent with 
Truscon Concrete. 

Soon after joining Cubitts he took over the company’s 
structural engineering department and since then has 
actively interested himself in most branches of the 
building and civil engineering industry, particularly 
in the development of improved methods and pre- 
fabrication techniques. He has been responsible for 
the successful use of prefabrication techniques on some 
of the largest post-war industrial construction projects, 
such as the Pressed Steel development at Swindon and 
the vast engineering base at London Airport. He was 
appointed to the board of Holland & Hannen and 
Cubitts (Great Britain) in 1958. 

Soon after his appointment early this year he said : 
“I can only express my objectives in general terms. 
They can be summarized as a determination to continue 
to build our organization on the sound basis which has 
enabled us consistently to improve the prominent 
position we have held for so many years in the industry, 
and on the good name that our company enjoys.” 

Of the industry he said: “ Industrial building is now 
such a complex operation that the builders must be 
called in at the earliest stages. And industrial clients 
must realize that the old days are gone when the builder 
simply put up the building. That is because architec- 
tural and consultant engineers cannot be expected to 
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keep pace with the latest building techniques and their 
attendant consequences.” 


* * * 


A man who will not take ‘ niet’ for an answer is 
John Brice, divisional director of Coventry Gauge and 
Tool who has recently returned from Moscow. 
Haggling with Soviet businessmen he negotiated a 
contract valued at over £250,000 for the supply of 34 
various ‘matrix’ precision thread, gear and jig 
grinding machines. 

This is the second large order secured in recent 
months from the U.S.S.R. by Coventry Gauge and 
Tool. These orders have been won in the face of 
competition from German and Swiss manufacturers, 
the total value of ‘ matrix’ machine tools involved 
being well in excess of half a million pounds. 


. oe * 

Back from Solartron’s subsidiary in Los Angeles is 
John Bolton, managing director of the rapidly expanding 
Solartron Electronics group. His trans-polar visit, 
one of a number he has recently made to the group's 
overseas Companies, was part of an intensive drive to 
increase the company’s expansion in the export field. 
The American subsidiary company was formed just 
over three years ago and since then has gained a 
considerable foothold in the American market, with 
sales exceeding I4m dollars. 

John Bolton has strong beliefs that Britain would 
have no export problem if top-level executives in 
industry could devote enough personal time and effort 


Over the 


pole for 
dollar 


exports 


to the export drive. He made this clear at a recent 
conference attended by sales managers from Solartron’s 
European companies when he pledged that the group’s 
top executives will devote half of their time to the 
export drive with the target of expanding the company’s 
exports five-fold within the next five years. 
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i didn’t have to get more staff — 


: 








i got more work! 


How? Well, as you know, our big difficulty was forms—order forms, invoices, statements 
delivery notes and so on. We were faced with the prospect of an enormous typing pool to keep 
up with them. 

Then a Primus man called. He told us that specially designed Primus Continuous Stationery 
would cut down the amount of typing by collating different forms into 
sets that could all be typed at once. And at the same time, he said, . * There isa 
the basic minimum of typing that was left could be got through more _ e » Primus man 
quickly, because with Primus Continuous Stationery, all the girls have | =) in vour area 
to do is type and tear off each set. There’s no continual stopping and | A Pie «(who will be 
starting as each separate set of forms is inserted into the machine. Vay ome i pe 

To cut a long story short—it works. We’re getting about half as a oun office. 
much work again with no increase in staff, and we had no capital — how Primus 

expenditure. Shall I give you Continuous Stationery can 
Primus’s name and address ? solve your problems. 


PRIMUS a propuct or CARTER-DAVIS trp. 


continuous statione TY 0 QUEEN ELIZABETH STREET, LONDON, S.t 
. Telephone HOP 5344 (5 lines) 














BRANCHES: BELFAST BIRMINOHAM ~- BRISTOL - CRAWLEY - DUBLIN - EDINBURGH - GLASGOW - LEEDS - LEICESTER - LIVERPOOL - MANCHESTER - NEWCASTLS 
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wy For more details of any product use the form on page 144 


New Equipment 


on show at 


CARDIFF BEE 


Greater flexibility 
with greater capacity 

Recently produced is this addi- 
tion to an already well established 
range of analytical-accounting 
machines. The new feature is the 
additional nine registers, making a 
total of 207. 

The advantages of the machine 
are Claimed to be far more thaa the 
mere addition of nine registers. For 
example, data may be analysed to 
two sets of headings and at the 
same time cross-footed to one or 


4. 


Nine extra registers 


all of nine cross-footers. This gives 
much greater flexibility and a 
higher operating speed combined 
with greater accuracy. 


Enquiry Ref. No. O4/1 


Machine with 
a dual role 


The new Elettrosumma 22 CR 
‘two for the price of one’ mach- 
ine is an adding/listing machine 
fitted with a programmed carriage 
and designed for both horizontal 
book-keeping and vertical adding / 
listing work. 

The machine has been developed 
specifically to bring complete 
mechanized book-keeping within 
the pocket of the smaller business, 
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and of the individual departments 
within the larger businesses. Its 
modern simplified keyboard and 
clearly marked, carefully grouped 
motor bars are quickly understood 
and easily operated. It can com- 
fortably accommodate most hori- 
zontal payroll, sales ledger and 
other normal routines, and at the 
flick of a switch can be converted 
to a fast adding/listing machine 


oFNge 


operating vertically on a tally roll. 

The *‘ brain’ of the machine lies 
in its unusual programme drum. 
This drum—a circular panel which 
can be quickly prepared and fitted 

can be built to set any required 
tabulations on the 1Sin. carriage, 
and controls automatically the car- 
riage advance, carriage reverse, 
line space and non-add functions 


Mechanized book-keeping 
Enquiry Ref. No. 04/2 


Projection printing 
at speed 
Known as the Statfile Viewprint 


Processor Model 70 this dual- 


purpose machine is complementary 
to the Statfile Recorder Model 
70mm. The processor enables 
70mm. negatives to be viewed at 
five magnifications and to be pro 


Automatic processing 


jection printed at the same 
magnification—simply by moving 
a lever and pressing a switch. 

Following this operation the 
exposed paper is then automatically 
processed within the unit and the 
finished print is ready for use in 
less than 90 seconds. 

Also available from the same 
manufacturer is the Duostat Printer 
Model 14/18. This is a medium- 
sized vacuum printer with a print- 
ing surface of I4in. by 18in. for 
copying commercial, and legal 
documents, plans, drawings etc 
Accompanying this unit is an auto 
matic processor. Designed to take 
direct positive materials up to 14in 
wide it will produce a ready-for 
use copy within 50 seconds. 

Enquiry Ref. No. 04/3 


Light and portable 


recorder 

Light and portable, the Memor 
ette is a battery-operated dictating 
machine which is well suited for 
recording at conferences and, with 
a special adaptor, telephone 
conversations. 

Start, stop, recording, playback 
and rewind facilities are provided 
by simple push-button controls. 
The operating time per tape 





She’s incredibly quick with her 
MARCHANT 


and she never makes a mistake 


She just touches the multiplier keys and the answer appears—at once 
—there’s nothing faster than a Marchant! And that's not all. Marchant's 
3-dial proof, and complete carry-over in all registers absolutely guaran- 
tees the right answer. 

Try it and prove it. Set aside ten minutes of any day for a free demon- 
stration ...those ten minutes could save you hours a day for years to 
come. 


MARCHANT Calculator 


Head Office: Benda House, Cambridge Grove, Hammersmith, London, W.6, Tel: Riverside 4121 (20 lines) from B & A branches in principal towns 


sv 
“9 Please send me details of the following 

Business Automation Equipment. 

Modern Duplicating Methods 

Systems Machines 


©: 
BUSINESS 
AUTOMATION 


—a<at its best! 


| 
| 
| 
| 
| 
| 
L 


~ 


* 


Visual Contro! Charts 
Photocopying Equipment 
Caiculators 

Standard and Portable Typewriters 
Adding Machines 

Book-keeping Machines 
Mail-Room Equipment 

Addressing Machines 

Banda Supplies 





Position 
Firm 


Address 


' 


ee 
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Push-button control 


exceeds 30 minutes and _ the 
batteries give three to four hours 
of use before recharging becomes 
necessary, and for easy checking a 
battery condition indicator is fitted. 

The unit, which is fully transis- 
torized, uses printed circuits. It is 
extremely easy to carry—being 
contained in a neat plastic case. 
Equipment supplied with the 
machine includes microphone, bat- 
teries, cassette and spare spool. 
Optional is a reasonably priced 
charging unit for the batteries, 
where AC supply is available a 
lead from the charging unit can be 
connected to the machine—making 
the instrument fully mains operated 


Enquiry Ref. No. O4/4 


For economic and 
quality recording 

Complete control from the micro 
phone, immediate location of 
dictation and visual indexing of 
recordings are some of the leading 
features of the Agavox model C 
dictating machine. The machine 
uses six- or 12-minute plastic, 


Accurate indexing 


flexible recording discs. These are 
tough, light and can be used over 
20,000 times—thus making the 
machine economic to operate. 


The disc slips neatly into the 
machine with the index strip which 
provides accurate information on 
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length and number of letters by 
means of punched pin-holes. Cor 
rections can be made by speaking 
over an existing recording and a 
complete disc can be erased by 
press-button control 

A useful feature is the auto- 
matic telephone recording key. 
This enables a telephone conver 
sation to be recorded irrespective 
of whether the controls are in the 
dictate or listen position. 

Reproduction on the machine is 
of a high standard. The machine 
can be used for both recording 
and transcription purposes. 

A full range of accessories is 
available. 

Enquiry Ref. No. O# 5 


Calculating, with 
quiet efficiency 

Quiet, well designed is the SAR 
II]cS fully automatic calculating 
machine which quickly and ac- 
curately performs the four basic 
arithmetical functions 


Fast and noiseless 


Some of its features include a 
visual storage register, fully auto- 
matic multiplication and division, 
automatic clearance, single and 
double * back-transfer,’ and an item 
counting register. 

By means of a special tabulator 
the number of quotient digits is 
determined by the depression of a 
key. By reversing a lever the 
storage register will add or subtract. 
The total capacity of the machine 
is9 x 8x 17x 17. Fitted witha 
unique four-point cushioning sus- 
pension the machine has almost 
silent operation. 

Manufactured by 
organization is an 
operated 
with a 10 column capacity. 
individual items, 


the same 
electrically 
adding-listing machine 
It lists 
sub-totals and 
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grand totals as well as non-add 
values—all on to a paper roll, 
The machine, model AES, is 
equipped with an electric correc 
tion key, sub-total and grand total 
keys. It is fast in operation and 
almost noiseless. The unit is 
available in decimal only. 


Enquiry Ref. No. 04/6 


Short runs with 


this lightweight 

The Merlin is designed to satisfy 
the demand for a small, efficient 
duplicator capable of producing 
short runs of copies quickly and 
with the maximum ease. It is ideal 
for menus, agendas, minutes, 
notices, forms and lists. 

The material to be duplicated is 
typed, written or drawn on a 
master set, devised to avoid any 
contact between the operator's 
hands and the carbon sheet, there- 
for ensuring complete cleanliness. 
The top sheet, bearing the carbon 
image, is clipped to the drum and 
the machine is then ready for use 
The copy paper or card is fed in as 
the handle is turned and clean, 
clear copies are produced by con- 
tact with the master. No chemicals 
are required. 

This ‘ dry-process ” is quicker and 
more satisfactory than making 
numerous carbon copies of varying 
legibility, and one master will pro- 
duce several hundred copies. 

Neat and compact in design, the 
Merlin weighs only 20Ib. The feed 
and delivery trays fold inwards and 
the handle is removable for added 
convenience when carrying. 

Enquiry Ref. No. O4/7 


Desk model 


letter machines 

A comparatively 
opening machine is the electric 
LA model. Incorporating many 
refinements, the machine is very 
easy to operate yet is extremely 
fast and completely safe. 

A single dial governs the thick- 
ness of cut, and the angled feed 
plate and stacking plate ensure 
maximum efficiency and control. 

Marketed by the same manu- 
facturers are two folding machines. 
Both are desk models. The 
FH model is designed to handle 


new letter 
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robust Sprint spirit duplicator. adjustment of the printed impres- 
Compact and attractive in design ‘i0m is easily effected, and fine 
the machine will duplicate on ‘0ugh to allow duplicating on 
paper from foolscap down to post- pre-printed forms if required. 
card size, on paper as thick as card Enquiry Ref. No. 04/9 
or as thin as airmail. By the use 
of different coloured hectographic A new 
carbons a single master can be office copier 
Efficient letter opener made to reproduce typescript, The new ‘Verifax’ standard 
drawings, illustrations oF |photo- 24 copier, the latest addition to the 
Completely automatic spirit dis 
tribution, and the simple clamp for 
the master incorporated in the 
cylinder itself, combines to elimin- 
ate all chance of the operator 
dirtying either the copies or his 
hands Vertical and horizontal 


all the common office applications 
of folding invoices, statements, 
letters and circulars. It is fully 
automatic and can be easily 
operated. Model FM is a heavy- 
duty machine which will fold paper 
sizes up to Ilin. by 24in. at a high 
speed and with precision. This 
unit will also handle thick material 
or several pages at a time if 
desired. These machines are well 
suited for both the small and large 
quantity user. 
Enquiry Ref. No. 04/8 


- 


"Clean ' copier 


Six colour : range, has been designed to copy 
. an area up to 10in. by 16in. from 

duplicator originals of almost any size. It will 
Small businesses in particular be welcomed by those who have to 
will find many applications for the Compact and attractive copy large documents such as legal 





‘Real cool 
for accounts’ 


said Miss Gossett . 
gaily going modern! 


Once Miss Gossett had old-fashioned ledgers 

But now she has a Twintronic! Almost overnight 

she discovered the blessings of ANSON Mech- 

anised Accounting, and a new modern way of 

business life. Figure work has been reduced by 

two-thirds; business is increasing three-fold—and 
no-one gets hot under the collar these days! 


BRINGS MECHANISED 
NSOWN Accounting To your orrice 
re - ANSON TWINTRONIC INQUIRY FORM =—- — 
Mark for the attention of 





* TWINTRONIC ’—Accounting for less than £500. 

Here’s accounting smooth, fast and flowing. Now error-free State- 
ments go out on time with the ANSON Twintronic—a precision- ! 

built machine with every refinement for fully mechanised r Please write your name on the coupon, attach 
pe ee . . » Automatic form alignment; built-in line oc it to your letterheading and send to 

sensing device ; typewriter and adding machine for inde- ws (SON 

— - whenever — The Anson range offers eae DIED 

a choice of accounting machines to cover all requirements. y thwark St., 
The full keyboard Twintronic Book-keeper costs less than pe dy dene 

£500. Please send this coupon, without obligation, for WATerloo 2711 (10 lines). 
full details of ANSON *‘ TWINTRONIC ’ low cost mech- 

anised accounting. 
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Bowaters practise 


TELECONOMY* 





GOOD COMMUNICATIONS are the basis of business efficiency. That is why 
The Bowater Organisation called in Communication Systems Ltd. 
to plan an extensive internal communication system for their fine 
new headquarters, Bowater House. 

Bowaters, and many other companies both large and small benefit 
from practising Teleconomy. Why not follow their example and let 
Communication Systems explain how planned communications can 
help your organisation to increase efficiency and reduce overheads? 


Subscriber Trunk Dialling As the G.P.o. plan for subscriber trunk 
dialling is extended so the need for Teleconomy is increased. Under eathi tha Petncsaulen teen t 
the new system local, as well as trunk calls are paid for on a time call on you—from the address 
basis and inefficiency becomes even more costly. Make sure that in below or any of the 24 branches 


your business staff can be+ speedily reached. Start practising and depots throughout the 


’ country—his consultative ser 
Teleconomy now! vices are free. 








*k THE SAVING OF MONEY BY THE SAVING OF TIME. 


THE TELECOWOMY PEOPLE? 


(A member of the Automatic Telephone & Electric group) 


DEPT. 210. NORFOLK HOUSE, NORFOLK STREET, LONDON, W.C.2. TELEPHONE: TEMPLE BAR 4506. 
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A, J. CATLIN LTD - JASPER ROAD 
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Typists should type 


They should not be concerned with collating forms, carbons and 
copy paper because that is wasting valuable typing time. Ifa 
typist deals with more than 20 forms a day a case is made for using 
Continuous Stationery thus making efficient use of her time. 
Cat-Quick is a ready made answer. The attachment fits all standard 
typewriters and it imposes no load on the typewriter or strain 

on the typist. On the contrary, it simplifies her work and increases 
her output, and the attachment can be instantly disengaged 
leaving the typewriter free for ordinary correspondence. 

May we send you fuller details of Cat-Quick—or better still, 
arrange a free demonstration on your own machine and with your 
own typist. The savings you can effect will then be very 

quickly indicated. 








Cat-Quick is nor mounted on the 
typewriter carriage. Running on its 
own rails, it places no additional 
burden on the typewriter 


As the form is typed, the frame of the 
Cat-Quick is pulled forward and with 
it the carbons attached to the top of 
the frame by bars. 


The spring pulls the frame into the 
vertical position as the platen is 
turned back to the top of the com- 
pleted form. After turning forward the 
platen the completed set may be torn 
off with the new set, ready for typing. 








CAT-QUICK..... 
TYPEWRITER ATTACHMENT 
AND CONTINUOUS STATICNERY 


/ 
Ce ert 


WESTOW HILL - UPPER NORWOOD - LONDON SE19 - TELEPHONE: GIPSY HILL 2258 


rew cre 
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drafts, schedules, layouts, etc 

The new model can provide five 
dry permanent copies of any docu 
ment, written, typed or drawn, in 
one minute—and extra copies in 
seconds. It is simple to operate. 
is clean and silent in operation, 


and can be used in office lighting 
Enquiry Ref. No. O4//0 


Cheque-typing 
made easier 


A new technique for the high 
speed typing of cheques, receipts or 
credit transfers is now available 
with the Chequetyper. 

By means of a special front-feed, 
all forms are automatically aligned 
during the simultaneous typing of 
the related documents. Each form 
is individually aligned by the auto 
matic spacing and _ throwing 
mechanism on depression of the 
electric carriage return bar, and . Il 
amounts are accumulated auto 


matically to provide sub-totals and 
grand totals as required. One or 
more typing lines—the amount in 
words on the cheque, for example 

can be excluded from the cash 


Fit for the typist 


book without removal of the sheet 
from the machine 


The standard alpha-numerical 
keyboard and the elimination of 
carbon handling and visual or 


manual alignment ensure that any 


how long 1s 
an hour? 


600 miles long. . 


. In this jet age the 


Adlntic is only “‘ six hours” wide. Take 
advantage of shortened flying time 

by improved ground handling. 

To find how much faster EMERY deliver 
your urgent air shipments — 


call or write 


OFFICE 


average typist will master the sim 
ple operation in a matter of hours 
Enquiry Ref. No. O4/1] 


Style and comfort 
with simplicity 

Complete simplicity of line is the 
style chosen for the C.506 junior 
executive desk, the newest addi 
tion to the 500 range of wooden 
office furniture. Designed not for 
effect but for sound service this 
new desk is 5ft. long, 2ft. 9in. wide 
and 2ft. Sin. high, it is finished in 
waxed mahogany and a waxed or 
oiled teak. 

Two drawers are contained in 
the right-hand pedestal. The 
bottom drawer runs on a ball 
hearing suspension which can be 
used as a gliding visible filing 
system if required. The two top 
drawers are lockable and a useful 
feature is the accessories tray con 
cealed inside the right drawer. 

The 500 range was designed to 
provide an executive suite of furni 
ture with interchangeable units. It 


SP EMERY Air Freight INTERNATIONAL 


Cargo Service Building, London Airport Central, Hounslow, Middx. Tel: SKYport 1833 
Cargo Service Building 390, Prestwick Airport. Tel: PREstwick 79822 ext. 99 


Berkeley Chambers, 175 Sc. Vincent Street, Glasgow. Tel: ClTy 477! 
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EMERY SERVES THE 


U.S.A., CANADA, 
AUSTRALASIA, SOUTH AFRICA 
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already consists of the senior 
executive desk, a side table, a 
storage unit, a bookcase, and the 
C505 typewriter action desk. 

The typewriter action desk is 
designed along the same simple and 
severe lines as the junior executive 
desk. It incorporates a functional 
moving typewriter bed which, when 
not in use, can be stored neatly in 
its pedestal. 
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No fatigue with 
this printer 


The Pneuminor automatic 
squeegee printing machine incor- 
porates pneumatic drive and 
mechanical movements which give 
remarkably smooth running, and 
with a maximum printing area of 
24in. by 34in. 

The new type snap-in squeegee 
1s double-bladed with a triangular 
carrier and ample adjustment in 
each direction. Drips or slurs are 
avoided because the colour is 
trapped between the squeegee 


blades when printing or flooding 
the screen. 

Both the length of stroke and 
speed of stroke are adjustable. 
Printing speeds can be regulated 
from 0 to 900 impressions per hour 
An electric timing unit, a revolu 
tionary feature of the machine, 
allows the time lag on each 


Immediate control 


individual operation to be altered 
at will. 

It provides the operator with 
instant control, and makes possible 


presetting for long non-stop work 
ing and finger-tip control of any 
type of printing, manual, single 
cycle or automatic; and printing 
or flood strokes in either direction. 

No special frames are required 
and any type of mesh screen may 
be used. Any thickness of sheet 
up to l}in. can be printed. 

There is a safety bar for emer- 
gency stopping. The powerful 
vacuum unit has a static-free table 
top, and there are two check meters 
to register the incoming air pressure 
and the working pressure. 

Enquiry Ref. No. 04/13 


Paper-folding 
at speed 
By turning a handle up to 4,000 
sheets of paper can be folded per 
hour ready for mailing. This is the 
result that is produced by the 
Velodex Mark 1! hand folding 
machine. Compactly constructed, 
it is 20in. wide (including the han- 
dle), 15in. deep and 15in. high, and 
can be easily installed in any office 
The machine is simple to operate 








Anson 





WILL PUT CORRECT FIGURES AT YOUR FINGERTIPS 


With Anson VISIPOST Visible Records you can instantly put your 
fingers on the detailed facts and figures of every aspect of your business. 
It’s comforting to be sure that everything is accounted for—that stock 
positions, price structures, ledger balances, customer and order records, 
consumption figures . . . are all instantly at hand with VISIPOST—at 
fingertip availability. This is basic efficiency, VISIPOST efficiency— 
yet another proved ANSON system that helps build businesses. 


VIisSsSiProsT 
for the fastest card filing and finding system 


ANSON VISIPOST Visible Records provide the fastest and most reliable method 
of filing and finding cards for instant information retrieval. VISIPOST card titles 
can be seen at a glance. Automatic “out” signals ensure that cards can never be mis- 
filed. The system is fast, compact, easy to operate, and new cards can be added 
wherever and whenever required. Ap —— are unlimited and they include :-— 
Salesmen’s records; Stock control; Costing; Hire Purchase; Personnel records ; 

Maintenance records ; Customer and Order records ; Sales and Purchase Ledgers. 


conn ANSON VISIPOST INQUIRY FORM ————==y 
| Mark for the attention of l 


Please write your name on the coupon, attach it I 
to your letterheading and send to: 
| GEORGE ANSON & COMPANY LIMITED 
| Solway House, Southwark Street, S.E.! | 
. WATerioco 271! (10 lines) om/M a 
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Now speed your paperwork... 


Make an 
itemised statement 
in 4 seconds! ~ 


aie 


oe 


A whole month’s 
statement preparation can 
now be done in a morning! 
No need to take up 
valuable time addressing 
statements. Just use the 
Thermo-Fax all-electric 
copying machine as an 
accounting machine! 

You make exact 

accurate copies 

of your up-to-date 

ledger cards (pre-addressed) 

ready to mail. You can make 

250 statements an hour with 

4-second copies. Speed business 

We can show you numerous other with PERFECTLY DRY copies 
ways Thermo-Fax “Secretary” copying 

machines can speed your office 

paperwork. Just mail the coupon. 


F 
> 





“ Thermo-Fax”™ and “ Secretary” are 


is FREE ¥ ‘ 
registered trade marks of Minnesota Mint Show me Ways to Speed Paper Flow in my Company 
and Manufacturing ( Ltd 

Name ; 7 Position 


Company 


oa 
r} Thermo-Fax snare 
" Seco RAGE mane eeane” 


POST TO: MINNESOTA MINING & MFG. CO. LTD., 3M HOUSE, WIGMORE STREET, 
for Better Business Communications 
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Meet Leo Ill 
the fastest Leo yet 


Leo I!!! Service Bureau opens next New Year’s Day 


N January the 1st 1962 a 
fourth LEO Service 
Bureau will be opened, and 
a fifth, in Johannesburg, in 
April. Both will feature the 
fastest, most flexible and 
most reliable LEO yet pro- 
duced— LEO III. 


What LEO Service Bureaux 
are doing 
There are satisfied users of 
LEO Service Bureaux in 
every sphere of British com- 
mercial and public life. 
Half an hour’s work by 
LEO, for example, rids a 
stockbroking firm of a bur- 
densome peak load of yield 
calculations. A motor manu- 
facturer sends a 30,000 
payroll in to LEO every 
week. A watch and clock 
maker uses the LEO service 
to break down production 





forecasts into assemblies, 
sub-assemblies and parts to 
be made or purchased. A 
battery firm gets LEO to 
work out replenishments for 
its vans. LEO service cal- 
culates group pension fund 
renewals for several in- 
surance companies, and the 
money due to hundreds of 
fur farmers in S. Africa for a 
firm of fur traders after 
their auctions. 


The new LEO II! Service 


The fully transistorised LEO 
III, with its larger magnetic 
core memory, its faster 
arithmetic, faster printing 
and faster magnetic tapes, 
has been designed to widen 
the scope of LEO service 
still further and bring to it 
all the major advances in 
data processing. 








What Leo III can do for you 


Invoicing and Sales Analysis 
Market Research Analysis 


Production Scheduling 
and Control 


Payroll and Labour 
fficiency Calculations 


Sales Forecasting 


Engineering Calculations 


Stock and Warehouse Con- 
trol and Replenishment 


Stock Exchange Accounting 
Insurance Premium Billing 


Dividend Warrants and 
Registrars’ Records 








If you have a cumber- 
some peak job, or you are 
short of office space, or 
badly needing a quicker 
supply of information, or if 
your existing equipment 


simply cannot cope with the 
calculations involved in, for 
example, the Government 
Superannuation Scheme, 
then the LEO III Service 
Bureau can help you. 








LEO COMPUTERS LTD : HARTREE HOUSE - QUEENSWAY - LONDON - W.2 
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Twelve different folds 


Sheets of flat paper are fed on to 
the platform and as the operator 
turns the handle the sheets pass 
rapidly through rollers and are 
folded as required. They are then 
delivered in stacks through the 
delivery chute. 

Paper can be folded in 12 differ 
ent ways Both vertical and 
horizontal folds can be made on 
paper up to full-on foolscap width. 
A simple adjustment to the machine 
changes the folding. 


This machine is ideal for the 
smaller office which nas a con 
siderable amount of mailing to do 


Enquiry Ref. No. O4//4 


Printer with a 
big appetite 

Here is a new high-speed rotary 
printing machine designed for work 
on collapsible cartons and other 
flat surface objects such as plastic 
tiles, metal discs and cards. Known 
as the BK 240, it opens up the possi 
bilities of overprinting a completely 
new range of articles, as it Is 
capable of handling objects up to 
lin. thick. In addition the machine 
will stack articles that have been 
printed in bundles of a required 
number ready for removal. 

The boxes to be printed are 
loaded either empty or full to a 
magazine and are automatically fed 
for printing and then ejected on to 
a conveyor belt 

The BK 240 is fully adjustable 
for all thicknesses of article up to 
the maximum of lin. Other 
features of the machine are the 
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rotary printing action, accurate 
registration, printing in any direc 
tion by stereos, continuously 
variable speed control, counting 
unit with cut-out for printing pre 
determined quantities, and quick 
drying inks so that articles can be 
handled immediately 





Accurate registration 


The output of the machine 
according to the size of articles 
printed, is up to 6,000 per hour 
Dimensions are 6ft. 6in. long by 
2ft. 3in. wide by 4ft. 6in. high 

Enquiry Ref. No. O4/15 


INSTALL THE COMPLETELY 


MOA ELESS \NCINERATOR 


-THE HOSKINSON 
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smoke or 


® Burns faster 


@ It burns all combustible materials without any 
odour—and 
plastics, sawdust, animal matter, etc. 


this means rubber, 


@ Provides free space heat or hot water. 


\ @ Is inexpensive, portable and easy to install. 
® IS GUARANTEED TO DO ALL WE CLAIM. 


BOSTON MARINE & GENERAL ENGINEERING CO. LTD. 


— 
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Dept. BS Heath Town Works, Wolverhampton, Staffs. 





FloLine furniture fits 
any space, any scheme, anywhere 


FLOLINE office furniture provides the most 2. % ‘: = 
up-to-date and sensible method of planning . : 
in office. Every desirable feature has been 
built into FLOLINE. Some of its outstand- 
ing advantages are: 
The durability of metal with the warmth 
of wood. 
Resistant to scratches and burns (greatly 
approved by Insurance Companies). 
Cannot rot, warp, shrink or split. 
All tops are 4 ft. x 2 ft. so that your 
office can be planned on the modular 
principle and altered or added to as you 
wish. 
External surfaces covered with FORMICA 
Drawers, of most generous dimensions, 
made from selected hardwoods. 
Complete rigidity and bases fitted with 
plinths rather than legs. 
A wide range of standard finishes available 
and special colour schemes produced at 
no extra cost. 


The work and appearance of your offices will flow with FloLline 


Please write for fully illustrated details to : 


S. R. SAWYER LTD., 80-82b Uxbridge Road, Ealing, London, W.13 Telephone: EAL 6995 


DaS 4618 


The amazingly low prices for an article 
of such high quality make the Duo-lok 
Cash Box the most economical on the 
market. 


Stoutly constructed of seamless Double security, self-closing lock 
steel, giving great strength. There with additional movement for 
are no sharp edges to scratch or tear. greater security. The lugs and 
locking bar are of massive 
Available in three sizes, size and strength 
approx. dimensions :— 


8” long x 64” wide x 34” deep, 
weight 34 Ibs. fittedj with a 3 
compartment plastic lift-out tray. 32/6 
ae 4 Attractively finished 
2 92” long x 7” wide x 34” deep, en: a in mottled green 


tweight 4 Ibs. 14 ozs..! fitted with a $ ; ene. 
compartment plastic lift-out tray. 39/- - es j plastic lift-out tray 


. divided into 
3 113” long x 8)” wide x 45” deep, compartments. 
weight 74 Ibs, fitted with a5 Each cash box 


compartment plastic lift-out tray. 55/- ‘ @ ha with 


From your tocal supplier, if in difficulty write to:— 


JOHN HEATH & CO. LTD. 


42-44 HOLLOWAY HEAD, BIRMINGHAM 1. 

















You'll find the answer to 
your storage problem in the 
multi-purpose range of 
Evertaut Cupboards, Lockers, 
and Plan Files. 

High, low, narrow, wide, with 
shelves, without shelves . . 


they're space-planned for 


economy storage. 


EVERTAUT 


CUPBOARDS AND LOCKERS 





POST COUPON 
FOR CATALOGUE 


To: Evertaut Ltd. 

Walsall Road, Perry Barr 

Birmingham, 22b 

Please send me the NEW Evertaut Office Equipment Catalogue 


Name 


Address 





Mr GREENHOUGH 
Company Secretary 


Are 


Mr ANSTY 
Works Manager 


Not any more, with the Westrex Per- 

sonal Call System. A master control at 

hand, each man with his personal Mr RAWLINSON 
receiver in his pocket, and you can Sales Manager 
reach him with a bleep, a flashing light, 
or a spoken message, even behind 
locked doors or lost in a busy factory. 
Responsible men merit the courtesy of 
a personal call system. To them the 
Westrex receiver in their pocket is a 
symbol of their status. For you it is a 
major economy—simple and inexpen- 
sive to install, costing less than 3d. per 
man per week to operate. May we have 
the opportunity of giving you the full 
story about this remarkable system? 


Sound's a job for 


Mr OLGIVIE-SMYTHE 
Managing Director 


Miss FOSDYKE Mr FRASER 


Personal Call System Buyer Personne! Manager 


K An illustrated leaflet fully describes 
Westrex P.C.S.—a telephone call or a 
letter will quickly bring you a copy. 


WESTREX COMPANY LIMITED 
COLES GREEN RD - LONDON NW2 
Telephone: GLADSTONE 5401 
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*& For more details of any product use the form on page 144 


Two-position shower 
for industry 


A. shower which offers a choice of 
heights is now possible by simply 
reversing the shower arm, which is 
angled at approximately  three- 
quarters of its length. To obtain an 
overhead shower, the longer section 
of the shower arm is connected to the 
riser pipe. For a shoulder height 
position it is reversed. 

The pipe and arm are both in 
heavy gauge copper, making it 
suitable for use in industrial estab- 
lishments. Other features are a 
thermostatic mixing valve, and an 
adjustable shower head. 


Enquiry Ref. No. W4/1 


Nylon smooths 
the conveyor 

Specially treated 
wheels offer wider scope for 
gravity conveyors. Being weather- 
proof and non-corrosive, lubrica 
tion and maintenance costs are 
eliminated. They are not affected 
by dust, an important point in saw 
mills and bakeries. 

The nylon glidewheels are more 
economical than the steel ball- 
bearing wheels which they are 
intended to replace. The more 
generous diameter and width of the 
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nylon glide 


5 


new wheels permit a wider load- 
bearing surface, giving improved 
tracking on shallow gradients, and 
smooth conveyance for even light 
containers. 

Fixing is simply with a single 
bolt and two nuts, rendering 
obsolete the bush and washer 
assemblies. As the glidewheels are 
completely weather-proof, the per 
manent outdoor gravity conveyor 
becomes a practical proposition 


Enquiry Ref. No. W4/2 


Bullet-proof van 
for wages 


* Beat the Bandit’ is the aim with 
this new bulletproof wage and 
bullion van, guaranteed to with 
stand the impact of .303 bullets 
fired at a _ striking velocity of 
1.304ft. per second. Every inch is 
clad with a special steel carrying a 
minimum of eight hours’ resistance 
to oxy-acetylene flame. 

Driver and guards are housed in 
separate compartments with bullet- 
proof partitions. Speaking tubes 
are the only form of communica- 
tion. All windows are of bullet- 


worxsibpr: 


proof heavy-duty tyres, 
concealed fuel tanks, batteries and 
electrical cables complete the pro 
tection 

All hinges and locks are pro 
tected, and the sliding access door 
to the main cargo Compartment is 
remote-controlled from the driver's 
cabin. Cnce locked inside the 
crew cannot reached. 


glass ; 


be 
Enquiry Ref. No. W4/3 


Stamps 2,000 sheets 
an hour 


A new machine which will num 
ber or stamp up to 2,000 sheets of 
paper an hour has recently been 
introduced. 

The machine is in three units, a 
feed stack with a standard friction 
feed wheel taking a minimum 
paper size of 5 by Sin. and a 
maximum size of 13 by 13in. 

The numbering position is com 
pletely adjustable and the paper 
can be stamped on any spot to 
within half an inch of the edge 
Should more than one stamp be 
required other number heads can 


Spot on numbering 





a 
Shaped to meet the needs of industry and commerce 
WI alike the Autoprint records accurately and impartially 


the arrival and departure times of employees. Oper- 
the ation is quick and foolproof; ‘‘Out’’ recordings can be 
made immediately after ‘‘In’’ reccrdings. 


The Autoprint can either be bought outright or rented 


See A T on attractive terms. In both cases servicing and main- 
: tenance are carried out by mechanics trained in our 


own factories. 


T me for full details and literature write to Dept. A. 
Hp English Clock Systems 


179-185 GREAT PORTLAND STREET, A branch of the Cloc 
LONDON, W.1. LANGHAM 7226 ine ty mrad 


Branch Offices in Birmingham, SMITHS 
Manchester, Glasgow, Belfast. 
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WORKSHOP 


be easily attached to the machine. 
It measures 3ft. high and 
occupies a floor space of 40 
by 2lin. 
Enquiry Ref. No. W4/4 


Safer exports with 
new container 

Greatly reduced packing and 
handling times and lower shipping 
charges are made possible by a new 


75 per cent less damage 


export container made of corrugated 
fibreboard. Performance tests car- 
ried out on filled containers showed 
75 per cent less damage than with 
traditional packing methods. 

Each pack holds eight one-gallon 
tins and comprises three main com- 
ponents; two inner containers 
each holding four tins of paint, and 
an outer shipping sleeve with self- 
interlocking end caps that fits tightly 
round the inner containers making a 
single unit of great strength. The 
container has been approved by the 
Ministry of Transport 


Enquiry Ref. No. W4/5 


Floors come in 
new shapes 


An entirely new floor-tile shape 
providing infinite new pattern 
permutations especially if com- 
bined with normal squares is now 
on the market 

The new shape is made in left- 
handed and right-handed pieces by 
cutting obliquely across _ the 
standard 9in. and 12in. squares at 


one-third of the side to give two 
trapezium-shaped halves. 

The new tiles are cut to an 
accuracy of one thousandth of an 
inch. 

Enquiry Ref. No. W4/6 


For air-cooled 
operators 


Ventilation in foundries and other 
industrial ‘hot spots’ can be an 


For hot spots 


They’ re wise in having 





TING PLANT 


at J. LYONS & Co. Ltd. 


for decorating 
many of their 


Teashops 


There are 1001 uses for this 
fast, completely silent, vibra- 
and 


tionless very portable 


spray painting plant 


£52 .16.0 


INCLUDING 
GUN & HOSE 


Couldn't 
YOU use one? 


Makers of the original oi/-sealed rotary compressors 


A. BULLOWS & SONS LTD . LONG ST . WALSALL . STAFFS . TEL: 27251 
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expensive problem. Directing a 
stream of cool air to operators is 
made easier by the introduction of a 
new line of transportable cooler fans. 
They project a well directed stream 
of air where it is most required and 
because of their mobility this can be 
changed as required. 

Aperture diameters of 22in. and 
18in. are available. 


Enquiry Ref. No. W4/7 


With or without, 
320 times 


Freshly made coffee is now made 
available from yet another new 
vending machine. The machine 
which is 5ft. 6in. high, 2ft. wide 
and Ift. 3in. deep, weighs more 
than 2cwt. 

Milk and sugar are both optional 
and the machine has a liquid 
capacity for 320 6oz. drinks or 240 
9oz. drinks. Separate one gallon 
polythene containers house the 
milk, syruped sugar and coffee 


concentrate in the 
cabinet. 

Water, which is obtained from 
the mains, takes approximately 
15 minutes to reach 210 deg. F. 
and is then maintained at 
190 deg. F. 

The machine has an 
cup-dispensing mechanism with 
capacity for 250 7oz. cups. A red 
light on the front of the machine 
indicates either that the cup dis- 
penser is empty or that the liquid 
disposal container is full. 


Enquiry Ref. No. W4/8 


refrigerated 


optional 


Protection can 
now be stuck on 


Protecting polished metals from 
damage during forming in presses 
has always been a problem. It is 
hoped that this gap will now be 
filled by a paper protection tape, 
entirely self-adhesive, and made from 
lightly impregnated flatback paper 
and elasticized adhesive film. Scoring 
or marking in any way during form- 
ing is eliminated. Furthermore, the 
covering can be left on to provide 


For BERYLLIUM COPPER PRESSINGS 
TO THE CLOSEST TOLERANCES 





CONSULT 





Write to our sales director for full details : 


RANDAUER 


OF BIRMINGHAM 


TOLERANCES NOW 


By pioneering the use of beryllium copper and precious metals 


Keep it safe 


protection during storage or further 
handling. 

Two obvious advantages are that 
the tape’s paper surface can be 
readily rubber stamped or written 
upon, while the necessity for the 
costly job of repolishing is obviated 
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"00925": 


Sand poe have 


achieved many marufacturing successes which can be of great value to 
Today we are among the largest most sought-after fabricators of bervii ium copper 


pressings in Britain—thanks to a 
specialised plant 
the outstanding specialists 


hundred 
and ten years of research 
in beryllium copper. 
miniature and sub-miniature presswork; in 


years of heat treatment experience, 
Being craftsmen. experts and indeed 
we work with extreme precision in 
certain circumstances, we regularly 


maintain an accuracy of plus or minus .00025 in. 


EARLY DELIVERIES OF FOUR SLIDE WORK: 


Our large stocks of material enable us to quote early deliveries for most pressings 


at competitive prices 


Further information and samples gladly sent on request 


C. BRANDAUER & CO. LTD. 401 NEW JOHN STREET WEST, BIRMINGHAM 19 


Telephone: ASTON CROSS 3818 
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MACHINE 
SIMPLE 


The Rotaprint R70 is so very simple to operate. Any 
member of your staff can produce top quality 
printing and duplicating, including forms and 

documents from cheap paper masters, and 
leaflets in simple colour. With a Rotaprint R70 you can 
tackle almost every type of job on a wide variety of paper. Make 
sure you see a Rotaprint before choosing an office printing machine. A 
personal demonstration can 
be given at any of the many 
Rotaprint showrooms. 


And. its compact 


The R70, a complete 


free standing unit, 
occupies no more 
floor-space than a 
filing cabinet— it will 
fit into any corner. 
For compactness, 
versatility and econ- 
omical operation 
there is no better 
machine than the 
Rotaprint R70. 





ENQUIRY FORM he. 


Start your enquiries now Please return this coupon i Pin this to your letter-heading 


* | would like to see an R70 demonstrated. 


| 
oe; | * You — a full details and | 
specimens of the R70. 
cloprinl [2 7/(0) | | 
| 


ADDRESS 
The machine that duplicates and, and, print. | * Delete where inapplic sble | 


—_——— eae a cme emu and 


ROTAPRINT LIMITED - ROTAPRINT HOUSE - HONEYPOT LANE - LONDON — Telephone: COLindale 8822 (12 lines) 


a.20 
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New paper towel gives 
fresh-linen comfort 
at a fraction of the cost 


HI-pRI* SUPER provides you with a complete washroom 
service—with free dispensers, installation and mainten- 
ance. It’s a new paper towel that gives “fresh-linen”’ look 
and texture at a fraction of the cost. Extra strong, soft and 
absorbent, it is an effective check on the loss of man-hours 
through the spread of infection. 

Other Kimberly-Clark products for Industry, Commerce 
and Hospitals are; KIMWIPES* Industrial Wipers, 
KLEENEX* tissues and DELSEY* toilet tissue in professional 
packings, KOTEX* feminine towels (and vending machines), 
KLEENEX medical wipes, KLEENEX* paper squares and 
SANEK* dispensable towels. 


Hi-Dri 


PAPER TOWELS 
FRESH-LINEN COMFORT 
PAPER TOWEL ECONOMY 


Kumberly-Clark Dic) Limited, Industrial Division, Larkfield, Maidstone, 


Kent. Telephone: Maidstone 7551. * Regd. TM 
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Young Man of 
Decisions 


Starts page 84 


“Then at 244, when I was looking for a 
move—I don’t believe in staying put too long 
early in one’s career—London Transport 
wanted someone to specialize in OR and my 
interest had already been aroused. It seemed 
a promising field to work in, and I was one 
of the few applicants for an OR job who knew 
what it was all about. Even today, very few 
applicants for OR posts have much idea of 
what it involves! ” 

There was in those days little in the way 
of doctrine or practice to guide a young 
scientist in the new disciplines of OR, and no 
real training at all. “I had,” says Stringer, 
“no formal training in the sense of acquiring 
the particular skills needed to do the job.” 

Stringer describes himself as having been 
educated rather than trained: “The part of 
my education I enjoyed most was maths. and 
particularly mechanics. There was, and still 
is for me an aesthetic satisfaction in seeing a 
natural situation or relationship expressed in 
logical mathematical terms, a feeling that 
some sort of order has been achieved. 


Clues from the 
theory of queues 


“The same sort of satisfaction is achieved 
in, for example, the mathematical description 
and analysis of a flow subject to all sorts of 
chance influences, for example, the flow of 
material through stages of processing, the hold 
ing of stocks in a warehouse or store, the flow 
of vehicles in a transport system, or the work 
load on a repair gang. Here, the ‘ Theory 
of Queues,’ by which a model of the situation 
incorporating all possible factors involved can 
be built up, has proved extremely valuable, 
particularly in predicting the performance of 
a flow system under conditions which have 
not hitherto been encountered.” But OR, 
he stresses equally, is not just a system based 
on these techniques: it is at once more funda- 
mental and more flexible than any one of 
its instruments. 

“ The position of OR in the generating side 
of the electricity supply industry is not quite 
the usual one. In other industries OR is, or 
should be, concerned with decisions on major 
questions of capital investment: where to put 


continued on page 130 
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SPEEDRY| 


No Mess with Magic Marker | 
No loose inkeCapillary Action | 
No working partserefillable 


Jumbo 
Magic 
Marker 





’ 


Brushpen 


Speedry Brushpens with patented 
CAPAC action (the same principle as the 
Magic Marker). No loose ink—clean, 
always ready for use, no priming, no 
mess and instant-dry, waterproof, spill- 
proof, leakproof and accident proof. 
Brilliant colours for any surface, from 
25 Id inc. P.T. 

Speedry Jumbo magic marker. Magic 
Marker contains the incomparable trans- 
lucent, instant-dry Speedry colours in 12 
brilliant shades; it marks on anything, 
porous or non-porous surfaces in fine, 
medium fine, medium broad and broad | 
strokes with its unique 4-way nib. Just 
lift the cap and write on anything ! Price 
11 8d each including P.T. Quick change 
refills 6 4d. 

Please write for literature and particulars 
of the local distributor in your area. 
Made in England by Speedry Products 
Limited, 83 Copers Cope Road, | 
Beckenham, Kent. Manufacturers of | 
Speedry Stencil Kits. 
US patents 2416596, 269359. UK patent | 
628350, other world patents pending. 


APRIL, 1961 


AUSTIN 


Tekst mle 


Impacted grease & dirt removed over large 
areas, with the battery-driven scarifier 


This is not the M.1 but a surprising amount of impacted grease and dirt 
accumulates on it. Not surprising, after all, Austin’s is a very, very busy place 
Here’s a battery driven BVC “Hedgehog” working on “compact”. Freedom from 
trailing cables gives absolute freedom of movement. 

Then there’s the ““Otter’’—the only battery driven floor scrubber that scarifies or 
polishes. It’s ideal for vast expanses of heavy-traffic floors in factories, garages, 
canteens etc. The “Hedgehog” and “Otter” are but two of the BVC family of 
Floor Maintenance Equipment. The full range deals with every floor cleaning need 


* 2 os 
FLOOR MAINTENANCE EQUIPMENT 


THE BRITISH VACUUM CLEANER AND ENGINEERING CO. LTD., 
Dept. FME/B.1. Goblin Works, Leatherhead, Surrey. Ashtead 866 


One of the Goblin (B.V.C.) Group of Companies 8.!. 
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of an INCH 


of polish or seal is THICK enough to protect the finest of 
floors . . . is THIN enough to preserve the most delicate 
shades of all floors . . . It's only possible with the Progress 
Universal Machine which Protects, Cleans and Beautifies 
ALL floor surfaces, faster—easier and more cheaply than 
any other. 


Built-in suction non-slip 

operates TEN times faster 

- = than all others—polishes— 
PROGRESS dry-cleans floors—scrubs 
without water--scarifies— 

7™ sands. Half a century's 


World leadership. 


PROGRESS (UNIVERSAL) LIMITED 
590/594 Wandsworth Road, London, S.W.8 
Telephone: MACaulay 685! (5 lines) 
Telex: UNIVERSAL LON 21332 


4 MACHINE FOR EVERY JOB — THATS PROGRESS 


im” 
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new plant, siting, storage, manufacturing and 
so on. 

“ These are naturally important problems in 
electricity supply too, but they arise so con 
tinuously that specialist groups (including a 
number of ex-OR people) have been set up 
to deal with them and with their underlying 
mathematics. The OR approach in_ this 
industry is more widely present than the 
activities of the groups labelled OR would 
suggest. The board’s OR teams are all on 
the operating side; plant maintenance, coal 
utilization, use of generating plant resources 
manpower, and organization. Ultimately | 
find most problems concern organization and 
the goals set for or assumed by people or 
groups in the organization. One of the more 
useful things we try to do is to provide a 
more rational basis for these goals. 

“If OR is to be applied successfully, the 
industry concerned must have some regularity 
about it so that the future course of events 
can be predicted at least a little better than 
if pure chance was at work. OR does not 
seem so far to have impinged on industries 
where fashion is a controlling factor—cars 
for example. 

“And to some extent the opportunities for 
OR depend on how far the company con 
cerned is sufficiently alive to the existence of 
certain problems (as shown perhaps by their 
use of other management science techniques) 
to be interested in solving them by OR 
Industries naturally vary in the techniques they 
use most: oil uses linear programming; air 
lines, queuing theory 


Small firms can 
use OR now 


“ Since OR investigations tend to be expen 
sive, the industry using them should be in a 
position to make the investment. The pay-ofi 
is likely to be greater in a large organization 
than a small. OR is therefore more commonly 
found in large-scale industry, although some 
consultant activity is starting to cater for 
smaller firms. 

“ Apart from these conditions, there is the 
attitude of management. Some resistance is 
always present. One senior executive expressed 

continued on page 132 
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‘What have you done about a 


fire alarm system, John ?” 


“* Simple — I’ve given 


the job to Gents . . 





GENTS: ire alarms — don't give fire a chance! 


OF LEICESTER 


Experience counts . .. Gents have had over sixty years in 

the fire alarm business and make equipment ranging from simple 
manually-operated systems complying with the Factory Act 

to comprehensive detector systems, approved by the Fire Offices’ 


Committee, that give the alarm automatically — day or night. 


GENT & COMPANY LIMITED - FARADAY WORKS - LEICESTER - London Office and Showroom: 47 Victoria Street, London S.W.! 


ALSO AT BIRMINGHAM BRISTOL EDINBURGH GLASGOW NEWCASTLE BELFAST 
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-SILENTLY 


at less cost than ever before 


In one room, or every room, the new TEMKON, floor- 

mounted, room air conditioner, silently, unobtrusively, 

keeps air cool and fresh, maintains the staff at peak 

efficiency all day. 

With a Temkon air conditioner in every room the cost is 

still 30% to 50% /ess than that of a central installation. 

@ it's the Worid's quietest room air conditioner 

@ Unodtrusive siim-line construction and a duo- 
tone finish ensure that it will biend with any 
office decor 

@ —And this unit heats as wel! 


FLOOR MOUNTED 


ROOM AIR CONDITIONER 


TEMPERATURE LIMITED 
BURLINGTON ROAD, LONDON, S.W.6 PHONE RENOWN 5813. 
Makers of the World's quietest room air conditioner, 





Piease send details of the new TEMKON floor mounted room air 
nditioner 


> 


)SITION COMPANY 
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it unconsciously thus: ‘An OR investigation 
would bring out too many facts which would 
only confuse the management. After all 
management has the right to make decisions 
as it thinks fit.’ 

“ The most difficult resistance to deal with. 
explains Stringer, “is bland helpfulness 
Direct, outspoken opposition is rare, which is 
a pity, because it is the easiest kind to over 
come. One of our main difficulties is that if 
one presents a report setting out the course 
of action which is ‘ best’ in some sense, the 
recipient feels that his freedom of action is 
restricted—his only choice is to be worse than 
best. 


Acquire reputations 
the hard way 


“There is no quick way of overcoming 
opposition. In the long run, the only course 
is to be strictly honest in presentation ; to try 
to acquire a reputation for doing a good job. 

Stringer’s own record in different industries 
indicates that he is a pretty useful person 
himself to have on the staff. I asked him to 
outline three examples of projects on which 
he had produced effective findings. They 
range from ingot flow in steelworks to fuel 
consumption in buses and ways of minimizing 
fuel and transport costs in the industry he 
now serves. 

During 1948-49, while at BISRA, Stringer 
worked on a study of how far re-heating 
furnaces in steelworks were efficient. This led 
on to observations of the flow of ingots to 
and from these furnaces and the factors 
causing irregularity in that flow. 

“We were able to show how 18 per cent 
higher throughput could be achieved by better 
control and information from an adjacent 
shop producing some of the ingots,” he recalls 
“A fairly standard piece of engineering, | 
suppose, but it was the forerunner of many 
studies of steelworks flow being done today 
It was also my personal introduction to OR 
and the techniques of simulating operations 
by the Monte Carlo method.” 

At London Transport he undertook a com 
prehensive research, of a kind never before 
attempted, into the fuel consumption of 
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London buses 
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‘We started with the hypothesis that better 
driving (through training etc.) would reduce 
fuel consumption, and were particularly con 
cerned with the effects of driving technique 
and traffic operations generally on fuel con 
sumption. We examined methods of driving, 
e.g. gear changing, speed tactics, and designed 
new experiments using modern statistical 
techniques to measure the effects of different 
methods of driving. 

“We used dynamic programming to find 
the most economical way of driving a bus 
from one terminus to the other in the 
scheduled time. In the end we found that 
little saving would be achieved through better 
driving, since practices previously thought 
wasteful of fuel were in fact economic in the 
context of driving to a time schedule. But the 
effort was far from abortive. We acquired 
several kinds of new knowledge: on the cost 
of traffic delays, on the effect of schedule 
speed, and on ways of measuring fuel con 
sumed. Such knowledge was used later in 
policy decisions of radical importance, e.g 
whether to use buses or trolleybuses, the design 
»f a new bus, and above all, the costing of 
routes. Good OR should always give some 
knowledge of lasting value in addition to 
solving the immediate difficulty 

“In my present industry we are always 
trying to distribute coal and to utilize the more 
efficient power stations as far as possible in 
order to make electricity as cheap as possible 
to consumers. To this end, we have introduced 
mathematical methods for finding distribution 
patterns which minimize transport costs, have 
introduced improvements in planning main 
tenance work which have halved the ‘ down 
time’ for overhauls, and have also shown 
theoretically that savings might be made by 
more refined manipulating of the loading of 
power stations. This has involved developing 
new versions of the general technique of linear 
programming. 

“How does he see the major problems 
and opportunities of the OR man in industry 
today?” His answers suggest some of the 
struggles he may have had to get his views 
heard and accepted: “One worry I have is 
that too few problems are presented to us 
to give any real indication of the best way to 
allocate OR effort. One is, therefore, tempted 
to work in those areas which are most 
interesting from a research point of view and 
to look for problems to fit solutions instead of 
vice versa. These temptations must be resisted 

“ However, there should be a real oppor 
tunity for an OR man to gain insight into what 
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CUPBOARDS 


The Howden line of products 
consists of filing cabinets, 
cupboards, an executive range 
of desks and a general office 
range of desks. There is also a 
range of unit desking which 
can be built in any form to 
suit the customer's require- 
ments. Standard finishes are 
olive green, light grey and 
dove grey 


JAMES HOWDEN & CO. LTD. 
173 MACLELLAN ST., GLASGOW, S$! 
Telephone: 1BRox 2245 
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|can smile... 
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an Imperial 
typewriter 


imperial '66' Office typewriter 
Imperial ‘Good Companion’ portables 


imperial Special Purpose machines 


IMPERIAL TYPEWRITER CO LTO 
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makes his company tick and the interactions 
between its parts, and so to acquire an 
influential position either in OR or general 
management. The fact that OR is for 
relatively young men can be a _ handicap 
because it sometimes makes it difficult to 
ensure a hearing at high enough levels—parti 
cularly if ‘who said it’ carries more weight 
than * what is said.” Perhaps one reason why 
few OR types hav. yet secured really 
influential positions is that they do not con 
form to the stereotypes of top management 
We are reluctant to make an intuitive judgment 
when the rational approach fails for lack of 
time or data—and to take personal respon 
sibility for it.” 


Element of disbelief 
is essential 

“ Again, it is easy to forget that OR is a 
form of research, i.e. it should be gaining new 
knowledge. There is a tendency to deteriorate 
into a mechanical application of a proven line 
of thought. At the same time, the application 
of proven ‘laws’ of sufficient general validity 
about the behaviour of organizations is not 
developing as fast as one would like. OR 
ought to be producing rational bases for 
decisions wherever possible, but these bases 
should take into account the full effect of their 
being carried out in a real organization. All 
too often ‘a perfect world’ is assumed. and 
this is partly why OR is not generally in at 
the higher policy-making levels where it 
belongs. 

What does Stringer look for in men joining 
his own staff? The answers go some way 
towards explaining his own outlook and 
success : 

“Good academic standing Facility of 
expression. An element of disbelief. Apprecia 
tion of systems (how things interact). Above 
all, ability to put himself in the other man’s 
place.” 

There is no reason, thinks Stringer, why OR 
should confine itself to its present rather 
limited range. In the next 10 years he sees 
it extending to many smaller industries, and 
to more functions of management 
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HOW MANY COPIES CAN A COPY TYPIST COPY BEFORE 
THE GOPY PAPER DRIVES HER UP THE WALL? 


“zxcvbnm!” giggled our Marilyn when we put this question 
to her. Well she might. For she always uses our »wn YD Cut 
» » Bank, the lucky qwertyuiop.* 

YD Cut Bank comes in a box. So Marilyn can keep a stack 
of it in her desk . . . and still have plenty of room for tissues, 
nail-varnish and last month’s Tender Romances. Incidentally 
the box also means that every sheet stays clean and usable— 
and makes stocks easy to check. 

Six gay shades put colour into Marilyn’s life—and help her 
avoid sending the MD’s confidential copies to the Canteen 
Manageress. Cut Bank even does something for the girl’s 
typing. But not much. And nothing at all for her spelling. 

Marilyn speaks fortypists everywhere. ““YD Cut Bank,” she 
says, “is asdfghjk1!” Can you deprive your girls of it ? 
* Puzzled? Take a look at the nearest typewriter keyboard. 

















Gut Bank 


in the business-like box 











VATES DUXBURY & SONS LIMITED - HEAP BRIDGE PAPER MILLS - BURY - LANCS 


AUTOMATIC 


SANITARY TOWEL MACHINES 
are essential equipment in every modern 


full perticulers from 





FACTORY, 


OFFICE 
BUILDING, 


DEPT. STORE, 
LAUNDRY, 
ETC. 
where women 
are employed | 





The machine 
illustrated  dis- 

penses the! 
*LILIA’ well-| 
known brand of | 
Soluble Towel, 

individually 

packed in cartons | 
with two safety | 
pins. We can give | 
prompt delivery | 
of both the mach- | 
ine and towels. | 
The mechanism | 
allows for easy) 
adjustment to a' 
selling price of 

2d., 3d. or 4d. 


12 MONTHS’ | 
GUARANTEE 
| 


THE SIMPLAMATIC MACHINE Co. Ltd. | 
42 Old Bond Srreet, London, W.1 Tel: HYD S461 | 
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AAMHHAN THAN 


Here is printed proof 
of timed patrols ! 


One of the many exclusive features incorporated 
in the Blick Watchman’s Clock System is the use of 
calibrated paper charts. Synchronised with the visual 
time drum, which is motivated by an eight-day, jewelled, 
escapement movement, they provide printed proof of timed 
patrols; when filed in the specially printed record book 
they constitute a permanent record. 


ONLY THE 


WATCHMAN’S 
CLOCK 
SYSTEM 


HAS BUILT-IN SECURITY 


BLICK TIME RECORDERS LIMITED 


96-100 Aldersgate Street, London, E.C.1. Telephone: Monarch 6256 





If you need to extract information speedily for analytical, 
statistical research or listing purposes you need FINDEX. 


In this compact and simply hand-operated punch card 
system there is finger-tip control over thousands of related 


record details. 


Findex is already in use for the following 


records: personnel, customer, laboratory research, crime, 
accident, medical history diagnosis and follow-up, 


and many more too numerous to list. 


If you have a 


recording problem of a permanent or semi-permanent 


nature the answer is Findex. 


Think of the contrast between 


the precision and speed of FINDEX, and the labour and 
possible inaccuracy of checking through an entire record. 

Think of the overhead economy to be realised and 
write or ‘phone for the comprehensively detailed leaflet. 


punched card 


system 


Cc. W. CAVE & COMPANY LTD 


DEPT. B.I, 


59 HOLBORN VIADUCT, LONDON E.C.i 


CENtral 6402/5 





are you a RUBBER BANDSMAN? 


H 


@ ‘SIEBER * provides a place 
for everything and everything 
in its place. 

@ All wearing apparel is neatly 
and ly stored. 

@ Rainsoaked garments are 
thoroughly aired and dried, 


to colds, chills, etc. 

@ Maximum hygiene is assured; 
as neither dust, dirt nor 
musty odours can cause 4 
breeding ground for vermin 
or infection diseases 





RUBBER BANDS of suitable size 
and strength can cut costs consid- 
erably and speed up production. 
In almost every industry rubber 
bands can be used to great advantage 
We will gladly suggest ways in which 
frubber bands can save 

your time and money. 

* Simply write or ‘phone 

for samples, details and ideas to 


COOMBS OF SURBITON 


Sole manufacturers of ‘STANDARD’ BRAND Rubber Bands 
H. A. COOMBS LIMITED, Standard Works, Red Lion 
Road, Surbiton, Surrey. Telephone: ElL.Mbridge 5201 


1% 


ypes 
of Hangers 


Write for literature 
Planning Service. 


@ ‘SIEBER’ Hangers save 
valuable factory floor space 

@ Solid construction eliminates 
costly maintenance charges 

@ Low cost proves an invest- 
ment, not an expense. 

@ The ‘SIEBER’ Hanger 
System fully meets the new 


Installed in Factories, Ware- 
houses, Offices, Swimming Baths, 


and details of our Free 


; AIR-DRY 
ah Hanger Equipment 


James Sieber Eqpt.Co.Led.,! Africatise. Kingsway 
London, W.C.2 


Tel: HOLborn 453! & $12! 
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CLASSIFIED ADVERTISEMENTS 


RATE—9/- a line (average 45 letters per line). 
Minimum three lines costing 27/-; each addi- 
tional line or part of a tine %/-. Box No. 
counts as one line and is to be paid for; 
replies are forwarded free of charge, five per 
cent discount for six insertions, 10 per cent 
for 12. Payment with order for single insertion 








Attention is drawn to the 
latest A.B.C. certified net 
sale which, for the July to 
December 1960 period, was 


16,648 


copies per month 


its total monthly circulation 
is 17,858 











DUPLICATE BOOKS 


Better Ouplicate Books at lower Prices. 
Specialist equipment enables us to produce 
attractive, specially-printed duplicate books 
at amazingly low prices. List free. Browns 
Lid., Céldervale Works, Burniey, Lancs. 


FOR SALE 


Remington accounting machines (Mode 
686) with typewriter keyboard, six years old. 
Two available at £100 each, one at £550 (the 
latter one recentiy completely Overhauied). 
Enquiries to: Mr. R. Lines, Louis Newmark 
Ltd., Prefect Works, Purley Way, Croydon. 
Croydon 7744, 


oO machina and stand for sale 
due to change of system. 


Phone ROD 5480 Ext. 23. 


zameaor 
Sale 
otter. 


used. 
or near 


Mode! 50 Multilith in good condition. 
reasonable ofter accepted. Pr 
Baidock, BEC 0066. 

Complete Powers-Samas installation for sale— 
40 column capacity. Offices closing down 
All enquiries to the Secretary, E. Griffith 
Hughes Ltd., P.O. Box 407, Manchester, 3. 


New Sur alculator for sale. St 

under guerantee. Price £250. Write Box 
i595, c/o BUSINESS 109-119 Waterloc 
Road, London, S.E.!, or telephone ABB 5450. 


Surplus Office Equipment for sale, sncluding 
Dictaphone Timemaster Dictating Machines, 
Ultravox, Recordons, Emidictas, Stenorettes. 
Holdings, 39 Mincing Lene, Blackburn, 


Any 
Me 


mat 


Stenorette Dictating Machine Office Equip 
ment, Our activities are devoted solely to 
the sale and service of Stenorette equipments 
and our service agreement ensures continuous 
use without recourse to Maenufecturers. We 
are unique in this respect, so send your next 
enquiry to the Stenorette Specialists, 227 
Oxford Road. Manchester, 13. Tei.: AROwick 
4269. 


“" Addressograph "" Machines (rebuilt-quaren 

), cabinets, frames, plates and acces 
sories. Nevard Dessoy & Co. Ltd., 102-105 
Shoe Lane, London, E.C.4, 


Kardex, Roneodex ard Shannovue cabinets 
es new. F. H, Jolly & Co. Itd., 289 King 
Street, London, W.6. Tel. RIV 5381. 


Two Grundig Stenorette Dictating Machine: 
compi-te with carrving case, spare tap=s 
two Microphones, Foot contro!. Telephone 
attachment, earphones, etc. £50. 
One Clarion Transistor Tape Recorder 
plete with microphone, «pare tape 
carrying case, As new. ) 
L.M.B. Components. 
68333 & 4. 


com 
and 


Guildford Phone 


MISCELLANEOUS 
High Blood Pressure. Rutin is a safe natura 
remedy of proved value. Take it in 
Rutivite Tablets. 6s. 10d. from Health Store 
Chemists or direct from Rutin Products Ltd. 
Wokingham, Berks. 
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WANTED 


Addressograph equipment complete, and/or 
cabinets, frames, accessories, etc. Box No. 
1352, c/o ™ BUSINESS,” 109/II9 Waterloo 
Road, London, S.E.!. 


Office Dictating, Calculating and Book 
keeping Machines. Details to Director, 109 
Twemlow Parade, Heysham, Lancs. 





THE ABBEY SCHOOL FOR SPEAKERS 


36 Victoria Street, S.W.i (Abbey 6488) 
provides sound training in all branches 
of public speaking, Chairmanship, Meet- 
ing Procedure, Voice Control, etc. Classes 
or private tuition, Experienced Tutors 
available for steff courses at firms’ own 
premises. Speakers available for meetings 
anywhere, 











PATENT 
BRITISH PATENT—732900— 
The * CARBOMISER " (Regd.) 
A carbon creep device suitable for 
tabulators and typewriters (manua! and 
c). Owner would consider outright 
sie or manufacturing licence. 
Overton, Sait & Co., 

Chartered Acccuntants, 

City Centre Building, Birmingham, 2. 
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COMPTOMETER USERS 
We can repair and rebuild a! 
irrespective of age. Your model 
machines can be converted to the new 992" 
style key touch operated motor rebuilt 
machines (ali models) fully quaranteed from 
stock. Hire from £! per week. Comprehen 
sive service contracts. Consult the compto 
meter specialists: — 
LOWTHER & CO. 
HILLGATE, STOCKPORT 
Tel.: STO 4670. 


mode's 


K. 
1@ MIDDLE 








PLAN-O-MATIC 
equipment for 
unit in ftirst-cla c 
turers offer their services 
Apply to 
Barclay & Sons Ltd 
37-39 Devonshire Place 
Brighton, Sussex 
Telephone: Brighton 62251. 
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REBUILT 
ACCOUNTING MACHINES 
for prompt delivery. All equipment fully 
queranteed for one year. Maintenance ser- 
vice available on expiry of guarantee. Free 
preparation of systems, training of operetores 
end instelletion services. 
H. H. DURHAM LTD. 


8 BLACKFRIARS ROAD, LONDON, S.E.! 
Tel.: WATerioo 6081-2 





© ONE-TIME-CARBON SETS ° 
9 NCR AND PLAIN ° 

In Unit or Continuous form c 
© A specimen set or form posted oO 


to us for quoting will point to e 
O saving in your printing costs ° 


: LIBERTY PRINTERS ° 


(AR. & RLF, REDDIN) LTO, ° 


SUNNYHILL ROAD, STREATHAM 
© LONDON, S.W.i6 STReatham 7047 O 





ADDRESS 





MAILRITE 


STENCILS 








wa LAYTE cTD.. 
Bel Tanna WORKS, 
MORET ON. (Me Men BH 


These Stencils set an 
entirely new standard o 
value for money. 

They are very durable 


Available in a range 





aire «7h, 
ta woes 


IN ASM, 


4 in. x #/,, in. 
2 in. x 44 in. 


The above prices are sub- 
ject to generous discounts 
for orders in excess of |,000 
SAMPLE STENCIL SENT 
FREE ON REQUEST. 


of colours. 


The larger size can be 
printed to customers’ 
requirements if desired 


. 
£12 16 7 per THOUSAND INC. PT. 


£11 12 6 per THOUSAND INC. P.T. 


MAILRITE LTD., BRITANNIA WORKS, MORETON-IN-MARSH, GLOS. ‘Phone 2168 
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CLOAKROOM EQUIPMENT 
Abix (Meta! Industrie 
Ltd, ; 64 
Constructors Ltd. 4 
Kimberly-Clark Ltd. 128 
Sieber James, Equip 
mert Co. Ltd 
Simp. ematic Machine 


Co. Ltd., The 135 
CONDENSERS 


Telegraph Condenser 
Co. Ltd., The cover iii 


COUNTING A ~~~ 
FOR BANK NOTES 
Pitney seaat" Ltd. 


CONTINUOUS SAONEEY 
Carter-Davis Ltd. 10 
Catlin, A. J., Utd. i ; 
Copsiand Chatterson 
Co. Ltd., The 45 
Hunt & Colleys Ltd. % 
Petty & Sons Ltd. 43 


COUNTING & NUMBERING 
MACHINES 


Pitney-Bowes Ltd. 14 


CYCLE PARKS 
Abix (Meta 
Ltd. 
Constructors Ltd. 9 
Odon Alfred A. 4 
Co. Ltd. & 


DICTATING & RECORDING 
EQUIPMENT 
Aas Dictating Machine 
Dictaphone Co, Ltd. 6 
Minnesota Mining 
Mfg. Co. Ltd. as WO 


DUPLICATING MACHINES 
Bloc nderson Ltd 
110, 139 


Industries) 


Ditto (Britain) Ltd. 
Gestetner Lid. 


Rotaprint Ltd. 
erage CLOCKS 
B 


m Recorders 

106 

Telephones 
td 24 
Eng ock Systems 124 
sent & Co. Ltd 131 
Reliance 
td cover iv 
Telephone Rentals Ltd.... 102 


Te epnore 


ELECTRONIC COMPUTERS 
Internationa! Computers 

& Tabulators Ltd. 40 
o Computers Ltd. 18 
ational Cash Register 
Co. Ltd, : » 


ENVELOPES 


Wes'ey, Harold 
td. 


. 
N 
& Co. 


FACSIMILE Sena 
TION SYSTEM 
Creed & Co. tra. 6 


FACTO°Y EQUIPMENT & 
ACCESSORIES 


sonstructors Ltd. 


FILING & VISIBLE RECORD 
SYS. EMS 
Anson Geo., & Co. 
Ltd. 112, 125 
Art Mete 
Block & Anderson Ltd. 
Cave, C. W., & Co. 
Constructors Ltd. 
Chat 
«, The 
Visible 


terson 


Expandex 
Co, Ltd. ° 
Heath, J.. & Co. 
Kalamazoo Ltd. 
M. 8B. C. (Office Sys 
tems) Ltd. 

Rotadex Systems Ltd. 
Wilson, Frank, & Co. 
FILMS 

British Transport 
mirss1on 

Rank Precision Industrie 
Ltd. 


Filing 


Ltd. 


Com- 


Turners 


Ltd. 


FINANCE 

Bowmaker Ltd. 

Helber?t, Wagg & Co. 
Ltd. 

FIRE ALARM SYSTEMS 

Associated Fire Alarms 
itd. § 

Gent & Co. Ltd. 131 

Reliance Telephone Co. 
Ltd. cover iv 

Telephone Rentals Ltd.... 102 


FLOO? ~~ eeepc 
EQuiPM 

B. Vv. C. engineering Co. 
Ltd. 179 

Progress ) Ltd. 130 

FOLDING MACHINES 


Block & Anderson Ltd. 
10, 139 
\4 


Photography 


Pitney-Bowes Lid 


FREIGHT CARRIAGE 
Emery Air Freight 
nationa 


FUEL SUPPLIERS 
National Coal Board 
The 


HEALTH SERVICES 
Kimberly-Clark Ltd. 
Simplematic Machine 


Co. Ltd., The 


INCINERATORS 
Boston Marine & Genera 
Eng. Co. Ltd. "eg 


INDUSTRIAL CLEANING 

B. V. C. 7 ms cucmataated Co. 
Ltd., The 129 

Cleaners Ltd. cover ii 


IN" ES? COMMUNICATION 
SYSTEMS 
Communication Systems 
Ltd. 13 
Dictograph Telephones 
Ltd. . 24 
Gent & Co. Ltd. 13! 
Reliance Telephone Co. 
Ltd. cover iv 
Standard Telephones & 
Cables Ltd. 53 
Telephone Rentals Lid.... 102 
Westrex Co. Ltd, 122 
LETTER OPENING 
MACHINES 
& Anderson 


inter 


Block é. 
110. 139 
Pitney-Bowes Ltd. 14 
LIGHTING 
Electrica Development 
Assn, 23 
General Electric Co. 
Ltd., The 3% 


LOOSE LEAF LEDGERS & 
SYS.EMS 


Alp astics Ltd. 22 
Cor " Chatterson 
Co, Ltd., The 4s 
D0 Ltd. 37 
Cash Register 


Kalamaz 
Nations 


>. Lid 


MAILING ROOM 
EQUIPMENi 


Mailrite Ltd. 


MARKET RESEARCH 
C.E.i.R. (U.K.) Ltd, 


MAPKING EQUIPMENT 
Speedry Products Ltd.... 129 


MECHANICA! HANDLING 
Lamson Eng. Co. Ltd. ... 15 


MICROFILM CAMERAS 
Kodak Ltd. 4,97 


MOTOR CARS 
Austin Motor Co, Ltd. 

The 105 
Capite! Motor Co. Ltd. 98 
Renault Ltd. 100 


OFFICE FURNITURE 
F ENOVAT'ON 

Office Eauipment Ren 
vating Co. Ltd. 140 


OFFICE FURNITURE 
(STEEL) 


Art M ta 

Constructors Ltd 

Dere Inglis 
Ltd. 

Evertaut Ltd. 18 

Harvey > A. & Co. 
london) Ltd. 

Heath 1. & Co. Ltd. 

Leabenk Office Equip- 
ment Ltd 


OFFICE FURNITURE 
(wooD) 

Cave, C W., & Co. Ltd. |! 

Sawyer, S. R., Ltd. 


OFtire “FOUISITES & 
SUPPLIE 
Yat ee & Sons 
Ltd. 
OVEPALLS 
Wheeler, H. 
PAINTS 
Bullows 
PAPE? 
Tullis Russell & Co. Ltd. 
PARTITIONING 
Abix (Metal Industries) 
Ltd. 64 
Art Meta él 
Constructors Ltd. 43 
Hervey, G. A., & Co. 
Ltd. 10 
aos tb anata sie SFPVICES 
Rank Precision Industries 
Ltd. 19 
PLASTICS 
Alpe Plastics Ltd. 22 
Stewart Wales, Sommer- 
ville Ltd. 94 
White & Farrel! Ltd. 98 


PNEUMATIC TUBE SYSTEMS 
Dialled Despatches Ltd. 103 


POSTAGE STAMP — 
ock & Anderson 


Products 


& Co. Ltd. 


A., & Sons Ltd. | 


vt) 139 
POSTA!. FRANKING 
MACHINES 
Pitney-Bowes Ltd. 


PRECISION ae eae 
Brandaver, C 
Ltd. 


PRECISION age wa 
Bran jJaver, C. Co. 
Ltd. 126 


PRINTERS AND STATIONE®S 
Petty & Sons Ltd. 48 
Spicers Ltd. 42 


PRINTING MACHINES 
Ditto (Britain) Ltd. 64 
Gestetner Ltd. 92 
Rotaprint Ltd. 127 
Vari-Typer Ltd. 


PUNCHED CARD SYSTEMS 
Anson Geo., & Co. 


112, 125 
hatterson 
he 


REPRODUCING = 
Anson Geo., 

Ltd. , 28 
Block & Anderson 


RIBBONS AND CARBONS 

Columbia Ribbon & Car 
bon Mfg. Co. Ltd. 

Kolok Manufacturing Co. 


Richardson, W. J. & 
Sons Ltd. 


ROTARY REPRODUCERS 
Block & Anderson Ltd. 
110 


Ditto (Britain) Ltd. 
vestetner Lid. 


Rotaprint Ltd, 


SEA" ING 
Alix Meta! 
Ltd, 
Art }4eta 
Dere-ing 


Leabank 


Industries) 


Products Ltd. 
fice Equip- 
Tan Sad Chair Co. (1931) 


td 


STORAGE aig vagal 
Brown N. 
Constructor “Lt oe ce 
Copeland-Chatterson Co. 
Ltd.. Th- ae 
Evertaut Ltd. 18, 
Hervey G. A... & Co. 
London) | td. 
ri oat 
“Utd. 
Odoni 
Ltd, 


TELEP ONES AND SOUND 
EQUIPMENT 


ommunications 


(Office Systems) 


Alfred A., & Co. 


Systems 


Telephones 
4 
Ltd. 3! 
Telephone Co. 
cover iv 
ephones & 
Ltd 53 
Rentals Ltd. 102 
Co. Ltd. 122 


phon 
Westrex 


TELE°RIN-ERS 
Creed & Co. Ltd. 


sr RECORDERS 
8 ime Recorders 
ltd 106, 135 
Dictograph Telephones 
ltd , 24 
Enalish Clock Systems 124 
Gent & Co. Ltd. 13) 
Res ‘ance Telephone Co. 
cover iv 
Tel ephone Rentals Ltd. 102 


TYPEWPITERS 

Block & Anderson Ltd. 
110 139 

British Olivetti Ltd. 4 

Imperial Typewriter Co. 
Ltd. 134 

Rova McBee  —iInterna 
tiona 


VEHICLE CONTRACT HIRE 

British European Auto 
Rentals Ltd. 9 

Quick, H. & J., Ltd. ol 


WAGES & SALARIES 

SYS"EMS 

Anson Geo., & Co. 
Ltd. 116, \2 

WATCHMEN'S CLOCKS 

Blick Time Recorders 
Ltd. 106 
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Most versatile copier of all! 


Before you buy a Bandavelop ‘Book Twin’ copies 


practically any original on paper, 


OCO IER irrespective of colour, from 
single page letters to extracts 


from thick books. 


ask to see a Perfect, non-fade, black on white, 


legally-acceptable copies, in 


seconds, in your own office! 
/ f (Prices from £55) 


FOR FURTHER INFORMATION POST THIS COUPON TODAY: 








Please send me details of the following Business Automation Equipment 


Modern Duplicating Methods 
4 Systems Machines Name. 


a Visual Control Charts 
(2) 5 Photocopying Equipment Position 
Cc "4 Calculators 
< ee Standard and Portable Typewriters 


= : 9° = 
“vy. Adding Machines | 
3ook-keeping Machines | Address... 


BUSINESS i Mail-Room Equipment 


Addressing Machines j ee eoncensesemnnsacmtgnenesin® 


AUTOMATION Lj) Banda Supplies i 


aes BLOCK & ANDERSON 


Head Office: Banda House, Cambridge Greve, Hammersmith, London, W.6, Telephone: Riverside 4121 (20 lines) 
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k e Recorders Lid. 
106 
Block & Anderson Ltd. | i¢ 
Boston Marine & Gen. 
Eng » Ltd 
Bowmaeker Ltd. — 
Brandaver, C., & Co, t 
British European Auto 
td 


sport 


ADVERTISERS IN THIS ISSUE| 


For Classified Guide to Business and Industrial Equipment 
see page 138 


Electrica 
Association 

Elliott Addressing Ma 
ine Ltd 

Emery Air Fre ght 
nations 


Development 


Genera! Electric Co. 
Gent & Co. Ltd. 
Gestetner Ltd. 


Halsby & Co. Ltd. 
Harvey, G. & 
London) Ltd. 
Heath, J., Co. Ltd. 
Helbert, Wagg & Co. Ltd 
Howden, James, & Co 
Ltd. 
Huber, J. Ltd. 
Hunt & Col loys Ltd 


iford Ltd. 


Odoni, Alfred, A., & Co. 
Ltd. 

Office Equipment Renova 
ting Co Lid. 

Ozalid Co. Lid. 


P. & O.—Orient Line 
Peart & Dean Lid. 
Petty & Sons Ltd, 
Pitney-Bowes Ltd. 
Progress Universal!) 


Quick b J., Ltd, 


RUF Orgenisation Ltd., 
46 

Precision industrie 
9 


iance Telephone Co, 


Ltd. . cover iv 


Renault Ltd. 100 

Richardson, W. J., & Sons 
Ltd. 

Rotadex Systems Ltd. 

Rotaprint Utd. I 

Roya! McBee Internationa! 


Sawyer, S. R., Ltd. 120 
Sieber, James, Equipment 





Specialists in 


RECONDITIONING 


STEEL 


and 


WOOD 
Office 


Equipment 


and all types of 


. 
eee i || Upholstering 
international Computers & Simplamatic Machine Co. j 
Tabulators Ltd. 40 Ltd. . 
Imperia Typewriter Co. Speedry Products Ltd. = 

Ltd. 34 Spicers Ltd. 42 
Standard Telephones & 
Cables Ltd. 53 | 
Stewart Wales, Sommer | 
WOOO EPG, «cco ce see 94 | 
08 Sumliock Comptometer 
4 Kalamazoo Ltd. 37 Ltd. > asin . 65 
Ltd. 136 Kent Korclless Ltd. 101 
ii Kimberly-Clark Ltd. ... ... 128 
Con Kedek tid. . 497 tee. Sod Chair Co. (1931 
Kolok Manufacturing Co. > cco SO 
Ltd. 7 tS. “Condenser Co. 
Ltd. cover iii 
Telephone Rentals Lid. 102 
Temperature Ltd. 132 
Tullis Russell & Co. Ltd 33 
(Photography) 


Jayjex (London) Ltd 


%, 
& 
& 


Turners 


Ltd. 








2 gt (Wy, 
(Op Op(oyja 


Vor 


We ey, 


ee ee oat 2 COAL WHARF ROAD 
Westrex Co. Ltd, SHEPHERD'S BUSH, W.12 


Wheeler, H., & Co. Ltd. 
White & Farrell Ltd. SHE 2833 & 408! 


Wilson, Frank, & Co. Ltd. 


Harold, & 








Yates Duxbury Ltd. 





* BOILER SUITS 


* BIB & BRACE 
OVERALLS 


* APRONS, etc., for 
MEN & WOMEN 


* COATS, JACKETS 


cor ALL 


Gretnoes g PURPOSES 


Write for PRICES and PATTERNS 


H. WHEELER & COMPANY LTD. 
107 London Road, Plaistow, London, E.13 
Phone: GRAngewood 407! (5 lines) 


RIGMEL SHRUNK 











Printed for the Pro rietors, "BUSINESS - PUBLICATIONS Lid., 
England (Waterloo tga) by Samuel Temple & Co. 

Advertisement, editorial and sales office : 
BUSINESS (incorporating ‘ 
Management,”’ * 


registered office : “180 Fleet Street, London, E.C A, 
Ltd., Vencourt Pi Place, King Street, London, W.6. 

109-119 Waterleo Road, London, S. 1 (Waterloo 3388) 

* The Magazine of Commerce, " “* Modern Business,” System,”’ ** Business Organization and 

Business News Digest "’ and “' British Industrial Equipment ’*) 














EXECUTIVE APPOINTMENTS 


RATES: APPOINTMENTS VACANT: £3 10s. per display panel inch, APPOINTMENTS WANTED: £3 5s. per 
display panel inch. Box No. charge Is. extra. Address advertisements to: The Classified Advertisement Manager, 
BUSINESS, 109-110 Waterloo Road, London, S.E.1. Tel.: WATerloo 3388. 


EVERY APPLICATION SUCCESSFUL 


This is the ideal we would like to achieve and to do this we would ask only those men 
to apply who fulfil ALL the following conditions. 
1. Aged 2 22-30 








- 


2. University Graduate with first or second-class honours or Qualified Accountant o1 
Secretary, and/or 
Any business or selling experience to be successful. 
3. An urge to make a career in high-grade salesmanship involving top-level negotiations 
. Confidence in tutors and employers supplying good reports direct to us at our request 


5. A mature and balanced personality 

6. Good health. 

We do not expect many applications; but the few who satisfy us on all the above will 
have the opportunity of: 

(a) Joining a highly efficient and expanding organisation in the business equipment industry 
with branches throughout the United Kingdom and Eire and extensive manufacturing 
facilities in Scotland. 

(b) A good starting salary based on experience, qualifications and circumstances 

(c) A £1,500 to £2,000 per annum income in approximately two years’ time after training 
and experience. 

(d) Progressing within a few years to very remunerative Sales Management positions. 

The Company has invested heavily in Pension and Life Assurance Funds for the benefit of 
its employees and Free Life Assurance cover is given to every employee on joining. 
Write with full details to: 


Personnal Manager— Marketing, 
BURROUGHS ADDING MACHINE LIMITED, 


Avon House, 356/366 Oxford Street, London, W.1 
SEE PAGE 26 














BUSINESS OPPORTUNITIES 





SOLVING THE 
EXECUTIVE PROBLEM 


First-class executives are becoming increas- 
ingly difficult to find; the main problem is 


appealing to the right person. By far the Ca N ADA 


best way of reaching that special executive 
is through the columns of BUSINESS— If you have had business experience 
journal for management, because BUSINESS you may conceivably be thinking of 


readers are the top executives im British starting a small business abroad. 


industry and commerce. Po TB ee case why not think of 


Officers of the Canadian Government Immigration 


FILL THAT SPECIAL VACANCY Service in the United Kingdom will be pleased to put 
you in touch with sources in Canada in a position to 


WITH AN ADVERTISEMENT IN give you full and factual information. 
BUSINESS — The monthly journal a — B.1.), 61 Green Street, London, W.1 
_ . (Dept. B.1.), 5-7 New York Road, Leeds, 2 
oflering a weekly savior Copy-date LIVERPOOL (Dept. B.1.), 34 Moorfields, Liverpool, 2 
next issue (May) April 20th. BRISTOL (Dept. B.1.), Prudential Bidg., Wine Street, 
Bristol, | 

GLASGOW (Dept. B.1.), 18 Woodlands Terrace, 

Glasgow, C.3, Scotland 


T . BL), 
See also Classified Advertisements—Page 137 BELFAST = (Dept. B.1.), 22 North Street, ihe. 
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tre Ltd., 109/119 Waterloo 
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ADVERTISER’S ANNUAL 

The only publication that gives all the facts 
and figures about media, services and supplies 
needed for planning and implementing an 
advertising campaign in the U.K. or the 
Commonwealth. 1961 edition ready mid- 
April 50/- post paid 


BUSINESS CHARTS By T. G. Rose 
Pifth edition of a short general guide to 
the uses of different types ¢ oe for 
value are the 22 rules to follow in drawing 
up and using charts. 21/9 post paid 


COMPANY LAW 

by H. A. R. J. Wilson and T. W. South 
Sets out in logical and readable sequence all 
the requirements of the law affecting com- 
panies, from furmation to liquidation. 10th 
edition 26/- post paid 


EQUIPMENT AND METHODS 
FOR THE SMALLER OFFICE 

by Laura Tatham 
This dual-function book describes the latest 
machines and equipment for stream-lining 
administration in the smaller office, and con- 





na experienced 
wa) Ready April 27. 


1% 


A a > 


INDUSTRIAL EDITING 

by Bernard Smith 
Commissioned by the British Association of 
Industrial Editors, this is the first complete 
guide to employee publications to appear in 
the U.K. Internals, externals, dual-purpose 
journals and the production processes are 
explained for begi sand “ i a 





; - 
28/6 post paid 


MAKE YOUR BUSINESS LETTERS 


MANAGEMENT ACCOUNTING 


IN PRACTICE by F. Clive de Paula 
Catering for both student, 
this book describes the of what— 
in break away from 


sation 
of all sizes. 18/9 post 





siders each as a part of a carefully-pl 
scheme to do the office job with maximum 
efficiency and economy $/- post paid 


FINANCIAL AND COST 
ACCOUNTING FOR 
MANAGEMENT by A. H. Taylor 
Second edition of a book that enables the 
sales manager, the purchasing agent, the 
production engineer and the secretary to 
make the best use of the facts disclosed in 
financial statements, and also recognise their 
limitations. 26/- post paid 


FLEXIBLE BUDGETARY 
CONTROL AND STANDARD 
COSTS 

by D. F. Evans-Hemming, F.C.W.A 
Describes a system, proved in a wide range 
of industries, to be the basis on which to 
formulate a uniform accounting method and 
the means of establishing cost control for 
any commercial undertaking whatever its size. 

46/6 post paid 


A GUIDE TO MANAGEMENT 
ACCOUNTING 
by H. W. Broad and K. S. Carmichael 
“Meets an urgent need with traditional 
professional thoroughness which may well 
qualify it for inclusion among the classics of 
accounting literature “'"—The Accountant. 
19/- post paid 


HOW TO SELL SUCCESSFULLY 
BY DIRECT MAIL 
by J. W. W. Cassels 
Revised, fourth edition of the only British 
work giving authoritative and up-to-date guid- 
ance on every aspect of direct mail. Contains 
33 case histories, 200 successful sales letters 
and a directory of supplies and services. 
36/6 post paid 


142 


A MANUAL OF SALES 
MANAGEMENT 

In this first manual to be published under 
the direction of the Institute of Marketing 
and Sales Management, experts 





I enclose remittance valued £ : - 


by C. H. Northcott, M.A. 
Newly-revised edition of a work designed 


Leonard M. Harris and Ulric M. Spencer 
authoritative and comprehensive new work 
the principles and practice of retailing in 
country, written by the chairman and 
managing director of one of our most 
progressive stores in collaboration with an 
economist and marketing researcher widely 
in the field of distribution. 

36/3 post paid 


PROGRAMMING FOR DIGITAL 
ITERS 


by John Harrison, F.S.C.T 
A lucid, plain-language guide to the prepara- 
tory details which precede all profitable 
computer work—written for the newcomer to 
the field as well as for the executive with 
over-all responsibility. 36/- post paid 


PROMOTION AND PAY FOR 
EXECUTIVES 


by George Copeman, Ph.D 

New, greatly enlarged edition. Based on 

interviews ‘in depth’ with 50 executives, 

this book describes how these men gained 

promotion, and deals with the problems 
involved in their climb to the top 

36/6 post paid 


SECRETARIAL DUTIES 

A thorough survey of everything the private 
secretary must know: covers book-keeping, 
telephone, postal services, correspondence, 
filing, office machinery, P.A.Y.E., personal 
qualities, and much more 16/- post paid 


SELLING OVERSEAS 
Henry Deschampsneufs 
A new study of the principles of overseas 
marketing, based on the author's own 
experience of this type of work. More than 
80,000 words of expert guidance, with many 
examples and eight illuminating case histories. 
46/3 post paid 


STANDARD COSTING 
by J. Batty 


An unusually clear exposition of a control 
system which ensures that the most effective 
use is made of materials, machines and the 
services of emplovees. 26/- post paid 


A ta Re wo 


Order Lformnn 


Business Book Centre Ltd. 
Business Book Centre Ltd., 109/119 Waterloo Road London S.E.1 


Please supply the book(s) listed below, for which 


d. 
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in these days of high labour costs, it is even more 
essential that employers obtain the fullest possible 
return from highly paid staff. Key personnel should 
be kept as much as possible at their desks—you pay 
them for working and not walking. The answer of 
course is 


and that means Reliance.’ iia tineaupcoves tila.” 
communication Telephone Systems are pre-eminent in 
their field, are available from 3 lines and on a most 73 
advantageous Rental Service saving capital outlay and 
providing free maintenanee. You get something really 
worthwhile when you 2 


The Reliance Rentai Service saves dajetal outlay, gives free 
ee ee Please write ea 


THE RELIANCE TELEPHONE g_comrany mere : 


43-47 PARKER STREET, KING! 
Telephone: CHAncery 5341 (P.B.X.) 


SIC FOR INDUSTRY 











